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THESE TWO SALESMEN WANT 
TO GO TO WORK FOR YOU! 


ory 


Micromet 





I YOU want to stock a carbon paper that is 
unique, with extra sales features protect- 
ed by patents, the fastest selling carbon paper 
on the market, then MultiKopy Micrometric 
is your choice. If you seeka typewriter ribbon 
with wide acceptance throughout the busi- 
ness world, high in quality, then Star Brand is 
the answer. Both products are backed by the 
F. S. Webster Company. Thus you receive 








the extra service and experience of a concern 
specializing in the manufacture of typewriter 
ribbons and carbon papers, a company with 
a reputation for square dealing, a company 
which has always sought to protect your 
profits. This combination of good products 
and unexcelled service is hard to beat. Web- 
ster dealers will tell you from experience, 


“It pays to carry the Webster line.” 





13 AMHERST STREET 
CAMBRIDGE, MASS. 


F. S. WEBSTER COMPAN 





OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. 





ADVERTISEMENTS 





Because of the groune 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. They do, however, 
A 
Acco Products, Inc. 114 
Ace Fastener Corp. 67 
Acme Staple Co. 32 
Adams, Henry T., Mfg. Co. 130 
Allen & Co. 129 
Allen-Wales Add. Mach. Corp...132 
All-Steel-Equip. Co. 73 
Alma Desk Co. 111 
Amer. Number. Machine Co....135 
Ames Supply Company 69 
Armstrong & White 131 
Art Metal Construction Co. 131 
Art Steel Co., Ince. 107 
Automatic File & Index Co. 132 
B 
Bankers Box Co. 98 
Barkley, C. L., & Co. 127 
Bassick Company 99 
Bentson Mfg. Co. 124 
Bickett, L. M., Co. 127 
Bright Chair Co. 101 
Bristow, Stanley R. 133 
British Stationer 134 
Browne-Morse Co. 134 
Bushnell, Alvah, Co. 105 
Cc 
Cel-U-Dex Corp. 134 
Clarotype Co., The 109 
Cleanereno Chemical Co. 110 
Clip-On Corp. 131 
Cloyes Gear Works 133 
Codo Mfg. Corp. 131 
Collier-Keyworth Co. 102 
Columbia Rib. & Car. Mfg. Co. 84 
Columbia Steel Equipment Co. 81 
Cook, The H. C., Co. 129 
Corona Typewriter 63 
Corry-Jamestown Mfg. Corp.....103 
Cramer Air-Flow Chairs 115 
Crown Ribbon & Carbon Co._110 
Cushman & Denison Mfg. Co...128 
D 
Darnell Corp. 124 
Dawn Mfg. Corp., The 123 
Dick, A. B., Co. 61 
Domore Chair Co., Inc. 76 
Downey, C. L., Co. 124 
E 
Elliott Address. Mach. Co. 133 
Elliott-Fisher Back Cover 
Esterbrook Steel Pen Co. 94 
Evansville Desk Co. 114 
Exline, William, Inc. 128 
F 
Faber, A. W., Inc. 111 
Fastener Corporation 117 


offer their services 


in resolving any 


disagreements 


through the journal. 


Corp. 
Machine 


Faultless Caster 
Friden Calculating 
Co., Ine. 


Fulton Specialty Co. 


G 
Mfg. Co. 


Fireproofing 


Gaylo 
General Co. 


Gingg, J. G., Supp'y Co. 
Globe-Wernicke 
Graff, Geo. B., 


Guide System & Supply 


Co. 15 
Co. 
Co. 


H 
Ink Eradicator Co. 


Co. 


H. A. 

Hall-Welter 

Scale 
Milo, 


Harriman-Welts 


Hanson Co. 


Harding, Co., Ltd. 


Products Co 
Harter Corporation, The 
Heyer Corporation 

High Point Bd. & Chair Co. 
Hoosier Desk Co. 


Hotchkiss Sales Co. 


I 
Desk Co. 
Mfg. 
Indiana Desk Co. 
Ink Specialties Co. 


Imperial 


Imperial Co. 


Invincible Metal Furniture Co. 
J 
Jasper Chair Co. 
Jasper Desk Co. 
Jasper Office Furniture Co. 
Jasper Seating Co. 
K 


Kewaunee Mfg. Co. 
Kilian Mfg. Corp. . 
Koh-I-Noor Pencil Co., Ine. 


L 
Leopold The 
Leaf Metals 


Co., 
Co 


Loose 


M 
Manifold Supplies Co 
Markilo Co. 
Markwell Mfg. Co. 
Marvel Scale Co. 


Meilicke Systems, Inc. 


Metal Office Furniture Co 
Methodes 

Meyer & Wenthe 
Mimeograph, The 
Mitchell Binder Co. 
Mittag & Volger, Inc. 
Moore Push-Pin Co. 


Morse, J. Bis 


Munson Supply Co. 


Typewriter C: 


Murphy Chair Co. 


N 
Nat’l Brief Case Mfg 
Nat’l 


Nat’l Engraving 


Business Show C 
Co. 
Products, Inc. 


Chair 


Neva-Clog 
New Indiana Co 
Oo 
Old Town Ribbon & Carbon Co. 
Oxford Filing Supply Co. 
P 
& Ribbon Mfc. Co. 


Parrot Speed 


Pacifie Cb. 
Fastener Corp. 
Peerless Key-Imperial Mfg. Co. 


Peerless Steel Equip. Co. 
Perfect Peerless Calendar Co. 
Rub. 


P rocess 


Co. 


Perfect Seat Cush. Co. 


Phillips Co. 


Polar Mfg. 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
copy, fu 
agents and dealers in nearly every country, aids for- 


of its various 


pares advertising 


eign dealers in securing U. 


other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 


In the execution 


this bureau calls upon 


rnishes list of desirable 


S. A. lines, and in many 





which 


71 


130 


74 
123 
117 
116 
122 





result 


from relations established 


Pronto File Corp. 90 
Pruitt Co., The 30 
Q 
Quality Park Envelope Co. 70 
R 
Reliable Tw. & A. M. Corp.....132 
Rivet-O Mfg. Co. 131 
Roberts, Weldon, Rubber Co.....113 
Rockwell-Barnes Co. 82 
Rotospeed Co., The 108 
Royal Metal Mfg. Co. 133 
Royal Typewriter Co. 136 


S 


Sanymetal Products Co., The._.127 


Seat, Dr., Chemical Co. 131 
Sengbusch Self Closing Ink- 
Stand Co. 88 
Service Industries, Ine. 105 
Shaw-Walker Co. 128 
Sheaffer, W. A., Pen Co. 91 
Sheppard, C. E., Co. 116 
Sherman-Manson Mfg. Co. 66 
Shipman-Ward Mfg. Co. 122 


Smith, L. C. & Corona 


Typewriters Ine. 63 


Speed Key Mfg. Co. 130 
Speed-O-Print Corp. 119, 120 
Spencerian Pen Co... 77 
Stationers Loose Leaf Co. 101 
Stationers Manufacturing Co...128 
St. Johns Table Co. 109 
Storms, H. M., Co. 100 
Sundstrand Back Cover 
Superior Type Co. 132 
T 
Technygraph, The 138 
Tell City Desk Co. 98 
Toledo Metal Furniture Co. 86 
Triner Scale & Mfg. Co. 121 
Tubular Specialty Mfg. Co. 97 


U 
Underwd.Elliott-Fisher..Back Cover 


United Business Machines, Ine. 128 


U.S. Tw. Ribbon Mfg. Co. 126 
Vv 

V-144 135 

Vail Manufacturing Co. -§2 

Varat, Murray, Co. 106 

Victor Safe & Equipment Co...132 
Ww 

Wagemaker Co. 130 

Warshaw Mfg. Co. 97 

Webster, F. S., Co. 2 
Y 

Yawman and Erbe Mfg. Co..... 87 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


obligation. 

Adding Machine Parts Business Shows Checks, Stamped Metal Harding, Milo, Co., Ltd 123 
Ames Supply Co. 69 Nat'l Business Show Co 104 Meyer & Wenthe 128 Heyer Corporation, The 137 
Cloyes Gear Works 133 Calculating Devices Coin Bags, Trays and Wrappers Mimeograph, The 61 
Shipman-Ward Mfg. Ce 122 Meilicke Systems, Inc 131 Art Steel 107 Rivet-O-Mfg. Co 131 

Adding Machine Rolls & Paper Reliable Tw. & A. M. Corp 132 Downey, C. I Ce 124 Rotospeed Co., The 108 
Rockwell-Barnes Co 82 Calculating Machines Copyholders Shipman-Ward Mfg. Co. 122 

Adding Machines Allen-Wales Add. Mach. Co 132 Acco Products, In 114 Smith, L. C., & Corona Type 63 
Allen-Wales Add. Mach. Corp 132 Friden Calculating Machine Co 80 Dawn Mfg. Corp., The 1233 Speed-O-Print Corp 119, 120 
Friden Calculating Maching Co 80 Sundstrand Back Cover Costumers United Business Machines, Ine 128 
Sundstrand Back Cover Calculating Machines, Used Peerless Steel Equipment Co ltt Duplicating Machines, Used 

Adding Machines (Stylus) Pruitt Co., The 130 Royal Metal Mfg. Co 13 Pruitt Co., The 130 
Reliable Typewr. & A. M. Corp 132 Reliable Tw. & A. M. Corp 132 Sanymetal Products Co., Inc 127 

Adding Machines, Rebuilt & Used Carbon Papers Tell City Desk Co 98 Duplicating Machine Supplies 
Morse, J. S., Typewriter Co 131 (See Ribbons and Carbons Cushions and Pads, Chair Columbia Rib, & Carb, Co 84 
Pruitt Co., The 130 Card Index Boxes and Trays Biekett, L. M., Co 127 Dick, A. B., & Co. 61 
Reliable Typewr. & A. M. Corp 132 All-Steel-Equip Co 73 Perfect Rubber Seat Cushion Co 135 Gingg, J. G., Supply Co. 115 

Adding Typewriters Art Metal Construction Co 131 Polar Mfg. C¢ 102 Harding, Milo, Co., Ltd 123 
Underwood Elliott Fisher Art Steel Co 107 Shipman-Ward Mfg. Co 122 Heyer Corp., The 37 

Co Back Cover Bentson Mfg. Co 124 Cuspidor Mats Ink Specialties Co. 94 

Addressing Machines Columbia Steel Equip. Co 81 Polar Mfg. Co 102 Manifold Supplies Co 64 
Elliott Address. Mach. Co 33 Corry-Jamestown Mfg. Corp 103 Shipman-Ward Mfg. Co 122 Mimeograph, The 61 

Adhesives Globe-Wernicke Co 75, 79 Cuspidors Mittag & Volger, Inc 89 
(See Inks, Adhesives, ete Guide System & Supply Co 83 Art Steel Co 107 Rotospeed Co., The 108 

Arch and Clip Board Files Invincible Metal Furn. Co 95 Dating Stamps Shipman-Ward Mfg. Co 122 
Armstrong & White 131 Metal Office Furn. Co 92 Amer. Number. Machine Co 135 Smith, L. C., & Corona Type 63 
Cushman & Denison Mfg. Co 128 Peerless Steel Equipment Co 116 Fulton Specialty Co 118 Speed-O-Print Corp 119, 120 
Globe-Wernicke Co 75, 79 Shaw-Walker Co 128 Meyer & Wenthe 128 Technygraph, The 133 
Raskewell-THarnse Co 99 icsainatees Co 130 Rivet-O-Mfg. Co 131 United Business Machines, Inc 128 
Shaw-Walker Co 198 Warshaw Mfe. Co 97 Superior Type Co 132 Vietor Safe & Equipt. Co 132 
Yawman and Erbe Mfg. Co 87 Yawman and Erbe Mfg. Co 87 Desk Bumpers Envelope Sealers 

Bank Books Cash Boxes Polar Mfg. Co 02 Elliott Addressing Machine Co 123 
Exline, William, Inc 128 Art Steel Co 107 Desk Calendar Pads Envelopes 

Banker's Note Cases General Fireproofing Co 65 : . ; " 

. Perfect Peerless Calendar Co 122 Bushnell, Alvah, Co 5 
Art Steel Co 107 Casters, Caster Bearings, Slides Globe-Wernicke C > ASS 

General Fireproofing Co 65 Bassick Co 99 Desk Pads & Tops ( i nee ae 19, 19 
Giahe-Weenlees Cio 75. 79 Daraclt Com 124 Polar Mfg. Co 102 duality Park Envelope Co 70 
Victor Safe & Equipt. Co 132 Faultless Caster Corp 135 Wagemaker Co 130 Envelopes, Celluloid 

Billing Machines Kilian Mfg. Corp 124 Desk Pending-Letters Holders Markilo Co 130 
Underwood Elliott Fisher Celluloid Envelopes Acco Products, Ine 114 Eradicators, Ink 
Co tack Cover Markilo Co 130 Desk Pen & Ink Sets H. A. Ink Eradicator Co 133 

Binders, Catalog and Periodical Chair treas Sengbusch Self-Closing Inkstand Heyer Corp., The - 
Acco Products, Inc 114 ee mae pe Co. QR , i 
Mitchell Binder Co 130 ee : Ki é sd Sheaffer, W. A Pen Co 91 Erasers, Rubber 

Binders, Permanent Storage ollier-Keyworth Co 102 : Faber, A. W., Inc 111 
Bankers Box Co 98 Chair Mats Desk Trays Koh-I-Noor Pencil Co., Ine 85 

Binders, String Bickett, L. M., Co 127 a aio mga oF Tag Co os Roberts, Weldon, Rubber Co 113 
al a Globe-Wernicke Co 75, 79 Art Steel Co., In¢ ‘ na 

an ae = ™ ae ss On . 102 Automat. File & Index Co _ ee =e 

aan ; a : hitian Wael Mite. Co 199 Corry-Jamestown Mfg. Corp 103 National Business Show Co 104 
Rockwell-Barnes Co 82 snipman ar ad ae . . . . P 

Blueprint and Plan File Cabinets Chairs rope weet ve z ne Eyelets & Eyelet Fasteners 
All-Steel Equip. Co 73 Cramer Air-Flow Chairs 115 scsaui went waka Co ‘ue tes 4 —_ inte ‘ 13 
Art Metal Construction Co 131 Domore Chair Co., Ine 76 Shaw-W ker Co 198 ivet-O-Mfg. Co. 13 
Art Steel Co. 107 Gaylo Mfg. Co 113 Venen wad the Sie oe ey File Boxes, Collapsible Corrugated 
Browne-Morse Co. 134 General Fireproofing Co ‘ 65 aS Bankers Box Co. . 98 
Columbia Steel Equip. Co 81 Harter Corp. 130 Desk Work Distributors Barkley, C. L., Co. e 127 
Corry-Jamestown Mfg. Corp 103 High Point Bd. & Chair Co 125 Art Steel Co., Inc 107 Globe-Wernicke Co. 75, 79 
General Fireproofing Co 65 Jasper Chair Co 68 aoe A — os Ws = Guide System & Supply Co... 83 
Globe-Wernicke Co 75, 79 Jasper Seating Co 127 Globe-Wernicke Co 9, 09 Oxford Filing Supply Co 130 
Peerless Steel Equipment Co 116 Kewaunee Mfg. Co 121 etd Mfg rg wt Pronto File Corp ; 00 
Shaw-Walker Co 128 Murphy Chair Co 93 rictor Safe & Equipt. Co 32 u 
Yawman and Erbe Mfg. Co R7 183 Indiana Chair Co 112 Desks File Benes, Metal 

Bond Boxes Royal Metal Mfg. Co 133 Alma Desk Co 11 ae EE SE es 
Art Steel Co 107 Shaw-Walker Co 128 Art Metal Construction Co 131 prcbhanotsy Mr C a 
General Fireproofing Co 65 Toledo Metal Furn. Co 86 Autmtc. File & Index Co 7 Peerless Steel E nena bey 16 
Globe-Wernicke Co 75, 79 Chairs, Folding Benteon Mig. Co _ Pronto File pony : 90 

Book Cases Gaylo Mfg. Co 112 Browne-Morse Co 134 F soe fi 
All-Steel Equip. Co 73 ‘ Columbia Steel Equip. Co 81 Rockwell-Barnes Co. 82 
Alma Desk Co. . 11 Chairs (Posture) rr 7 Corry-Jamestown Mfg. Corp 103 Victor Safe & Equipt. Co 132 
Art Metal Construction Co 131 punanndi>cibrignclianeias ars Evansville Desk Co 114 +‘ Filing Cab. Ball & Roller Bearings 
Browne-Morse Co 13 esaecngabone oo ae General Fireproofing Co 65 Kilian Mfg. Corp 124 
en Mfg. Corp 103 Genecel Weebeeetne Oo ia Globe Wernicke Co 75 a Filing Cabinets, Insulated 
General Fireproofing Co. 65 Hoosier Desk Co 96 - : E 

Harter Corp 130 : ba Shaw-Walker Co. 128 

Globe-Wernicke Co. - 15, 79 High Point Bd. & Chair Co 125 Imperial Desk Co 10% Victor Safe & Equipt. Co $2 
Peerless Steel Equipment Co 116 sao Chair Co : an Indiana Desk Co 112 
Shaw-Walker Co 128 Seine Seating Co 197 Invincible Metal Furn. Co 95 Filing Cabinets, Metal 
Yawman and Erbe Mfg. Co 87 Kew eM Mfe. Co 191 Jasper Desk Co 108 All-Steel Equip. Co 73 

Book Rings Murphy Chale Co on Jasper Office Furn. Co 125 Art Metal Construction Co 131 
Adams, Henry T., Mfg. Co 130 ; ; pa Leopold Co., The 100 Art Steel Co. ; 107 

: . Royal Metal Mfg. Co 133 ° 7 

Bookkeeping Machines Shaw- Walker. Co 128 Metal Office Furniture Co 92 Autmte. File & Index Co 29 
Underwood Elliott Fisher Toledo Metal Furniture Ce an Peerless Steel Equipment Co Lif Bentson Mfg. Co. ...... 124 
Co. = Back Cover Royal Metal Mfg. Co 133 Browne-Morse Co. ...... ni ABA 

Box Letter Files Cresk Cases, rom Shaw-Walker Co 128 Columbia Steel Equip. Co 81 
Art Steel Co. . 107 Exline, William, Ine 128 Tell City Desk Co 98 Corry-Jamestown Mfg. Corp. 103 
Globe-Wernicke Co. 75. 79 Check Protectors & Writers Victor Safe & Equipt. Co 132 General Fireproofing Co. 65 
Rockwell-Barnes Co 82 Hall-Welter Co 123 Wagemaker C 130 Globe-Wernicke Co. e 75, 79 

Brief and Zipper Cases Check Protectors & Writers, Used Duplicating Machines Invincible Metal Furn. Co 95 
National Brief Case Mfg. Co 118 Pruitt Co., The ; 130 Dick, A. B., Co 61 Metal Office Furn. Co...... 92 
Varat, Murray, Co.... 106 Reliable Tw. & A. M. Corp 132 Elliott Address. Machine Co 133 Peerless Steel Equipment. Co.... 116 
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THE CLASSIFICATIONS Loose Leaf Books & Systems Push Pins Bankers Box Co 98 
(Continued from page 5 Adams, Henry T., Mfg. ( 0 Moore Push-Pin Co 134 tarkley, C. L., & Co 27 
Sheppard, The C. E., Ce Ribbons and Carbons Bentson Mfg. Co 1214 
Pronto File Corp ” Stationers Loose Leaf ¢ Allen & Co 74 Browne-Morse Co 134 
Shaw-Walker Co 128 Loose Leaf Envelopes, Celluloid Aime Supply Co nu Columbia Steel Equip. Co 81 
Victor Safe & Equipt. ( . Markilo Co ( Codo Mf Corp l Corry-Jamestown Mfg. Corp 103 
Yawman and Erbe Mfg. Co ad Loose Leaf Metals and Devices Columbia R. & ¢ Mf ( x] General Fireproofing Co 6 
Filing Cabinets, Wood Adams, Henry T Mi ar Crown Ribbon & Carbon Co i) Globe-Wernicke Co 75. 79 
Globe-Wernicke Co 15, 79 Loose Leaf Metals © Imperial Mfg. Co 17 Guide System & Supply Co g3 
Wagemaker Co 130 Stationers Loose Leaf ( ) Manifold Supplies Co 4 Invincible Metal Furn. Co 95 
Yawman and Erbe Mfg. C¢ 87 Mail Distributors Mittag & Volger, Inc mt) Metal Office Furniture Co 92 
Filing Supplies tristow, Stanley R Old Town Ribbon & Carbon (¢ 71 Oxford Filing Supply Co 130 
Acco Products, Ini 114 Globe-Wernicke Co 75, 79 Pacific Carbon & Ribbon Co 74 Peerless Steel Equip. Co 116 
Art Metal Construction (« 131 Victor Safe & Equipt. C¢ } Phillips Process Co 132 Pronto File Corp on 
Barkley, C. L., & Co 127 Map Tacks Royal Typewriter Co., Inc 13 Rockwell-Barnes Co x? 
srowne-Morse Co 1s4 Gratf, George B Or 4 Shipman-Ward Mfg. Co 122 Shaw-Walker Co 128 
Bushnell, Alvah, Co 105 Moore Push-Pin Co l Smith, L. C., Corona Tws ‘ Wagemaker Co ro 
Corry-Jamestown Mfg. Corp a6 Matched Office Suites Spencerian Pen Ce¢ 77 Yawman and Erbe Mfg. Co 87 
General Fireproofing (« : Art Metal Construction (¢ I Storms, H. M., Co 00 Swinging Typewriter Stands 
Globe-Wernicke Co ‘ ot General Fireproofing Co Underwood Elliott Fisher Globe-Wernicke Co 75, 79 
Guide System & Supply Co 5d Globe-Wernicke Co 75, 79 er Back Cover Tables 
Metal Office Furniture Co 2 Leopold Co., The 100 U. S. Typewriter Rib. Mfg. (x 124 Art Metal Construction Co 121 
Oxford Filing Supply Co 130 Royal Metal Mfg. Co l Webster, F. S., Co 2 Art Steel Co 107 
Pronto File Corp rd Memorandum Books Rubber Bands Browne-Morse Co 134 
Quality Park Envelope Co iv Rockwell-Barnes Co 82 Faber, A. W Inc 111 Corry-Jamestown Mfg. Co 103 
Rockwell-Barnes Co Bs Memorandum Devices Roberts, Weldon, Rubber 113 General Fireproofing Co 65 
Shaw-Walker Co 128 Bristow, Stanley R Shipman-Ward Mfg. Co 122 Globe-Wernicke Co 75, 79 
Victor Safe & Equipt. Co ve Mending Tape Rubber Stamps Peerless Steel Equipment Co 116 
Warshaw Mfg. Co sie Washaw Mfg. Co ) Meyer & Wenthe 128 Shaw-Walker Co 128 
Yawman and Erbe Mfg. Co 54 Moisteners Rubber Type Outfits St. Johns Table Co 109 
Finger Pads Rivet-O-Mfg. Co l Fulton Specialty (« 118 Victor Safe & Equipt. Co 132 
Parrot Speed Fastener Corp 123 Sengbusch Self-Closing Inkstand Superior Type Co 132 Telephone Accessories 
Folders (See Filing Supplies Co 88 Safes Victor Safe & Equipt. Co 132 
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[WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


WITH LARGE USER of Office Equipment or Dealer. Twenty-four 
years’ experience, including selling, installing for several 
manufacturers of typewriters, calculating and bookkeeping 
machines. Last ten years with Used Equipment Dealer buying surplus 
and tradeins, rebuilding, selling, and installing all makes of book- 
keeping and other machines, equipment and furniture. Address G-169, 
care Office Appliances, Chicago. 


repairing, 


adding, 





MECHANIC with years of experience on all makes of typewriters, 
also adding and calculating machines and other equipment is open for 
A man of more than ordinary ability who is qualified 
Address G-168, care 


new connection. 
tc manage shop or handle outside service work. 
Office Appliances, Chicago. 





ADDING MACHINE MECHANIC available. Eighteen 
Wales and various bank equipment, also on Dicta- 
Address G-171, care Office 


years’ experi- 
ence on Burroughs, 
phone and Ediphone. 
Appliances, Chicago. 


Excellent references. 


MECHANIC, five years’ experience on all makes; 
Address G-167, care Office Appliances, 


TYPEWRITER 
make bond—good 
Chicago. 


references. 








SALESMEN WANTED 


IF YOU SELL DIRECT to offices, you can sell our high grade Type- 

profit on each sale. Protection 
Write for details, giving terri- 

Appliances, Chicago. 


Specialty profitably. Liberal 
Quickly becomes a major line. 


Address V-153, care Office 


writer 
given. 
tory you cover. 


OUTSIDE SALESMAN on Filing Equipment, Systems, and Furniture 
by responsible dealer in midwest city. Replies solicited only 
from experienced, clean-cut hard workers who can recognize a lifetime 
Address V-149, care Office Appliances, 





capitol 


opportunity when they meet it. 
Chicago. 


THE MANUFACTURER of a nationally known and complete line of 
record protecting devices is interested in securing a sales agent selling 
similar known lines in the Northwest and New England. This line is 
one of the better known lines and has a wide distribution at present. 
Address V-152, care Office Appliances, Chicago. 





IF YOU SELL QUALITY—here’s the most profitable sideline in the 


field. Ames filing and mailing supplies direct to banks, lawyers, ac- 
countants, offices, ete. Liberal commission, exclusive territory. Our 
representatives chosen carefully—send full particulars about yourself. 


Ames Safety Envelope Co., Boston, Mass. 


PART TIME SALESMEN—New, underworked line offers profitable 
addition for salesmen with office supply, stationery and specialty lines. 
Liberal commission. Write today. G. H. Packwood Mfg. Co., St. Louis, 
Mo. 

SALESMEN WANTED all territories except New York City—com- 
Lowest prices, excellent side 
42d St., New York, N. Y. 





plete line sponge rubber office cushions 
line. Box V-145, care Office Appliances, 100 E 


OFFICE SUPPLY SALESMEN to represent well known manufacturer 
This is an opportunity to in- 
Address V-154, Office 


of typewriter ribbons and carbon paper. 
crease your income very substantially. 
Appliances, Chicago. 


care 





BIG BARGAINS in classy For Rent stock signs—for every purpose. 


Sideline salesmen wanted. Rampart—616 East 7lst St., Chicago. 


MECHANICS WANTED 


MECHANICS WANTED—typewriter mechanic, also adding machine 
mechanic. Pruitt Corporation, 425 North LaSalle Street, Chicago. 
FIRST CLASS MECHANIC wanted by mid-west Royal dealer—prefer 
Must be neat and 
Chicago. 





one experienced on other makes of machines also. 
of good habits. Address V-150, care Office Appliances, 
REPRESENTATIVES AVAILABLE 


REPRESENTATIVE covering Pacific 
Have very low 
Address G-172, 





ESTABLISHED FACTORY 
Coast desires additional line for dealers and jobbers. 
cost warehouse space available for carrying local stock. 


eare Office Appliances, Chicago. 


CHICAGO MANUFACTURER whose sales have shown steady advance- 


ment over a period of years will now allow their sales department to 


take over additional line from manufacturer wishing national coverage 


to stationery trade. Commission basis Address G-170, care Office 


Appliances, Chicago. 


REPRESENTATIVES WANTED 


A LEADING DESK MANUFACTURER would like to hear from sales- 
men calling on the trade in southern territory. Mention lines handled, 
states covered, references, and other information likely to be of inter- 
opportunity for some one with necessary qualifica- 
V-146, care Office Appliances, Chicago. 


est. An excellent 


tions. Address 





REPRESENTATIVES WANTED: 
proposition, paying attractive commissions on 
Eraser Company, Inc., Syracuse, New York. 





To contact Retailers with unusual 
receipt of order. The 


WHOLESALE STATIONERY SALESMEN or paper salesmen calling 


on dealers, to handle side line which will not conflict with present 
lines. Liberal commission. Address V-155, care Office Appliances, 
Chicago. 


FOR SALE RETAIL BUSINESS 
FOR SALE, Typewriter and Cash Register business. Established nine 
years in county of Los Angeles, California. 90,000 population in terri- 
tory. Business netting good profit. Service Typewriter Co., 5119 
Whittier Blvd., Los Angeles, Calif. 








STATIONERY STORE for sale. Good location in midwest city of 
15,000. Sales up 20% this year. Making good money. Stock and fix- 
tures $15,000. Selling account of health. Address V-151, care Office 


Appliances, Chicago. 


WANTED TO BUY RETAIL BUSINESS 
WANTED—A BOOK STORE in a college town. One handling college 
text books, office supplies and stationery. Might be interested to extent 


of making purchase if business is desirably located and price is reason- 
able. Address V-147, care Office Appliances, Chicago. 





WAREHOUSE AND OFFICE SPACE 
EASTERN MANUFACTURER with Chicago branch located close to 
loop wishes to share warehouse and office space with another manu- 
facturer serving stationery trade. Very attractive rates. Write for 
full particulars. Address V-148, care Office Appliances, Chicago. 








SALES LETTERS 
LETTERS WILL BUILD SALES: For years I have built letters that 
You need them more than ever now. Send me your data for 
new letters, or unsuccessful letters for reshaping. Particulars on re- 
quest. Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, 
N. Mex. 





pull sales. 


ADDING MACHINE PARTS, TYPE. ETC. 


NEW PRICE LIST of adding machine parts, ribbons and type now 








ready. Send for yours. The Pioneer Adding Machine Parts Man— 
I. A. Dehn, Jr.—1450 102d Avenue, Oakland, Calif. 

FOUNTAIN PEN REPAIRING 
WELTY’S REPAIR ALL MAKES Fountain Pens, Desk Pens, 
“Vakuum” Pens, Pencils, ete. Repaired at standard prices. Mail all 
makes to ONE place for better service. (Established 1904.) We fea- 


ture Gold Pen Points and Repairing. Welty Pen and Repair Co., 38 S. 


State St., Chicago. 


FOR SALE AND WANTED TO BUY 





ELLIOTT-FISHER 





MACHINES—-Burroughs—Moon Hopkins—Adding 
Machines—Calculating Machines—-tought and _ so!d. Chicago Office 
Appliance Co., 533 S. Dearborn St., Chicago. 

ELLIOTT-FISHER MACHINES, Remington, Mcon Hopkins, Under- 








wood Fanfolds and other bookkeeping machines and adding machines 
bought and sold. The Acme Office Appliance Company, 705 Main 
Street, Houston, Texas. 

ELLIOTT-FISHER Machines, Adding Machines, Comptcmeters, Bur- 


office machines 
Milwaukee, Wis. 


Monroe Calculators, Typewriters and all 
Teeter-Warsh Co., 849 N. 3rd St., 


roughs and 


bought and sold. 


machines— all office 
Caswell 


adding 
Crowley Company, 434 


ELLIOTT-FISHER machines, typewriters, 
bought and sold. W. J. 
Wisconsin. 


equipment, 
Bidg., Milwaukee, 





WANTS AND FOR SALE—Continued on page 8. 





WANTS AND 
FOR SALE AND WANTED TO BUY—Continued 








BURROUGHS Duple xes, Moon Hopkins, Bookkeeping Mac hines, 
dex. All types office machines bought and sold. Fort Pitt Typ 
Co., 644 Liberty Avenue, Pittsburgh, Pa 

BURROUGHS, MOON HOPKINS, Elliott-Fish Remington Acc« 
ing Machines, and everything in the office machinery line. 
model, serial number and we wil! quote highest cash prices. 
national Office Appliances, Inc., 326 Broadway, New York City 


DICTAPHONES, 
profit-making 
cylinders being 


1141 Broadway, 


EDIPHONES—all 


deliveries, prices. Sole 
deaiers. 


City. 


granted to 
New York 


tone 
Co., 


models, 
distributor 
American 


FOR SALE—Continued from 


page 


from 


select 


rights to 
Dictating 


our 


Machine 


page 


machines, 





OFFICE 


APPLIANCES 


DICTAPHONES. EDIPHONES, SUPPLIES—headquarters—machines 


tought, sold—-Wholesale, Retail—-Write us. Chicago Dictating Machine 
Co., 19 S. Wells St., Chicago. 








ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, 
F 


Folders, Typewriters, Adding Machines. Write for FREE Money 
Making Circular. Pruitt, Pruitt Bldg., Chicago. 





KARDEX, ACME, Rand, Post Index Visible Cabinets, Book Units 


and Panel Equipment—Bought and Sold—Largest Stock in the World. 
Universal Office Equipment Co., Inc., 561 Broadway, New York City. 





KARDEX, ACME, POSTINDEX, etc 


visible filing equipment of all 
types bought and sold. We specialize in this field and offer full co- 
operation to dealers Commercial Card System, 395 Broadway, New 
York City. 


MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
ribbons. Established money. 
953 N. 4th St., 


ten Write us, save 


Milwaukee, 


writer ove! 


years. 


Wis. 


Lewis Co., 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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COMING INDUSTRY ACTIVITIES 





Chronological Arrangement of Major Activities 
For Easy Reference 


July 25 to 27. National Typewriter & Office Machine Dealers Association 


convention, Hotel New Yorker, New York City. (Secretary) J. Pau 
McWilliams, 800 Grand avenue, Kansas City, Mo. 
« » 


National Stationers Association convention 


(Secretary) Charles P. Garvin, 730 Ir 


September 26 to 29. The 
Palmer House, Chicago, Ill 
building, Washington, D. ( 


vestment 


« » 
October 3 to 8. National Business Show. Port Authority building, New 
York City (Secretary) E. O. Tupper, 50 Church street, N. Y. ( 








BUSINESS OPPORTUNITIES 





Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFFICE 
APPLIANCES, are tangible business opportunities. 


Where inquirers submit references mention is made in the item. 


Wanted Abroad 


British India House Wishes to Make Manufacturer Connections. War 
Brothers, consulting engineers and import merchants, Aligrh, Britist 











India, has requested from us the names and addresses of manufacturers 
and exporters of the following products: Portable and standa type 
writers (new and rebuilt), duplicating machines and accessories, typ 
writer parts and accessories, fountain pens, mechanical pen r 
holders and nibs, erasers and eraser shields, steel office furniture, type 
writer cushion keys, stencil machines, cash reg rs and bookkeeping 
machines, typewriter ribbons and carbon paper. The applicant vri 
for catalogues, price lists and terms If interested, we suggest that 
manufacturers send the information without awaiting the rece 
letters from British India thereby avoiding several montl 
respondence No credit information ha been submitted by tl ngull 
Experienced Canadian Traveler Asks for Lines. RK. H. Wilki 6 Hurot 
street, Stratford, Ontari is in a position to take or tatione! f 
He calls in the provinces of Ontario and Quebec, and state that | 
in a position to handle another stationery or office supply ite 
be sold to the trade in eastern Canada He gives an Americar eter 
ence, Which is available to any manufacturer who is intereste 
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Here at Home 
Lines. The S. L. 


Wanted 


Traveling Salesman Organizing 
Security Building, Grand Forks, N. Dak., seeks factory 
his business, which specializes in filing systems, loose 
vccounting forms. Mr. Bina spent ten years with the Pierce Company, 
Fargo, N. Dak., traveling the northern section of the state and North- 
west Minnesota. He has resigned his position and will continue to travel 
the same territory The company wishes to hear from manufacturers 
wishing an active man in the territory outlined. 

Manufacturers Branch Office Seeks Catalogues. S. V. Williams, 
sentative of the National Postal Meter Company, Suite 423-25, 
Louis, Mo., wishes to receive catalogues from manu- 


Bina Company, 102-05 
connections for 
leaf and bank 


repre- 
Louder- 





man Building, St. 
facturers of automatic letter openers, hand and electric time stamps 
for letter mail, metal mailing tables, parcel post and first class scales, 
—" x 
Corporation Financial Statements 
Net profit of the Addressograph-Multigraph Corporation for the June 


slightly larger than the first quarter, when the 
equal to forty-one cents a share on 753,813 
was made on the basis of April shipments 
or fifteen cents a 
In April, 1937, net 


quarter is estimated to be 
company earned $309,813, 
ommon shares. This estimate 
ind earnings. Net profit in April amounted to $116,557, 
share, while shipments totaled approximately $1,078,000. 


profit was $253,148, or thirty-four cents a share. April this year was second 
only to March in shipments and earnings. 
* * 


General Fireproofing Company, Yo :agstown, recently declared a dividend 
of fifteen cents a share on the ec mon, five cents less than was paid 
during the previous quarter, and also declared the regular $1.75 preferred 
dividend, both payable July 1 to stock on record June 20. Business is about 
0 per cent, and has held up unusually well, it was made known.—AK 

* * “ 

Directors of the International Business Machines Corporation last month 
declared a regular quarterly dividend of $1.50 a share on the capital stock, 
payable October 10 to holders of record September 22. The dividend was 
declared at June 29 because of the possible lack of a quorum at the 
directors meeting. 





* + * 
Aktiengesellschaft, Siegmar-Schonau bei Chemnitz, 
Germany, manufacturers of Continental typewriters, recently issued its 
innual statement for 1937. The report covers the forty-second year the 
present firm has been operating and the fifty-third year since the manu- 
facture of its products During the year the number of the 


Wanderer-Werke 


was begun 


firm’s customers increased by more than 8300. The gross profits for 1937 
were 2,589,376.32 reichmarks. On the basic stock of the corporation regular 
ind extra dividends for four per cent each were paid—a total of eight per 
ent, or 625,440 reichmarl on the 7,818,000 reichmarks of basic stock 

Net income of Wilson-Jones Company of Chicago, for the first nine 


May 31, 1938, was $74,666, as compared 


months of the fiscal vear ended 

with net of $512,915 for the first nine months of the previous year, 
iccording to a letter today to stockholders from George H. Dawson, 
president These earnings are equal to 27 cents a share on 272,800 shares 
f capital stock outstanding, as against $1.88 per share on the same 
number of shares for the first nine months of the preceding year. (Chicago 
Daily News, June 20, 1938.) 
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PATENTS — 





Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,118,828. Manifolding Packet. John Q. Sherman, 
Dayton, Ohio. Application March 22, 1934, Serial 
No. 716,807. Granted May 31, 1938. 

2,118,860. Combined Typewriting and Computing 


Henry L. Pitman, Westfield, N. J., assignor, 
Underwood Elliott Fisher 
a corporation of Delaware. 


Machine. 
by mesne assignments, to 
Company, New York, N. Y., 


Application May 17, 1932, Serial No. 611,838. 
Granted May 31, 1938. 

2,118,869. Line Indicating Copy Holder. Arthur 
L. Slee, San Francisco, Calif. Application November 
23, 1936, Serial No. 112,400. Granted May 31, 1938. 

2,118,888. Master Copy Sheet. Edward Z. Lewis, 
Evanston, J11., and William J. Menihan, Franklin, 


Pa., assignors to The General Manifold and Printing 


Company, a corporation of Pennsylvania. Application 
September 30, 1936, Serial No. 103,426. Granted 
May 31, 1938. 

2,119,003. Caleulating Machine. Germain Justin 
Marie Bister, Paris, France. Application May 28, 
1935, Serial No. 23,816. In France April 16, 1935. 
Granted May 31, 1938. 


Clarence’ L. 


2,119,232. Autographic Register. 
1935, 


Johnston, Oakland, Calif. Application May 22, 
Serial No. 22,757. Granted May 31, 1938 
2,119,307. Inkstand. Frank MM. Ashley, 
Kills, N. Y., assignor to Lewis Gompers, 
New York, N. Y. Application September (6, 
Serial No. 100,965. Granted May 31, 1938. 
2,119,410. Refillable Pencil. Horace J. 
Brooklyn, N. Y. Application September 16, 
Serial No. (01,150. Granted May 31, 1938 
2,119,639. Loose Leaf Binder. Adolph G. 
Milwaukee, Wis., assignor to Stationers Loose Leaf 
Company, Milwaukee, Wis., a corporation of Wis- 
consin. Application December 23, 1936, Serial No. 
117,368. Granted June 7, 1938. 
2,119,796. Fountain Pen. 
Hubbard Woods, Ill. Application July 10, 
Serial No. 152,905. Granted June 7, 1938. 
2,119,814. Typewriting Machine. George F. Hand- 
ley, Glendale, N. Y., assignor to Royal Typewriter 
Company, Inc., New York, N. Y., a corporation of 
New York. Application July 23, 1936, Serial No. 
92,242. Granted June 7, 1938. 
2,119,843. Paper Fastener. 
Chicago, !!l. Application September 5, 
No. 688,099. Granted June 7, 1938. 
2,119,928. Noise-Damping Device for Power-Driven 
Typewriters. Andreas Salzberger, Erfurt, Germany, 
assignor to Olympia Buromaschinenwerke A. G. Erfurt, 
Application February 17, 1937, Serial No. 
126,283. tn Germany February 21, 1936. Granted 


Fred Moore, 
Company, Chicago, 
Application Decem- 

Renewed November 


Great 
trustee, 
1936, 


Alter, 
1936, 


Lotter, 


Solomon M. Sager, 


1937, 


Daniel A. Brennan, 
1933, Serial 


Fountain Pen. 
assignor to The Wahl 
il., a corporation of Delaware. 
ber 14, 1933, Serial No. 702,321. 
Granted June 7, 1938. 

Loose Leaf Binder. Raymond S. Brown, 
Ind. Application March 13, 1936, Serial 
No. 68,704. Granted June 7, 1938. 

2,120,159. Manifolding Packet. Harry Stevens, 
Oakland, Calif., assignor, by mesne assignments, 
to Pacific Manifolding Book Company, Inc., a cor- 
poration of Delaware. Application February 27, 
1928, Serial No. 257,169. Renewed December 13, 
1937. Granted June 7, 1938. 

2,120,174. Typewriter Keyboard. 
Laramie, Wyo. Application July 13, 
153,431. Granted June 7, 1938. 

2,120,232. Multiplying Machine with Auto-Control. 
George F. Daly, Johnson City, N. Y., assignor, by 
mesne assignments, to International Business Machines 
Corporation, New York, N. Y., a corporation of New 
York. Application March 14, 1933, Serial No. 660,633. 
Granted June 14, 1938. 

2,120,247. Duplicating Machine. Samuel W. Funk, 
Charter Oak, Paul Sauble Funk, Covina, and Isaac 
Funk, Charter Oak, Calif. Application June 23, 
1936, Serial No. 86,756. Granted June 14, 1938. 

2,120,390. Bookkeeping Machine. Ernst Breitling, 
Essen-on-the-Ruhr, Germany, assignor, by mesne as- 
signments, to The National Cash Register Co., Dayton, 
Ohio, a corporation of Maryland. Application Sep- 
tember 4, 1934, Serial No. 742,540. In Germany 
September 8, 1933. Granted June 14, 1938. 

2,120,648. Loose Leaf Binder. Rubin 
Brooklyn, N. Y. Application July 30, (936, 
No. 93,345. Granted June 14, 1938. 

2,120,659. Loose Leaf Binder. Fred D. Wedge, 
Lombard, Ill., assignor to Wilson-Jones Company, 
Chicago, ill., a corporation of Massachusetts. Appli- 
cation October 8, 1934, Serial No. 747,259. Granted 


June 14, 1938. 
Manifolding Machine. William Cc. 

L Dayton, Ohio, assignor to The Egry Reg- 
ister Company, Dayton, Ohio, a corporation of Ohio. 
Original application February 5, 1936, Serial No. 
62,463. Divided and this application ~_ = 1937, 
Serial No. 144,135. Granted June 14, 1938 
2,121,086. Typewriting Machine. Alfred G. F. 
Kurowski, Brooklyn, N. Y., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpora- 
tion of Delaware. Application November 23, 1936, 
Serial No. 112,269. Granted June 21, 1938. 
2,121,166. Envelope Moistener and Sealer. Robert 
C. Flynt, Winston-Salem, N. C., assignor of two- 
fifths to Forrest G. Miles, Winston-Salem, N. C. 
Application June 3, 1937, Serial No. 146,282. Granted 
June 21, 1938 

2,121,190. 
Fellowes, 


Chicago, 


Columbus, 


Russell F. Estes, 
1937, Serial No. 


Rosen, 
Serial 


Collapsible Filing Cabinet. 
Chicago, III., assignor to 
Company, Chicago, IlI., a 
Application June 14, 1937 
Granted June 21, 1938. 
2,121,239. Fountain Pen. Frank M. Ashley, 
Kills, N. Y., assignor to Lewis Gompers, trustee, 
York, N. Y. Application December 2, (936, 
No. 113,812. Granted June 21, 1938. 


DESIGN PATENTS 


109,960. Design for a Desk Lamp 
Chicago, III., assignor 


Harry L. 
Bankers Box 
corporation of Illinois. 
Serial No 148,038. 


Great 
New 
Serial 


Victor Nemeroff, 
to Electro Manufacturing Co., 
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118,888 





109,998 














Chicago, IIl., a corporation of Illinois, Application 


April 18, 1938, Serial No. 76,587. Granted May 
31, 1938. 

109,998. Design for a Combination Desk Unit. 
Alfred E. Detwiler, Lake Worth, Fla. Application 


March 
1938. 


10, 


110,007. 


Serial 


No. 


1938, Serial No. 


Design for a 
Pollock, New York, N. Y. Application Aprii 2, 


76,253. 


List 


Granted June 7, 


75,739. 


Finder. 


Granted June 7, 


Albert E. 
1938, 


1938. 











At the Right—Execu- 
tives of the National 
Typewriter & Office Ma- 
chine Dealers Associa- 
tion Who Will Welcome 
Delegates to the Thir- 
teenth Annual Conven- 
tion in New York City, 
July 25 to 27. (See 
page 25) 








LAMONT H. WOOD 
President 



































J. PAUL McWILLIAMS 
Secretary 


MRS. JESSIE I. TAYLOR 


Treasurer 





SAMUEL HUTTER 
Convention Committee 
Chairman 











Below—lIce Follies at the 
International Casino 
which will spotlight the 
dine and dance program 
for the typewriter con- 
vention delegates on 
Monday evening, July 25. 
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Surviving the Hazards of 


Present-Day Competition 


OE caneneeenies among business 
enterprise serving a given market 
is in principle a healthful eco- 
nomic stimulant to those engaged 
in business, and its results are also 
beneficial to the customer. Com- 
petition stimulates trade; it keeps 
members of competing concerns 
on their toes in constant effort to 
improve their products, their 
methods, and their services. The 
competitive system in all fields of 
human endeavor is a dynamic 
force ever proding individuals and 
groups of individuals toward high- 
er achievements,—toward doing a 
better job both for the results at- 
tained and as a requirement of 
survival. 

Survival in business—in truth, 
business success —is contingent 
upon giving fair values for values 
received, upon rendering meritori- 
ous service, and upon sound meth- 
ods of operation. The weaker 
competition is automatically elim- 
inated when it becomes an un- 
economic factor in the market in 
which it functions. This is the 
unimpeachable law of competi- 
tion, and should be remembered 
when destructive price cutting and 
other uneconomic methods are 
practiced by competitors who tem- 
porarily demoralize market condi- 
tions. Given enough rope, they 
will hang themselves. Hence, wise 
management does not turn to the 
“wailing wall” or indulge in sim- 
ilar tactics which inevitably react 
to its own detriment. 


Profitable Operations To- 
day Have a Direct Bearing 
Upon Management's Atti- 
tude Concerning the Prob- 
lems of Competition, as 
Well as Better Technique 


in Sales and Service 


Thus while in principle the com- 
petitive element in business is a 
good influence, in practice it in- 
curs risks upon every venture. And 
management is always concerned 
with the hazards. For profits de- 
pend upon the decisions and con- 
structive action of management. 

In these times competition is 
intensified, and in some places ex- 
cessive. The consequent necessity 
is, therefore, careful inspection of 
each phase of the business—an- 
alyzing all departments, learning 
the facts. Stopping the leaks by 
increasing efficiency, employing 
better methods, and building a 
better organization. Knowing the 
customer groups or fields whence 
profits come, and _ intensifying 
operations accordingly. 

It follows that, as the marksman 


must accurately define his target 
and fasten his concentration upon 
it in order to hit the bull’s-eye, 
business management must clearly 
comprehend the hazards of com- 
petition in order to hit those 
things that count. But that does 
not mean hitting our competitor. 
It is folly to consider our competi- 
tor as our target, and stake all 
upon “getting him”. In the main, 
we should forget about him. The 
targets to shoot at are customers, 
sales, profits. Concentrate upon 
them! 

Those things our competition is 
doing which make it harder for us 
to get business, in nine cases out 
of ten, are obstructions or hazards 
to us because he is doing a better 
job than we are. So, the logical 
course for us to pursue is to 
scrutinize our own business, turn 
the critical eye within, and im- 
prove our own technique. 

In every store and sales organi- 
zation there are some prevailing 
weaknesses. These vary with each 
concern. Desire to correct these 
weaknesses opens the mind to 
honest self-examination. This is 
the right approach in considering 
the hazards of competition. Only 
upon these grounds of keen dis- 
cernment should we give thought 
to competition. 


Two Groups of Hazards 


The hazards of present-day 
competition in the commercial 
stationery and office equipment 
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field may be grouped under two 
major classifications. 

First, the hazards or risks of 
business operation under the com- 
petitive system: 

1. Making adequate profit. 

2. Obtaining sufficient volume of 
business. ¢ 

3. Maintaining adequate liquid 
assets. 

4. Maintaining 
position in the field; 
progressing. 

Second of the two classes of 
hazards are those factors which 
evolve as hazards, in the sense of 
obstacles to overcome, within our 
own organization when the pol- 
icies and operating methods of 
other companies become competi- 
tive. Specifically, the competitive 
factors offering problems to cope 
with may be among the following: 


the company’s 
growing, 


1. Character and extensiveness 
of sales program. 

2. Policies on discounts and price 
cutting. 

3. Allowances on trade-ins. 

4. Size and ability of sales or- 
ganization. 

5. Merchandising methods. 

6. Advertising program. 

7. Credit policies. 

8. Outside selling in competition 
with the retail store of competi- 
tors. 

Study of these factors in their 
relationship to his business will 
enable the executive to put his 
finger on the weak spots, and hav- 
ing defined them he can set about 
devising means of improvement. 
Enterprising firms that are surviv- 
ing the hazards of the times have 
kept alert to what is transpiring 
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and adjusted to changing circum- 
stance. They are organized on a 
sound basis, operating with a def- 
inite program, spending effort on 
all important phases of the busi- 
ness to keep it in balance. They 
know their costs and proceed un- 
swayed from their sound price 
policy, by creative selling, better 
merchandising, and by rendering 
valuable service. They are con- 
tinually alert to the sales and 
service opportunities afforded by 
the new lines produced by the 
manufacturers. 

Other discussions in the journal 
dwell further upon the subjects of 
holding customers against com- 
petitors, attracting customers to 
the store, raising the unit of pur- 
chase of present customers, build- 
ing up the average sale, and main- 
taining a profitable price level. 


Overcoming the Chiseling Hazard 
With a Firm Price Policy 


g THE general conduct of ordi- 
nary business, we have rule of 
thumb methods which we under- 
stand and which we follow rather 
religiously. For example—we have 
cost accounting methods which 
we always observe, profit and loss 
statements which are carefully 
scanned each month, labor pay- 
rolls which are kept track of with 
meticulous care, credit reports 
which give us at all times an ac- 
curate picture of our losses. Not- 
withstanding the fact that we 
have all of this valuable available 
information, there are times when 
we act purely on the basis of fear 
or emotion, and allow chiseling 
and price cutting to creep into 
our business practices without the 
slightest consideration of the ulti- 
mate cost to individual companies 
or the industry in which we are 
engaged. 


Present Recession Believed a 
Corrective Period 

Surely if we have available data 
for running our business, we 
should be able to determine in- 
telligently the advisability of using 
chiseling practices at any par- 
ticular time. Sales policies should 


You Cannot Chisel Your- 

self Out of Recession's 

Ditch—Y ou Must Sell Your 
Way Out 


By R. A. GOOD 


always be outlined to cover exist- 
ing conditions, but a weather-eye 
should be kept on the future. 
Determined action should be 
different during a period of reces- 
sion than during a recognized long 
term depression. It may be pos- 
sible that we are in the early 
stages of a long term depression; 
however, it is general economic 
opinion that we are merely going 
through a corrective period in an 
upward movement. The usual 
signs preceding a long term de- 
pression are missing. I refer to 
a building boom, tight bank 
credit, excessive production of 


goods regularly consumed, or an 
excessive boom in all classes of 
capital goods. All of these signs 
are missing. We seem to be going 
through a corrective period in- 
spired by a variety of reasons both 
good and bad. While general busi- 
ness is irritated and hesitant due 
to proposed and pending legisla- 
tion and to excessive taxes of all 
kinds, it is not unreasonable to 
believe that we shall see a marked 
upturn during the last half of 
1938 and that we can expect a 
reasonable amount of business. 


Price Cutting Drives Prices Down 
on Entire Volume 


In view of these prospects, in 
determining whether or not to 
chisel our decision should be based — 
not only on the mathematical data 
to which I refer, but also to the 
need for stability after the pres- 
ent recession is over. When any 
company chisels on large or small 
orders as a result of invitations to 
bid—and these invitations are 
more common during a dull pe- 
riod—it is only natural to believe, 
if the chiseler receives the order, 
that other companies will chisel 
on subsequent invitations, and the 
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result will be a lower level of 
prices on your entire volume of 
business. 

It is downright silly to believe 
that anyone can chisel during a 
thin market without the certainty 
that his competitors will become 
acutely aware of such chiseling 
and will retaliate in one way or 
another, either by meeting the 
lowered prices or by sales effort 
which will brand the price-cutting 
company as belonging to the al- 
ways disliked chiseling group. 

Furthermore, chiseling of any 
kind during a thin market period 
always carries with it the danger 
of a wide spread price break-down 
which will continue for months 
after a good volume of business 
is again available. Confidence 
once lost is not easily restored, 
and the time and profits wasted 
during such restoration period can 
never be regained. 


Educate Buyer on Quality—Avoid 
His Control of Prices 


Buyers can be, and are being, 
educated to buy on the basis of 
quality, service and creative abil- 
ity rather than price. Any indus- 
try that is aggressive and con- 
scientious can over a period of 
time teach their buyers that they 
can and will insist on setting the 
prices at which their products 
shall be sold. Why should any 
buyer assume the attitude of run- 
ning your business to the extent 
that he prices your products for 
you? Once a buyer has forced you 
to chisel by any method he may 
elect to use, from then on in his 
opinion there is no price level to 
which you will not go. He classes 
you as a “low priced” house, and 
your competitors class you as a 
“chiseler.” And they are both cor- 
rect. From then on you will not 
have the morale or the courage to 
get proper prices for your prod- 
uct. Lack of stability of prices 
during any period makes it very 
difficult to get your buyers to pay 
higher prices later, regardless of 
conditions or how badly you may 
need their order. Chiseling has 
placed entirely too many so-called 
low priced companies in the field. 

Sales policies should always be 
based on a careful analysis of ex- 
pected financial returns rather 
than upon emotional reactions. 
Prices are never cut without cause, 
but in many cases the causes are 
of relative minor importance. In 
other cases they may be of major 
importance, but even then it is 
usually financially unwise to 
chisel. 


Determine for yourself whether 
it will be profitable during the 
present period of recession to fol- 
low a policy of chiseling or a firm 
price policy. You can do this 
mathematically with reasonable 





PURPOSE OF BUSINESS 


PF canes is essentially the chief 
function and basic purpose of busi- 
ness. Business men need not be 
ashamed to admit that they are in 
business to make a profit. As Carl 
F. Taeusch pointed out in his book 
entitled “Policy and Ethics in Busi- 
ness”, published by the McGraw- 
Hill Book Company, unless a busi- 
ness shows a profit, it has no eco- 
nomic, ethical or social justification. 
Said Professor Taeusch: 

“The business man who loses 
sight of the profit objective is like 
the jackdaw, in Aesop’s Fables, that 
painted himself white and tried to 
associate with the doves: the doves 
soon found him out, and when he 
turned to the jackdaws, they would 
have none of him either. 

“The most difficult competitor the 
business man has to contend with, 
and the greatest social as well as 
economic menace, is the man who 
is making too small a business profit 
or who does not know that he may 
even be operating at a loss. His 
stupdity as a competitor is out- 
weighed by his undermining of a 
common interest in general trade 
health. 

“The profits of a business are not 
only the incentive to business ac- 
tivities, but these profits are also a 
measure of the justification for the 
continued existence of the business. 
And this justification not only takes 
account of the consumer-purchaser’s 
interest, but also gives adequate 
recognition to the rights of the 
stockholder, the laborer, the man- 
agement, the dealer and the com- 
petitor.” 





accuracy by comparing the esti- 
mated results of following either 
of the two policies: 

First, the chiseling policy— 

1. Take forced volume times 
percentage of direct loss, 

2. plus unabsorbed “stand-by” 
expense, which is lower than 
otherwise due to increased opera- 
tions, 

3. plus estimated reduction of 
normal profits during the last 
three or four months of business 
recovery. 
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This will give you the total loss 
under the chiseling plan. 

The Firm Price Policy Plan— 

1. Take estimated profit or loss 
by maintaining firm price policy, 

2. volume times full normal 
profit, 

3. minus unabsorbed “stand-by” 
expense. 

This will give you the profit or 
loss for the low volume, firm price 
plan. 


Bear in mind while you are con- 
sidering the chiseling formula that 
your competitors are not going to 
allow you to get more than your 
fair share of the business avail- 
able, and that the forced volume 
referred to will eventually put 
your industry on a price level 
which has no bottom. I know 
that it is human nature to be- 
lieve that you have a secret for- 
mula or an exclusive method of 
chiseling, and that by use of such 
methods you will be allowed to 
have more than your share of the 
volume of business available. Dis- 
continue this line of thought, and 
make up your mind that your 
competitors are just as shrewd 
and just as adept at chiseling as 
you are, if and when you force 
them to chisel. 


Never a Time When Constructive 
Action Was More Needed 


Don’t try to be “quick on the 
trigger.” Take time to check the 
accuracy of misleading —and in 
many cases entirely untrue—state- 
ments. There never was a time 
when constructive action was 
more needed than at the present 
time. You can favor your finan- 
cial position and enhance your 
long term position in your busi- 
ness by the following practices: 

1. Regardless of rumor and 
temptation, adhere strictly to the 
kind of competitive conduct and 
trade practice that you desire to 
see observed generally by your 
competitors. 

2. Make tireless efforts at all 
times to have all facts about any 
questionable transaction. 

3. Give facts completely and 
promptly without attempts to 
withhold any information. 

4. Spend some of the money 
that you would ordinarily give 
away in price reductions to make 
contacts and to build goodwill 
among present and potential cus- 
tomers. 

5. Don’t chisel. It doesn’t pay. 
You cannot chisel yourself out of 
recession’s ditch — you must sell 
your way out. 








Modern Merchandising Methods 


‘a addition to having construc- 
tive, clearly defined merchandis- 
ing policies and a planned mer- 
chandising program (discussed in 
the two preceding articles of this 
series, in the May and June num- 
bers of this journal), the success- 
ful retailer of today employs their 
corollary—modern merchandising 
methods. 

Efficient merchandising is as ef- 
fective as lower price in building 
sales volume, and it is far more 
profitable. Combined with sound 
policies and a planned, creative 
sales program, better merchandis- 
ing is the answer to the problems 
of holding customers against com- 
petitors and attracting trade to 
the store; it is the means of in- 
creasing the unit purchase, raising 
the average sale, and maintaining 
a profitable price level. 

A good merchandiser accelerates 
turnover, someone in the office 
equipment business has recently 
said. To which we add that rapid 
turnover builds volume, decreases 
expense, and multiplies profit —all 
with the same original investment 
and overhead. 


Know What Customers Want 


Fundamental in merchandising 
is this fact: customers patronize 
the stores that have what they 
want. It is therefore incumbent 
upon the merchant to be informed 


upon what his customers want, 


and as nearly as possible to give 
it to them. 

If some customers, for instance, 
want medium priced goods in cer- 
tain lines and the dealer carries 
mostly higher priced lines, he can- 
not expect to hold their business. 
Again, if they wish to select equip- 
ment or furniture from attractive 
displays in a store with individ- 
uality featuring displays. that 
suggest ideas of how they can im- 
prove the appearance or operating 
practices of their offices—he can- 
not hope to appeal to them if his 
lines are unimpressively displayed 
in dull surroundings, and stocks 
are inadequate to arouse the 
imagination or inspire confidence. 

One of the best ways of know- 
ing what the trade wants is to 
keep a record of what it buys. An- 
other way is to make a periodic 
study of the types of customers 
and potential customers in the 
territory which the dealer serves. 


An Outline of Principles— 
Third in a Series of Four 
Articles Covering Modern 


Merchandising Practices 


If the dealer has outside salesmen, 
their contacts with the trade will 
serve to help keep this informa- 
tion up-to-date. Thus he will be 
in a position to capitalize upon the 
needs and new opportunities aris- 
ing. Obviously, it is also impor- 
tant to check the stock that re- 
mains unsold for a considerable 
time, not only to liquidate the in- 
vestment but to know the items 
that fail to appeal. 

The modern trend among com- 
mercial stationers is to select the 
trade they would like to have, and 
to conduct their business in a 
manner which will please these 
selected customers. Satisfied cus- 
tomers not only buy from the 
dealer, but advertise his business 
by telling their friends about it. 


Make Displays Suggest Buying 


The modern merchandiser has 
abandoned the old principle of re- 
tailing which held that if cus- 
tomers did not find what they 
wanted they should ask for it. He 
has learned that goods move 
faster when they are put out 
where they will attract attention. 
The newer method is to expose 
customers to buying suggestions. 
Probably no single method of 
modern merchandising is more 
Significant of the change from 
oldtime shop keeping than this 
manner of goods display. The 
modern idea embodies the princi- 
ple of easy access to merchandise 
and open displays well lighted and 
carefully arranged. 

Modern store arrangement places 
staples toward the back of the 
store, allowing the front sections 
for “impulse merchandise” and 
special displays, which usually sell 
at a larger margin of profit. So- 
called island counters and tables, 
prominently located, are used to 
great advantage in featuring goods 
upon which sales effort is concen- 
trated for a short period of time. 


Owing to the limited display 
space in proportion to the large 
number of items stocked by the 
average stationer, some dealers 
follow the practice of rotating 
their merchandise. This gives va- 
riety to the appearance of the 
store and stimulates sales prac- 
tically throughout the entire line. 

Window display is an important 
method of modern merchandising 
to which dealers are giving in- 
creasing attention. The two prin- 
ciple types are mass. displays, 
which include a wide range of 
items, and special displays which 
concentrate attention upon a few 
items at a time. Attention-get- 
ting devices serve a useful pur- 
pose, and exhibits that tie-in with 
store displays and special adver- 
tising help stimulate interest in 
sales. 


Limit Special Sales 


While there are good reasons for 
special sales, successful merchants 
have learned from experience that 
more money can be made on 
smaller volume at regular prices. 
Special sales, however, do attract 
people into the store and win new 
customers; they do clear out over- 
stocks of seasonal goods, and clean 
up discontinued lines; they do in- 
crease volume when it is too low. 
But great care is to be exercised 
in using this method, lest too fre- 
quent sales undermine confidence 
and make customers dissatisfied 
with regular prices. 


Advertising is one of modern 
merchandising’s most potent 
methods of moving goods when 
efficiently used. In its various 
forms, it creates desire for the 
products the merchant has to sell. 
It sustains interest in the store 
between buying visits. It impresses 
people with the values and serv- 
ices the merchant has to offer, and 
helps to build customer preference 
and good-will. It is not unlikely 
that many dealers can increase 
their business by more frequent 
advertising and more diversifica- 
tion of the forms of advertising 
which they use. 

The success of the foregoing 
methods, and many other sales 
stimulants, depend in a large 
measure upon the ability of the 
store salespeople. Space does not 
permit full discussion upon the 
methods of store salesmanship, 
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but the modern art of selling by 


suggestion should be mentioned. 


There is wide opportunity for ex- 
tending application of this prac- 
tice. It offers a means of increas- 
ing sales through the suggestion 
of multiple or quantity purchase, 
related items, and other merchan- 
dise which may be selected for 
calling to the attention of all cus- 
tomers each day. 


Pre-Inventory Sales Clicks 


Office outfitters and business 
machine dealers will be interested 
in some of the methods employed 
by Royal H. Eckert, Inc., of Allen- 
town, Pa. According to Royal H. 
Eckert, the company has just com- 


pleted its annual Pre-Inventory 
Sale, which ran for a period lead- 
ing up to July 11. Prices were on 
a straight cash basis, and a size- 
able amount of extra business was 
produced. The sale is being fol- 
lowed by a six weeks campaign on 
the slogan, “Buy a Typewriter 
Now.” 

During the summer other prod- 
ucts will be selected for special 
sales concentration. These include 
visible systems, which Mr. Eckert 
declares are a good choice because 
“executives have more time then 
to look them over”. They will also 
put extra effort behind specialties, 
such as electric fans, water cool- 
ers, and other items which this 
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enterprising firm believes will sell 
if presented with a real saleS ap- 
peal. 


The salesmen are given special 
incentives through contests offer- 
ing prizes “the salesmen enjoy”. 
Extra cash bonuses are _ also 
awarded. 


The company has five windows 
which are changed weekly. Mer- 
chandise from all departments is 
featured. One thing of a kind at 
a time,—adding machines, type- 
writer, desks, etc. 


“Our summer business,” says 
Mr. Eckert, “has always been 
above the average by using these 
methods.” 


Salesmen Do the Buying 


ities to sales effort is 
the highly individualized method 
of buying and selling used by the 
L. A. Barnes Company office 
equipment and supplies stores at 
Fort Worth, Texas. 

Under this system, the eight 
men selling for the firm work in- 
side the store one day, and out 
on the street the next. This keeps 
them thoroughly familiar with the 
merchandise in the store, intro- 
duces new merchandise to them 
quickly as it arrives, and, by offer- 
ing frequent “change of scene,” 
makes their work more interest- 
ing to them. 

The program includes the pro- 
vision that each salesman does 
the buying for a department as- 
signed to him. This is his depart- 
ment; he is responsible for the 
stock in it. One man, for instance, 
has charge of buying all loose leaf 
items; another may handle blank 
books and typewriter tables, etc. 
Several lines may be handled by 
a single buyer. Mr. F. H. Barnes, 
manager of the business, passes 
on all orders made by the individ- 
ual department “operators.” Mr. 
Barnes also purchases the small 
sundries. 


Pay Salary and Commission 


Diversification of the salesmen’s 
work in accordance with this ar- 
rangement obviously calls for 
proper adjustment of salaries and 
commissions. In explaining the 
plan, Mr. Barnes said, “We pay 
the salesmen a salary and com- 
mission. The salary takes care of 
days during which the men work 
in the store; the commission is for 
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outside and restricted account 
sales.” 

This method of compensation, 
the Fort Worth dealer finds, 
brings him in line with modern 
merchandising methods, in that it 
places a true monetary value on 
the salesman’s work. Higher qual- 
ity of work, represented in greater 
sales, brings higher compensation 
than slower work. 

Salesmen are not restricted as 
to territories in which they may 
work. “Once we tried the plan of 
assigning the men to certain terri- 
tories in the city, requesting them 
to confine their work to these dis- 
tricts,’ Mr. Barnes said. “But it 
didn’t work out so well. A cus- 
tomer in one district might insist 
on buying from a salesman in an- 
other district, and from none 
other. So the best plan seems to 
be to let each salesman work out 
his selling problem where he 
pleases.” 

Each man is allowed sixty re- 
stricted accounts; sales in these 
are credited to him whether made 
in the store or outside. Limit to 
the number of restricted accounts 
is found desirable, since there are 
certain workers who remain in the 
store all the time, and restriction 
above this limit would be unfair 
to them, Mr. Barnes said. 

Where sales fail to move on any 
given account, shifts may be 


made, and the account turned 
over to another salesman. Con- 
sequently, close management over- 
sight of selling is highly advisable 
to build these slow accounts. 
Often, the failure to sell may be 
due to no intrinsic fault of the 
salesman. By turning the account 
over to another salesman, it may 
transpire that the second man 
may be found simply to have more 
appeal to this particular cus- 
tomer. The first salesman, on the 
other hand, can often build sales 
in another account with which 
the second man was unable to do 
anything. 

These shifts, made frequently 
with the smaller accounts, help 
keep business moving, Mr. Barnes 
pointed out. “It is naturally diffi- 
cult, not to say undesirable, to 
transfer bigger accounts from one 
salesman to another. Salesmen 
don’t care to release these.” 


Other Duties of Salesmen 


Individual duties of the sales- 
men also include answering letters 
of inquiry and sometimes sending 
out promotional letters. Salesmen 
dictate these letters to a stenog- 
rapher. Competence of the stenog- 
rapher is important here, Mr. 
Barnes said, since few salesmen 
can write really good letters. 

But all letters, including collec- 
tion letters as well as salesmen’s 
replies to inquiries, must pass, in 
copy form at least, over the man- 
ager’s (Mr. Barnes’) desk, he ex- 
plained. This systematizes the in- 
dividualized buying-selling pro- 
gram, and keeps the control well 
in the hands of the management. 
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A Good Demonstration is Never Lost 


Says Office Machine Man 


lien of the most successful cal- 
culating machine salesmen in the 
territory, B. H. Parker, manager 
of the Alhambra Typewriter 
Shops, Alhambra, California, has 
a philosophy to which he sticks 
through thick and thin. 

Here it is: “A good demonstra- 
tion is never lost!” 

He also considers it axiomatic 
that “A bad demonstration usu- 
ally is lost!” But since he has no 
flaire for emphasizing negatives 
he does not mention this aspect 
of selling. 

The small business man or busi- 
ness woman, he states, is now a 
more live prospect than the pro- 
prietor of a large firm was a few 
years ago. A small dress shop, for 
instance, is now equipped with an 
electric adding machine that Mr. 
Parker sold the proprietor some 
time ago, and the lady was not 
over-sold. Then years ago, Mr. 
Parker says, it would have been 
a streak of luck to have sold a 
fountain pen in a shop of that 
size. The adding machine, how- 
ever, is paying for itself. Even the 
small shop proprietor, perhaps 
more than the large shop owner, 
needs time free from detail for 
productive floor sales work. 

Independent service stations in 
the Alhambra area have proved 
to be good customers even for 
electric adding machines. A few 
years ago, however, sales of this 
type of equipment to such com- 
paratively small business concerns 
would have been quite impossible. 


How He Demonstrates 


What Mr. Parker means by a 
thorough demonstration possibly 
needs explanation. 

In the first place he has devel- 
oped within himself such confi- 
dence in the machine that he is 
selling, especially in its simplicity. 
that he utterly ignores the fact 
that the prospect may have some 
other machine in the office. Every 
person needing an adding ma- 
chine needs his adding machine 
and it will pay him to have it, 
is the theory on which Mr. Parker 
works. He never knocks nor men- 
tions any other machine but by 
sheer thoroughness of demonstra- 
tion aims to prove it the wise 
thing to buy this machine. 


Adding and Calculating 
Machine Sales Opportu- 
nities Found Among Small 


Business Firms 


By J. EDWARD TUFFT 


Then, Mr. Parker shows what 
his machine can do—adding, sub- 
tracting, multiplying—and he 
carefully points out its outstand- 
ing features. He asks for the most 
puzzling estimating problems of 
the business, the most complex 
ones coming up in the course of 
business and bookkeeping. “Make 
it hard, as difficult as you can,” 
he tells the prospect, “and we’ll 
see what we can do to help you.” 
One man had 29 employes receiv- 
ing 2712 cents per hour each, for 
instance, and Mr. Parker handed 
him the total cost per hour in a 
few seconds and had the man 
working the most difficult prob- 
lems in multiplication. 


Keeping Up the Contact 


Leaving the machine for a 
week’s demonstration is an estab- 
lished practice when the sale is 
not completed, but during that 
time Mr. Parker comes back at 
least three times. Usually he leaves 
but a small part of a roll of paper 
in the machine and so of course 
has to come back and bring a 


complete roll. This gives a good 
excuse for dropping in. 

Sensing the time to close an in- 
terview is important, and Mr. Par- 
ker never under any circum- 
stances tarries after he knows the 
prospect wants him to go. He 
keeps a weather ear out for the 
going time, but does not believe in 
a super-sensitiveness in the mat- 
ter. Incidentally, he always lets 
the customer suggest his own 
down payment and the amount of 
monthly payments. Nine times out 
of ten the customer names much 
higher figures than Mr. Parker’s 
minimums should be, even when 
the customer has a small business. 

Now’s the Time 

The time is ripe to push office 
machine sales to the reasonable 
limit, Mr. Parker believes, and the 
old idea of contacting only larger 
offices and large businesses is out- 
moded. There are many small 
business firms in most every com- 
munity where these machines can 
be sold, and where their use will 
be practical economy. 

Sales resistance has gradually 
decreased as business people have 
come to realize the economies in 
time and labor, reduction of er- 
rors, and other advantages offered 
by modern business machines. In 
numerous cases they are sold on 
the strength of the argument that 
over a period of time the machine 
will pay for itself through the 
economies effected, and thereafter 
the purchaser will have the ma- 
chine free of the original invest- 
ment and will continue to benefit 
by its profitable performance. 





WHO AM !? 


I am the foundation of all business. 
I am the salt that gives life its savor. 


the parent of genius. 


the foundation of every fortune in America. 


I am the fount of all prosperity. I am 


I have laid 
I must be loved before I 


can bestow my greatest ends. Loved, I make life sweet and purposeful and 


fruitful. 
ever so rich. 


I can do more to advance a youth than his own parents, be they 
Fools hate me; wisemen love me. 
I have dug deep into the bowels of the earth for precious metals. 


I have 


soared miles into the canopy of heaven to discover science. I am represented 
in every loaf of bread that comes from the oven, in every train that crosses 
the continent, in every newspaper that comes from the press. I am mother 


of democracy. 


Who am I? What am [? 


All progress springs from me. 
I AM WORK. 


—Irvin Hardin, Remington Rand News. 
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REDUCED REPRODUCTION OF THE MAP USED IN THE CONTEST 


A Cross-Country Sales Contest 


Base month of May was selected 
by us as an ideal period to secure 
additional business, as May is the 
month when Kentucky welcomes 
the country’s “horse minded” to 
visit Churchill Downs for the 
Derby and Louisvillians are occu- 
pied with entertaining friends and 
associates, and business lags in 
stationery and office supplies. 

With this thought, and with the 
cooperation of the manufacturer 
we represent exclusively in Louis- 
ville, we staged a unique sales 
contest on carbons and ribbons, 
which are highly competitive, but 
potentially profitable. 


Salesmen Race from Atlantic to 
Pacific 


This contest was based on a 
coast-to-coast plan, using as a 
guide, an outline map of the 
United States. Cash prizes were 
awarded to salesmen first reach- 
ing designations on the map as 
Columbus, St. Louis, Santa Fe, 
Phoenix and Los Angeles. This 
made the contest interesting from 
the salesmen’s view, and they 


By L. G. O'CONNOR 


Merchandising Manager, Ofice 
Equipment Company, Louis- 
ville, Kentucky 


competed energetically to reach 
the various cities and receive the 
cash awards. 

Prizes were given only on the 
three higher priced items in the 
line: typewriter carbon at $3.50 
a box, pencil carbon at $2.00 a 
box, and ribbons at $1.00 each. A 
point was awarded for a sale of 
any of the above when sold to 
new accounts, and one-half a 
point when sold to old accounts. 
A new account was, according to 
the rules of the contest, any busi- 
ness firm which previously had 
not used our carbon and ribbons, 
or an old account that was lost 
to competition, and had not pur- 
chased from us for a period of 
ninety days. 


Progress and earnings of each 
salesman were shown daily on the 
map. 

The results of this contest were 
beyond our expectations, and 
proved our contention that new 
business can be obtained when 
sufficient effort is given to one 
line over a period of thirty days. 

We obtained eighty-seven new 
accounts on carbon paper, 143 new 
accounts on ribbons, including re- 
peat business on old accounts. 
The total sales on this contest 
was approximately $1,000.00 with 
a total cost of awards of about 
$42.00. 

We are so enthusiastic about 
the merits and business possibili- 
ties of this type of contest, that 
May of each year, at the request 
of our sales department, will be 
“carbon and ribbon” month. 

The plan was fair and equal to 
each salesman, in that he was 
paid according to his efforts, and 
each sale brought an interesting 
cash return in addition to cash 
awards if he beat the other fellow 
across the country. 
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Staplers — Little Machines with a 


‘fl 

DPicinecsy speaking, each 
firm or individual in every field of 
industrial and commercial enter- 
prise is a user or a potential user 
of stapling machines and staples, 
and every office in the land is a 
prospect.” 

In these terms a well known 
manufacturer describes the mar- 
ket possibilities for staplers. An- 
other producer says: 

“Frankly, the field for stapling 
machines and staples has been 
barely scratched and the potential 
application in the markets of the 
world is so extensive as to be al- 
most without limit. There is hard- 
ly a concern in business today that 
cannot use stapling machines and 
tackers in several different ways. 
The obvious uses in an office are 
fairly well known and understood. 
The unusual uses in an office are 
hardly important enough to men- 
tion except as curiosities. The uses 
of a stapling machine in the home 
are limited only to the imagina- 
tion of the user. In the manufac- 
turing field, they are almost limit- 
less. Of the innumerable products 
of industry, each one and its par- 
ticular branch of manufacture of- 
fer countless opportunities.” 


Annual Volume Great 


An idea of the present exten- 
siveness of the stapling machine 
field may be had when it is real- 
ized that the annual volume in 
machines is well up in the hun- 
dreds of thousands and the staples 
sold are estimated at a few bil- 
lions. Yet usage is still in a devel- 
opmental stage. Dealers who par- 
ticipate in the work of development 
through intensified, planned sales 
éffort will share handsomely in the 
way of profitable business. 

Consumers, and many dealers 
find it difficult to realize how such 
a tiny object as a wire staple can 
fit into so many different angles 
of production and assembling. 
Every day some alert salesman 
uncovers a new application for 
wire stapling to serve as an im- 
proved substitute for tacking, 
riveting, gluing, hinging, sewing, 
hooking or taping operations, in- 
volving materials of all kinds. 

Quoting a pioneer manufacturer, 
“There is literally no end to the 
usefulness and application of wire 


Big Market 


Wide Usage in Commerce 

and Industry—Sales Po- 

tential in Factory Applica- 

tions Scarcely Tapped— 

Dealer Developmental 

Work Earns Compensating 
Profit 


(The information presented in this 
article was provided by a number of 
manufacturers in the field.) 


staples. They can be made of so 
many different materials, in so 
many different shapes and sizes 
and fastened in so many different 
ways that even the problems of 
heavier fastening and assembling 
come within the scope of the sim- 
ple, versatile wire staple.” 

There are two general classes of 
stapling machines on the market 
today: Those that use a preformed 
staple in adhered strips ranging 
from sixty staples to 210, and 
those machines that make their 
own staples from a continuous 


spool of wire, proving about 5000 


staples at one leading. The latter 
type of stapler is of more recent 
design, but its growth has been 
rapid. 


Staplers for Special Uses 


That the use of staples is not 
confined to office papers or in fil- 
ing correspondence, is obvious to 
the informed stationery salesman. 
Besides handling the office appli- 
cation business, he pokes about for 
cther special uses in industry such 
as fastening bags containing 
salted nuts, popcorn, potato chips, 
and other food products. Many 
staplers have been modeled to be 
adaptable to this kind of work. 
The adaptations include deep 
throat staplers for putting bags on 
display cards, stand machines for 
foot pedal operation, and staplers 
that will punch a hole as well as 
staple in one operation. 


Outside of office use and the 
closing of bags there are large in- 
dustrial uses for staples requiring 
heavy duty machines and wide 
staples. Some of their uses are for 
fastening together corrugated 
boxes and fastening light weight 
articles, such as lipsticks, bottles 
of perfume, etc., to cards. This 
industrial use of staplers seems to 
be on the increase. 

Some machines offered are de- 
signed for certain types of binding 
work. They are equipped with in- 
terchangeable stapling tables for 
either flat or saddleback work. In 
addition to regular binderies, of- 
fices that have light bindery work 
to do, including the assembling of 
catalogs, booklets, etc., are profit- 
able prospects for these machines. 


Search for New Uses Pays 


Two purposes are -.achieved by 
the stapling machines salesman 
who is constantly searching for 
and discovering new uses. The ob- 
vious achievement is the finding 
of a new outlet for staples and 
thereafter swelling his own sales 
volume. The other accomplish- 
ment is less tangible but probably 
more important. It is that he im- 
presses his prospect with the fact 
that he is offering ideas as well 
as staplers. When the customer 
is convinced of this he becomes 
the kind of an account to which 
a full line of office supplies and 
equipment may be sold. 

A primary factor in retailing of 
stapling machines is the profit 
resident in the sale of supplies. 
The machines may be likened to 
safety razors, around which has 
been built an outstanding business 
in the manufacture and sale of 
blades. 


Supplies Equal Cost of Stapler 
Each Year 


Tests have indicated that on the 
average each stapling machine 
sold will consume annually a 
quantity of staples equal in sales 
value to the initial cost of the 
machine. Apparently, sales would 
be maintained even if no further 
effort were put forth. Yet there is 
a continual building of sales of 
new machines resulting in a pyra- 
miding of sales volume in staples. 

A plan of merchandising recom- 
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mended by one enterprising man- 
ufacturer is as follows: 

1. Divide the local market area 
into districts or zones. 

2. List customers and prospects 
by zone location, putting each 
name on a separate card. 

3. .Divide the prospects accord- 
ing to zones among members of 
the sales force. 

4. Maintain a duplicate list of 
names for management reference. 

5. At regular intervals present 
a window display devoted exclu- 
sively to stapling machines. In 
the display reveal some of the uses 
through actual demonstration as 
follows: A tag tacked to a beer 
keg; tags attached to a bale of 
paper or a burlap bag; tickets 
fixed to rugs; bags of confection- 
ery and groceries sealed with 
staples; sample tags on cloth; slip- 
pers or gloves fastened in pairs, 
etc. 

6. Familiarize all members of 
the sales force, both inside and 
outside men, with the machines 
being offered during the cam- 
paign. 

7. Maintain a display inside the 
store with an able demonstrator in 
charge while the campaign is in 
process. 

8. Include folders and other ad- 
vertising matter in all parcels and 
mail sent out the week preceding 
and all during the period that em- 
phasis is placed upon stapling ma- 
chines and supplies. 

9. Where feasible, local news- 
paper advertising is recommended. 

10. Instruct each man to make 
a note on each prospect slip in- 
dicating the result of his call and 
demonstration. 

Manufacturers of stapling ma- 
chines have been vying with each 
other in bringing out improve- 
ments and in beautifying the ap- 
pearance of their products so that 
today the leading staplers differ 
greatly in appearance from those 
of a few years ago. It may seem 
difficult to perceive what further 
progress can be made but, as one 
manufacturer says, it’s the Amer- 
ican way constantly to improve on 
perfection. 


Points to Consider in Staples 


The temper of the staple wire 
must be correct for the machines 
in which they are intended to op- 
erate. The temper must be held 
uniform and every lot of staples 
tested for softness or hardness of 
wire. 

Staples must be evenly formed 
or they will bind on the rail of ma- 
chines. Care must be continually 





STAPLING MACHINE USES 


The variety of papers and 


other materials that may be 


fastened together by stapling machines and tackers is 
indicated by the following partial list: 


Adding Machine Lists 
Artificial Flowers 
Attaching Checks to Letters 
Attaching Drawings 
Attaching Labels 
Attaching Legal Papers 
Attaching Paper to Drawing 
Boards 
Attaching 
Attaching 
Attaching 


Related Correspondence 

Route Cards to Cars 

Sample Swatches 

Attaching Sheet Metal 

Attaching Show Cards to Material 

Attaching Textile Sample to Cards 

Attaching Trade Marks 

Basting of Canvas 

Basting of Leather for Sewing 

Bills of Lading 

Binding Catalogs 

Binding Inserts 

Bond Coupons 

Box Corners 

Bulletins 

Cash Vouchers 

Charge Slips 

Clippings 

Correspondence Files 

Cost Sheets 

Delivery Sheets 

Duplicate Forms 

Engravers’ Proofs 

Etchings 

Fastening 

Fastening 

Fastening 

Fastening 

Fastening 

Fastening 

Fastening 

Fastening 

Fastening 

Fastening 
Gloves, 

Fastening 
Hose 

Fastening Tags to Dry Goods 

Fastening Suit and Flower Boxes 

Film Proofs 

Folders 

General Filing 

House Organs 

Identification Tags 

Invoices and Memos 


Briefs 

Canvas Strips 

Cloth to Swatch Cards 
Coin Bags 

Envelopes 

Glazed and Wax Paper 
Linings 

Loose Leaf 

Quotations 

Pairs of Slippers, 

Etc. 

Tags to Gloves and 


Laying Carpets 

Making Baskets 

Making Boxes 

Mailing Bags 

Mats 

Menu Cards 

Mounting of X-Ray Negatives 
Name Strips 

Newspaper Clipping Files 
Office Detail 

Office Memo Pads 

Packaging Baked Products 
Packaging Bulbs and Plants 
Packaging Candies 

Packaging Crackers of All Kinds 
Packaging Dehydrated Vegetables 
Pairing Hose and Gloves, Etc. 
Paper and Card Samples 

Pay Envelopes 

Permanent Wave Papers 
Price Lists 

Price Tickets 

Printers’ Galley Proofs 
Proposals and Blue Prints 
Protecting Plants against Frost 
Receipts 

Registers 

Repair Work 

Reports 

Return Slips 

Sales Tickets 

Sealing Bags 

Size Tags 

Small Booklets 

Specifications 

Tacking Advertising Displays 
Tacking Banners and Signs 
Tacking Cloth on Tables 
Tacking Fur 

Tacking Instruction Cards 
Tacking Oil Cloth on Frames 
Tacking on Seats 

Tacking Screen on Frames 
Tacking Window Displays 
Tagging Explosive Shipments 
Tagging Articles of Furniture 
Time Cards 

Time Sheets 

Transfer Department Blanks 
Upholstery 

Waterproof Paper 

Window Shades 

Wrapping Bouquets 








exerted in manufacture to see that 
both tools and stock assure even- 
ness in every strip made. 

Points must be sharp and even 
or they will not penetrate satisfac- 
torily. Sharp, clean points will 
drive through tough material 
easily and clinch surely, or will go 
through soft or delicate material 


without tearing it. Uneven points 
or points with burrs cause exces- 
sive wear on the machine. 


Each strip of staples must be 
firm and well cohered, and yet be 
easy to cut off in operation. The 
amount of cohesive material used 
must be within the .001 tolerance 
for proper feeding. 








THE DAILY ROUND 


Suggested Plan for Specialization 


| successful stationer or sta- 
tioner’s salesman has such a mul- 
tiplicity of items and world of de- 
tails in connection with his busi- 
ness that he seems to be the 
busiest man around town, and 
with hardly a minute to spare 
when he is in the store. He is 
getting orders but has to hustle 
to get them; an order here and an 
order there. He chases them and 
runs them down to get them be- 
fore they get away. 

The result often is that the job 
is running him, hence many a 
good man in this business is run 
down. He may still be a good 
salesman but perhaps not as effec- 
tive and happy as he might be, 
despite the fact that he keeps 
ahead or just abreast. 

Then, again, there is the man 
who recognizes the tendency of 
detail to smother one’s outlook. 
He looks ahead, determines what 
he wants to do, and lays his plans 
accordingly. These people are 
rare. 

A salesman is in a different 
position to most men. He is free 
lance, to a certain extent, and of 
necessity must plan his own work 
and carry out his daily round of 
calls in order to cover his ac- 
counts within a given time. But 
to avoid going around in circles 
and getting nowhere he must 
plan his time, his effort, and his 
thinking. 


Devote Half Day a Week to Con- 
centration on a Specialty 


Salesmen want to progress, im- 
prove their position and knowl- 
edge of their business, and the 
following simple plan seems to be 
working out with a lot of pleasure 
and profit for the stationery and 
office equipment salesmen who 
have tried it. 

Expressed as simply as possible, 
it is this: that a definite period 
every week be set aside to deter- 
mine the possibilities of such 
specialties or items in their line 
that they should know more about 
and with which perhaps they 
should be doing more. 

The suggested period is one-half 
day a week, devoted entirely to 
one specialty which the salesman’s 


Planned Thinking and Ef- 
fort Devoted Half Day a 
Week to a Specialty Will 
Increase the Salesman's 
Efficiency and Disclose the 
Particular Specialty Upon 
Which Each Man May Be- 


come an Expert 


By C. E. ATTWOOD 


Vice-President Art Metal Construc- 
tion Company, Manager Postindex 
Division 
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house is representing in that ter- 
ritory. The word “devoted” is used 
advisedly, as the designated period 
should be separated entirely for 
this purpose. 

Other salesmen of the company 
should follow the practice with the 
same or other specialties, but not 
determining immediately that 
each will continue with his spe- 
cialty. The better plan is to let 
each salesman try each specialty 
in his own territory, and compare 
notes at meetings arranged for 
the purpose. It will ultimately 
ensue that some men will do well 


with one specialty, and others will 
achieve success with something 
else. 


Planned Time, Effort and Thought 
Increase Efficiency 


Time, effort, and thought are a 
salesman’s own capital investment 
or stock in trade, expenditures of 
which he himself controls. 

Time should be definitely set 
aside for carrying out the plan, re- 
gardless of other things; other 
work must somehow be crowded 
into the other five days of the 
week. Thus it is evident that this 
will need planning and will in it- 
self be the first advantage—mak- 
ing time for improvement. 

Effort will have to be made to 
obtain all necessary data as to 
where applications ,or prospects 
are likely to be, and to ascertain 
the sales possibilities in the terri- 
tory and of the specialties chosen. 

Thinking will be necessary to 
determine which is to your liking 
and suited to your particular abil- 
ity. Having decided this, it will be 
necessary systematically and peri- 
odically to learn by study and 
application as much as possible 
regarding the specialty in which 
you desire to become expert. 

Every successful business care- 
fully budgets its expenditures and 
effort, and insofar as they expend 
well and wisely, they succeed gen- 
erally. Some salesmen may fail to 
see the application of the principle 
in their own field of endeavors, 
reasoning, “That may be all right 
and even necessary for big busi- 
ness, but it is stretching the point 
too far to apply it to a common 
ordinary salesman.” To which this 
reply is in order, “You are right— 
if you want to remain an ordinary 
salesman, and are lucky.” 

By such planned thinking, ef- 
fort, and time, it will readily be 
seen that when followed through 
the plan can only result in greatly 
improved personal value as a 
salesman and representative. 

A half a day a week for a year 
will make the ordinary salesman 
well informed on possibly half a 
dozen specialties, or at least on 
two or three, and an expert on the 
one he will “cuddle up to”—which 
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is another way of saying that of 
those tried he will have found at 
least one with which he can make 
a good sales performance. 

This plan will be good for the 
salesman, good for the house for 
whom he sells, and good for the 
customer. A word upon the im- 
portance of the latter. We all 
know that the customer wants to 


feel that he can rely upon a Ssales- 
man for information on a number 
of things. The salesman’s prestige 
and reputation of his house are 
benefited when the salesman can 
serve in this as well as in other 
commoner requirements. 

One man recently expressed his 
wonderment at the possibilities of 
carbon paper unearthed in his ter- 
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ritory, which he never would have 
discovered had it not been for 
periodically devoting time for spe- 
cializing in this manner. 

The world steps aside for the 
man who knows where he is going 
and what he is going to do. It is 
evident that he is on his way and 
he is welcomed as a well informed 
and valuable man. 


Methods of Building Effective 


“W 
HAT wouldn’t I give for a 


good up-to-date mailing list,’ has 
been the comment of many an 
office equipment dealer as he pre- 
pared to send out a good piece of 
advertising. 

In the following paragraphs are 
presented plans for not only build- 
ing a dependable mailing list but 
for securing a complete file of 
prospective customers as well. 

Territorial Division for Get 

Acquainted List 

One method in wide use is to 
divide into sections the whole area 
in which the firm can profitably 
do business. Each salesman is 
given a section of this territory 
and held responsible for securing 
information about every prospec- 
tive customer in the area; infor- 
mation which will lead to the wide 
use of the mailing list. 

The starting point should be the 
existing list of customers; if no 
such list has been kept one should 
be constructed. The largest por- 
tion of this list should contain 
customers who are now buying 
very little from the firm and who 
should buy more. File cards 
should record the name, office ad- 
dress, type of business and any 
information which will enable one 
to determine at a glance on the 
card the ability of the person to 
buy office equipment. Salesmen 
should call on these people and 
acquaint them with the store and 
its merchandise while making up 
this list; their remarks should be 
such that these people will get the 
impression the firm is trying to 
render a more helpful service to 
business firms. 


Mailing Lists 


Plans for Building Not Only 

a Dependable Mailing List 

But Also for Securing a 

Complete File of Prospec- 
tive Customers 


By ERNEST W. FAIR 


The card file should be supple- 
mented in the store with the use 
of a printed slip captioned, “Let’s 
Get Acquainted,” which should be 
placed where customers may reach 
it while waiting for service. 

It should contain space for the 
customer to write his name and 
address. If no further informa- 
tion is asked upon the slip cus- 
tomers will more readily fill it out. 


Other Sources 


There is a wealth of other 
sources from which names may be 
secured for a mailing list. Records 
of new firms may be obtained 
from newspaper announcements, 
chamber of commerce lists, corpo- 
ration commission applications, 
etc. 

One merchant offered ten cents 
for every name and address of 
persons who were not buying from 
him and paid a cash prize to the 
person submitting the largest 
number of names. If this idea is 
used in the office equipment field 


it should be offered only for names 
of business or professional people 
who do not own certain types of 
equipment which he chooses to 
specify, but it should be restricted 
or else it will be unprofitable. 

Another excellent method is the 
exchange of mailing lists with 
other business men in the same 
community who are not competi- 
tors. Two business men in unre- 
lated lines of business can thereby 
mutually benefit by such proce- 
dure at no cost whatsoever. 

One firm built up a mailing list 
by distributing a questionnaire 
among school children offering 
free theatre tickets for every cor- 
rect solution turned in by the 
youngster. Questions were simple 
and asked chiefly the firm’s name, 
its address, its telephone number 
and whether or not it handled 
certain types of office equipment. 
It was also required that the ques- 
tionnaire be signed by some busi- 
ness or professional man, and that 
his correct address must be given. 

This enables one to gather a 
very good mailing list and at the 
same time acquaint these signers 
with one’s store address, telephone 
number, and lines of equipment 
handled. 

These methods have all built 
good mailing lists for a number of 
office equipment dealers; they can 
be used profitably by many other 
dealers. 





All things come to one who waits, 
But there is a rule that’s slicker: 
The man who goes for what he wants 
Will get it that much quicker. 
D. W. McDERBY 
“The Typewriter Man.” 








Sell Pencils 


4f 

3 we have with 
us always (for which the pencil 
and paper industries are truly 
thankful), but during periods of 
depression and recession their 
numbers greatly increase. “Dood- 
elers,’ as you know, are those 
people who play with pencil and 
paper, while their thoughts go 
“wool gathering.” 

Who can say how many million 
dollar and less valuable ideas 
have suddenly come to various 
“Doodelers,” breaking as a great 
light upon their consciousness!!! 
Suddenly the doodeling stops and 
the pencil speeds across the paper 
putting down an idea and work- 
ing out general details that may 
change the daily habits of every 
one of us and, perhaps, the des- 
tiny of nations. 

Once the idea is captured in 
black and white, it is time to go 
to a dealer for drawing pencils 
and tracing paper, along with 
compasses, dividers, angles and 
scales. If the labor saving ma- 
chine, streamlined train, or super 
airliner is to be perfect when it is 
built, the drawings and blue 
prints must be perfect before the 
construction work is started. 


The Pencil Must Be Right 


To make these precision draw- 
ings perfect, your customer is de- 
pending on you, his dealer, to sell 
him the right pencil. Yes, pen- 
cils, too, are precision instru- 
ments, for the width and quality 
of each line mean much in every 
one of these drawings. 

The steel girders and trusses of 
a building are all fabricated from 
the drawings and blue prints. 
There is no test fitting like in the 
making of a suit of clothes. The 
parts may be fabricated in differ- 
ent mills located in various parts 
of the country and are not brought 
together until they arrive on the 
job at the construction point. 
When joined together they must 
fit perfectly. Rivet holes must 
join with precision or the rivets 
will shear off. 

Buildings are planned in just 
the opposite manner to which 
they are built. In erecting a sky- 
scraper or any structure builders 
start with a good foundation. In 
planning the building, architects 
start at the top and design each 
floor to hold the combined weight 
of the floors above. And so on 


for Recovery and Profit 


How Service Selling May 
Be Applied Effectively to 
These Little 

for Dry Marking 


Instruments 


By RALPH MANEVAL 


Chicago Branch Manager 
A. W. Faber, Inc. 
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down to the foundation, which 
must be designed to carry the 
veight of the entire building. 

With the drawings completed 
and the materials selected pencils 
go to work all over the country. 
Blue prints are checked and re- 
checked with special pencils, bids 
are figured and in the bank’s 
Snances are checked. 

“Hi-Ho-Hi-Ho, it’s back to work 
we go,” and excitement starts to 
rise. Folks get excited and one of 
the most common questions is, 
“Who has a pencil?” or “Will you 
loan me a pencil?” or “Where the 
blankety blank is my pencil?” 

Bids for construction are finally 
let and the salesmen’s pencils go 
to work on their order books. The 
credit department blue pencils the 
orders and the mills go to work. 
Production schedules are figured 
out and set-up with pencils, while 
the accounting departments use 
pencils to check the bills and 
make up the payrolls. 

So there you have what may 
happen with a pencil, paper and 
an idea that has been captured 
and worked out. AS a general 


rule persons think better with a 
good smooth pencil in their hand, 
than with any other writing me- 
dium. 


A Pencil for Every Stage of Life 


From earliest infancy and all 
through life a pencil is one of our 
most needed possessions. Many 
hospitals use a skin marking pen- 
cil to mark and identify new born 
babies and many birth certificates 
are made out each year with in- 
delible pencils. From then to the 
first childish scrawl with a “First 
Step” pencil and on to the time 
the newspaper editor picks up his 
“Jet Black” pencil to write our 
obituary notice, pencils play an 
important role in our lives. 


Dry Marking Is Done Everywhere 


Constantly in laboratories all 
over the country new and old ma- 
terials are being created and test- 
ed. Throughout these tests the 
various materials are specially 
marked with markings to with- 
stand degrees of temperature from 
extreme heat to extreme cold, as 
well as all types of climatic con- 
ditions. Many of these markings 
must be permanent. Others, due 
to the nature of the materials 
marked, are temporary, as in the 
case of mill spotting pencils used 
on fabrics, the markings on which 
must bleach out in the finishing 
processes. 

There are actually hundreds of 
different kinds and grades of pen- 
cils available in a wide range of 
colors and as many as eighteen 
degrees of hardness. It all may 
seem very confusing to the dealer, 
to his salesman and to the con- 
sumer. As a result many dealers 
merely accept pencils as a “neces- 
sary evil.” They carry only the 
most popular numbers in stock, 
which they sell mainly on a price 
basis. 

Yet, there are some dealers who 
realize that pencils, just as any 
other items which they carry in 
stock, offer a real opportunity to 
serve their customers better. These 
dealers know that when a man 
has a particular job to do, he can 
do it best with tools made for the 
specific job. So in selling pencils 
these dealers make it a point to 
learn their customers dry marking 
problems and sell the best tool, 


(Turn to page 28, please) 
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Mrs. Samuel Hutter, Mrs. Louis Neuberger, Mrs. Jessie I. Taylor, Mrs. John Loser, 
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Typewriter Dealers Ready for 
13th Convention—New York 


Ax outstanding program of 
educational and instructive busi- 
ness sessions; a worthwhile and 
diversified series of entertain- 
ments calculated to please every- 
one, and, last but not least, a 
specially arranged schedule for 
the ladies. 

That, in brief, is the pleasant 
outlook for delegates and their 
ladies when the thirteenth annual 
convention of the National Type- 
writer and Office Machine Dealers 
Association opens at the Hotel 
New Yorker, New York City, on 
July 25 and continues through 
the twenty-sixth and _ twenty- 
seventh. 

Samuel Hutter, chairman of the 
convention, will preside when 
Mayor F. L. LaGuardia welcomes 
the visitors to New York and John 
Loser, president of the local asso- 
ciation, enlarges upon that wel- 
come. Still another message along 
the same lines will be delivered 
by Lamont H. Wood, president of 
the National Association, before 
the convention gets under way. 

Following the reading of the 
secretary’s report and that of Mrs. 
Jessie I. Taylor, treasurer of the 
association, only two speakers will 
be heard before the noon recess 
for luncheon. They will be L. Stitt 
of Walton, Bannister & Stitt, 
counsel for the fair trade commit- 
tee of the N. T. O. M. D. A., and 


James Treanor, Peerless Key- 
Imperial Manufacturing Com- 
pany, whose subject will be “Right 
from the Shoulder.” The ladies 
will attend the morning session 
but will spend the afternoon visit- 
ing the Empire State tower and 
broadcasting room. 

In the afternoon the delegates 
will listen to the following speak- 
ers: William Clausner, Typewriter 
& Office Supply Company, New- 
ark, N. J.; Gordon Laurence, Allen 
Calculators, Inc., “Cashing in on 
Cash Registers’; Edward Staats, 
Ames Supply Company, “Platens, 
Ribbons and Carbon Paper”; Har- 
ris D. Leland, Underwood Elliott 
Fisher Company, “From the Other 
Side of the Counter,’ and Henry 
Simler, American Writing Ma- 
chine Company, “Old Employe.” 

In the evening the delegates and 
ladies will forget business when 
they attend a dinner and show at 
the International Casino. 


Speakers Will Stress Merchandis- 
ing and Business Relations 


William Corney, Thomas & Cor- 
ney, Toronto, will be chairman 
when the morning session of the 
second day opens. The speakers 
and their subjects for this meet- 
ing are as follows: 

W. B. Cratty, Remington Rand, 
Inc., “Elementary School Port- 
able Market”; William A. Metzger, 


Royal Typewriter Company, Inc., 
“Dealer Merchandising Under To- 
day’s New Conditions’; Dr. Allen 
A. Stockdale, National Associa- 
tion of Manufacturers, “Business 
at its Best”; Hon. Judge J. Ray- 
mond Tiffany, counsel, National 
Small Business Men’s Association, 
“What Is Right Between Govern- 
ment and Business?” A general 
discussion will end this session 
which is open to the ladies. 

The afternoon will be devoted 
to entertainment and, immedi- 
ately after lunch, the visitors will 
board busses for an inspection of 
the World’s Fair. Then a trip to 
Jones Beach for an afternoon of 
fun and frolic. Still another bus 
ride will be in order as evening 
approaches and the delegates head 
for Manhassett, L. I., for dinner 
and dancing at “The Antlers.” 

Frank Marin, Typewriter Sales 
& Service, Chicago, will preside at 
the third morning session where, 
after a reading of reports of the 
nominating, resolutions, fair trade 
and six month guarantee commit- 
tees, a general discusion will be 
held. In the afternoon C. D. Bills, 
Typewriter Sales & Service, Wash- 
ington, D. C., will wield the gavel 
and preside over the election of 
officers and selection of the next 
convention city. The annual ban- 
quet in the evening will close the 
convention. 
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Policies and Methods That Carry On 
A Sixty-four Year Old Dealer Business 


1 the sixty-four years of 
successful operation completed 
earlier this year, the present 
executive personnel of the Mav- 
erick-Clarke Litho Company, San 
Antonio, Texas, builds solidly with 
sound management methods and 
policies. In discussing the firm’s 
procedures, Russell C. Hill, execu- 
tive vice-president, said: 

“It has always been our policy 
to work in close harmony with our 
employes, seeking their advice and 
cooperation, and encouraging any 
suggestions which will enable us to 
operate more efficiently. Many of 
our present department heads are 
men and women who have been 
with the firm for many years, and 
we endeavor to promote all em- 
ployes who, through their efforts, 
deserve such promotion, as rapidly 
as possible. 

“We have an employes’ organ- 
ization known as the Maverick- 
Clarke Boosters Club. This organ- 
ization was founded to encourage 
social activities among the per- 
sonnel so that a spirit of harmony 
might prevail. We have an annual 
dance, picnic, and other festivities 
which serve to bring the manage- 
ment and personnel closer together 
in a friendly, constructive manner. 

“For several years the city sales- 
men, department heads, and any 
outside salesmen who were in the 
city at the time, were luncheon 
guests of the company each Mon- 
day noon at a local hotel. These 
gatherings were informal, and 
everyone was encouraged to ex- 
press their opinions. Problems 
that were _ troublesome were 
brought up, and in many instances, 
through the opinions of these men, 
we were able to work out a Satis- 
factory solution. We are now 
holding these meetings on each 
Monday night in order that more 
time may be given to the discus- 
sions. 


Business Suggestions Contest 


“Last year we conducted a con- 
test for business suggestions, the 
results of which were so satisfac- 
tory that we have held another 
this year. Awards of $1.00 each are 
offered for those suggestions ac- 
ceptable, while a grand prize of 


Present Management of 
the Maverick-Clarke Litho 
Company, San Antonio, 
Texas, Continues Progress 


Recorded in Former Years 


By B. C. REBER 














RUSSELL C. HILL 








R. P. GRIEVE 


ten dollars is given to the person 
who, in the opinion of the judges, 
offers the most valuable winning 
suggestion. 

“For the benefit of those men 
who will be interested in such a 
contest, the following suggestions 
on acceptable ideas were given 


out at the start of the contest: 1. 
How to reduce expenses, such as 
light and power bills, repairs, post- 
age, telephone and telegraph ex- 
penses, and water bills. 2. How to 
save on supplies, such as station- 
ery, packing boxes, wrapping 
paper, glue, lubricating oil, type 
metal, etc. 3. How to save on 
expense of materials used in fac- 
tory products, such as paper, ink, 
leather, tape, binding board, etc. 
4. How to speed up production in 
manufacturing departments. 5. 
How to save time in any of the 
operations of each department. 6. 
How to reduce paper work and 
record keeping costs. 7. How to 
speed up delivery service. 8. How 
to reduce spoilage in the factory. 
9. How to reduce the number of 
spoiled sheets in factory opera- 
tions. 10. How to get more busi- 
ness from doctors, lawyers and of- 
fice building accounts. 11. How to 
get more business from outlying 
Stores, such as grocers, drugs, 
cleaning establishments, etc. 12. 
How to advertise each department 
with ideas for publicity and gen- 
eral advertising. 13. How to in- 
crease sales of stationery, furni- 
ture, business machines, social 
stationery, printing, lithographing, 
embossing, blank books and rub- 
ber stamps. 14. How to make 
working conditions in each de- 
partment more pleasant. 15. How 
to increase public good will. 


An Acquaintance’ Building 
Plan for Salesmen 


“Our activities are not, of course, 
confined to promoting interest 
within our organization. Shortly 
after the first of the current year 
we began a campaign to stimulate 
interest in our organization and 
build up a better acquaintanceship 
among the firms and persons who 
rented space or were employed in 
local office buildings. We set aside 
a week for each building, as ‘Milam 
Building Week,’ ‘Travis Building 
Week,’ etc. Cards were placed in 
our front display windows read- 
ing ‘This is Milam Building Week 
at Maverick-Clarke’s.’ 

“Printed invitations were sent 
out to all persons occupying offices 
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BUILDING RECENTLY OCCUPIED BY MAVERICK-CLARK LITHO COMPANY OF SAN ANTONIO.—At the 
right is a view of the first floor salesroom, revealing an efficient store with merchandise arranged in an 


in the buildings during the week. 
As these guests arrived they were 
asked to fill out registration cards 
and were then escorted on a 
‘sight-seeing tour’ through the 
building. Specially trained men 
and women employes escorted 
them through each department, 
explaining the purposes, methods 
of operation, etc. Then, as a ges- 
ture of appreciation, each woman 
was given a pair of rubber sleeve 
protectors, while the men were 
given automatic pencils. At the 
end of the week, one of those who 
signed a card was given a Sheaf- 
fer’s Lifetime fountain pen. 

“This plan has proven unusual- 
ly successful in stimulating inter- 
est among the office workers of 
the city in Maverick-Clarke, and 
has materially increased sales of 
office supplies, equipment, etc. 

“Further than this, it has built 
up a spirit of interest and good 
will in the community and interest 
in and good will for Maverick- 
Clarke, which any business execu- 


orderly and convenient manner. 


tive will be quick to agree is the 
best form of advertising that a 
firm may have.” 


A Bit of History 


In 1874 Samuel Maverick, one of 
Texas’ hardy pioneers, founded 
the business that, today, is known 
as the Maverick-Clarke Litho 
Company. Samuel Maverick was 
a leading citizen in San Antonio 
at the time, just as one of his de- 
scendants, Congressman Maury 
Maverick, is today. He was inter- 
ested in many lines of business, 
the Maverick Printing Company, 
as it was then known, being one 
of them. Robert Clarke, founder 
of the well-known firm of Clarke 
& Courts of Galveston, joined 
Samuel Maverick in 1889, and at 
that time the firm name was 
changed. The present manage- 
ment took charge in 1926. 

Maverick-Clarke employs thir- 
teen salesmen for country and city 
sales. In addition to an extensive 
line of stationery, office furniture 
and business equipment, the firm 


has complete departments for 
printing, engraving, lithographing, 
and other graphic arts work. The 
firm now serves the entire state of 
Texas, and parts of Arizona, Okla- 
homa, Louisiana and New Mexico, 
in addition to filling orders for ac- 
counts in old Mexico. 

W. G. Giesecke is president; 
Russell C. Hill, executive vice-pres- 
ident; R. P. Grieve, vice-president 
and general manager; A. E. Eise- 
mann, vice-president; and E. H. 
Zuercher, secretary and treasurer. 
Department heads include M. G. 
Tucker, factory superintendent; 
Frank Ducas, manager of office 
furniture department; Mrs. Ruby 
Teller, manager, social stationery 
and greeting cards; Amos Grimsin- 
ger, store manager; E. Aspinwall, 
manager, business machine de- 
partment; and J. H. Keenan, in 


“charge of printing sales. 


The firm occupies a_ building 
purchased and remodeled for its 
own purposes at 215 West Travis 
street in San Antonio, in the cen- 
ter of the business district. 








DE HERRERA TO VISIT THE U. S. 


Daniel de Herrera, manager of Herrera 
Ricaurte & Cia, Bogota, Colombia, S. A., 
office equipment dealers, will be a visitor 
in the United States when he arrives next 
month for a three or four-month com- 
bination business trip and vacation ac- 
companied by Mrs. Herrera. 


Mr. Herrera plans to tour part of the 
country and visit the manufacturers with 














DANIEL de HERRERA 


which his firm does business. He will also 
consider additional appropriate lines. 
Companies interested in developing a 
good market in Colombia may address 
him in care of the Major Forwarding 
Company, 15 Moore street, New York City, 
shipping agents for his company. 

Mr. Herrera was a contributor to the 
“View of the Office Equipment Industry 
for 1937” section of the January, 1937, 
issue of OFFICE APPLIANCES. 
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Do's and Don'ts for Salesmen 


Extract from an address entitled “Developing Better Salesmen” 

delivered before the recent meeting of the N.S.A. seventh district 

in Minneapolis by H. P. Rockwell, vice-president in charge of whole- 
sale division, Yawman and Erbe Manufacturing Company. 


= time ago I had the priv- 
ilege of reading a list of things to 
do and not to do, compiled by a 
purchasing agent, referring to 
salesmen. I will give you a few as 
I recall them: 


In shaking hands, take the pros- 
pect’s hand firmly, but do not use 
it as a pump handle or try to 
squeeze an order out of a hand. 

Never walk into a buyer’s office 
with a cigar or lighted cigarette. 

Listen to the purchasing agent’s 
troubles, if he chooses to tell them. 
He may have enough so you won’t 
have to share yours. 

Do not knock competitors. Tell 
your story and forget about com- 
petition’s efforts. The knocker soon 
becomes a sympathy seeker and 
the world has little use for either. 


Tell the truth in your business 
dealings, for if you do not, sooner 
or later misinformation will come 
to the surface. 


Do not forget that a buyer’s first 
impression may be a lasting im- 
pression. 


When you have made a bid on 
an inquiry stick to it. When you 
lean over a buyer’s desk and say, 
“sive me a ring before you place 
your order, if anyone underbids 
me,” you are telling the buyer you 
were not truthful when you made 
your first bid. 

Know all about your line. That 
means more than just knowing 
your product; it means knowing 
the policies and resources of your 
house; it means knowing the prod- 
uct, policies and resources of your 


competitors; it means knowing the 
history and traditions of the in- 
dustry. 

Do not ask the buyer to go to 
lunch with the idea that you are 
placing him under obligations. If 
you are on friendly terms with 
him, invite him, but do not assume 
the attitude—no order, no lunch. 
When you are having lunch with 
the prospect, talk about anything 
but business unless the buyer ex- 
presses a desire to talk about busi- 
ness. 

Friendliness and familiarity are 
not synonymous; be friendly, but 
don’t try to get familiar. 

Finally, do not be sarcastic if 
you lose an order. The buyer likes 
to place orders with those whom 
he respects, and perhaps the next 
time you will get a better break. 








SELL PENCILS FOR RECOVERY 
AND PROFIT 
(Continued from page 24) 


or in this case pencil, which is 
available for the work at hand. 
Service selling of this type builds 
good will and profits for any 
dealer. 

Pencil Outlook Is Good 


With bumper crops assured and 
all indices of business pointing to 


THIS MACHINE TESTS 
ROYAL RIBBONS.—In the 
Roytype division of the Royal 
Typewriter Company this 
standard machine is used to 
test the Roytype ribbons. 
Short sections of the ribbons 
are inserted in the spools and 


active business for the balance of 
1938, now is an excellent time to 
take inventory of your pencil de- 
partment. In checking the stock 


you have been carrying, consider 
it carefully, both from the stand- 
point of service to your customers 
and also profit to your firm. Check 
too, with your customers and it 
may surprise you to learn of the 
amount of specialty pencils that 








they buy out of town, simply be- 
cause a local supply is not avail- 
able, or if available has not been 
called to their attention. 

These specialty pencil sales, 
when properly handled are many 
times the means of cracking a 
tough account. 

Investigate the possibilities of 
“Selling Pencils for Recovery and 
Profit.” 


the machine goes to work 
typing and retyping the same 
sentences for periods up to 
twenty-four hours. When a 
ribbon passes this and other 
tests, including a chemical 
analysis in the laboratory, it 
is ready for shipment. 





Thirty-Third N. S. A. Convention 
Building Up to Another Record 


W uen the thirty-third annual con- 
vention of The National Stationers As- 
sociation swings into action on Monday, 
September 26, the delegates gathered 
from all sections of the country will 
once again participate in an educa- 
tional program concerned with the 
problems of the industry in general and 
the dealer in particular. 

For four days those present will have 
opportunity to assimilate information, 
ideas and suggestions as presented in 
the business program, and acquire a 
broad knowledge of developments in 
manufactures of the industry through 


Chicago Assembly 
and Products Expo- 
sition Will Be Great 
Four-Day Event 
Next Fall, Septem- 
ber 26 to 29 


New highs in quality and quantity were 
recorded. The challenge for an adequate 
followup at the Chicago convention is 
being met. The program will include a 
great sales training and management 
session that will have delegates digging 
out their notebooks and putting down 
the things they can use when they get 
home. That’s the test of a convention, 
you know. What did you get there that 
you can use when you get home? You 
will find a profitable answer at Chicago 
in the Fall.” 


Other Offerings at Chicago 





visits to the extensive products exposi- 
tion. 

In a bulletin dated June 1, Charles 
P. Garvin, general manager of The Na- 
tional Stationers Association, says of 
the convention, “It may be a bit early 
to begin talking about it now but we 
want you to begin thinking about it. 
We want you all to know we are work- 
ing on it and we have some really ambi- 
tious plans. 

“You will be interested to hear that 
the big N. S. A. business show is bigger 
than ever this year. Yes, sir, we are try- 
ing to find how to tack booths on posts 
and hang them on the ceiling and all 
that kind of thing. Did you ever try 
to figure out how to find more and more 
space for folks who wanted it in a room 
that doesn’t have movable walls? and 
would you believe that we would have 
to be trying to find more space in a 
great exhibition hall that has 22,000 
square feet in it? Well, that’s the situ- 
ation. It’s a problem. Right now we 
have ten good, well-known lines that 
we are trying to find space for in that 
show and all the rest of it is all filled 
right up to the ceiling. 

“Last year Bill Clegg said that if each 
delegate put in three minutes at each 
booth it would take him five hours to 
go through. This show, at its present 
point of development, will take five 
hours and forty-five minutes to go 
through and we have another half 
hour of exhibits waiting for space. 

“Essentially, a visit to the products exposition will 
be a trip through a merchandising wonderland. Our 
manufacturer members put on beautiful, helpful and 
educational exhibits. They are not dead displays of 
merchandise; they are alive. At convention time in 
the Fall, wander around and find out how many times 
you discover your feet leading you places that your 
head hadn’t thought of.” 

“At the Regional Meetings this year we recorded the 
finest gatherings of this sort ever staged. 








HAROLD J. HAMPTON 
President 





CHARLES P. GARVIN 
Secretary and General 
Manager 


Complementing the business program 
will be a diversified presentation of en- 
tertainment arranged by a special com- 
mittee of Chicagoans. Beside the fea- 
tures that will be listed on the conven- 
tion program, Chicago offers cultural 
and recreational attractions sufficiently 
varied in appeal to engage the interest 
of almost anyone. Radio stations, the 
public library, Art Institute, Shedd 
Aquarium, Field Museum, Adler. Plane- 
tarium, theatres, and motion picture 
houses are close to the headquarters 
hotel. The boulevard system through 
Chicago’s famous parks and Michigan 
avenue with its shops and towers offer 
opportunities for many pleasant hours. 
Late September, with a hint of autumn 
in the air, is an ideal time to be in 
Chicago. 

As an industrial and commercial cen- 
ter, Chicago holds a high place among 
the great cities of the world. Serving a 
large and active business and agricul- 
tural area, it receives and ships great 
quantities of merchandise and manu- 
factures daily by rail, water, air and 
highway. Its products reach markets 
throughout the world. In turn, its mer- 
chants tap those markets for an exten- 
sive variety of goods that are desired 
and purchased by Chicago residents and 
visitors. 

In the annals of the commercial sta- 
tionery and office equipment industry, 
Chicago is distinguished. It is the birth- 
place of The National Stationers Association, which 
has always been an effective vehicle of industry devel- 
opment. Chicago saw the origin and manufacture of 
a number of office machines that have reached the 
markets of the world. Its inventors evolved systems 
and utilities for the office that have found a ready 
acceptance wherever they have been introduced. 

Chicago’s latch string is out—with an invitation to 
call next September. 
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Small Orders That Open the Door 
to Orders in Major Lines 


Bus druggist who sells typewrit- 
ers and the stationer who handles 
perfumes may be the subject of 
critical comment. But when dealers 
confine their odd items to kindred 
merchandise, they are inclined to 
consider it not only a legitimate 
practice but definitely good busi- 
ness. The John A. Marshall Com- 
pany, Kansas City, Mo., figura- 
tively sings the praises of that 
extra item which is, essentially, 
neither a sideline nor a “come- 
on.” Quite often it is a source of 
substantial revenue as well as a 
consistent business-builder. After 
all, this auxiliary merchandise, by 
whatever name it is known, may 
be judged something like the pud- 
ding. The proof is in the eating. 

Mr. Marshall, an office furniture 
specialist, is probably Kansas 
City’s outstanding champion of 
fine wood desks. A full stock of 
moderne steel furniture is also 
sold, however, as well as a medium 
priced line of wood chairs and 
desks. Thus he is prepared to 
serve the executive who wants 
“the luxury of rich character and 
natural warmth” in his office fur- 
nishings, as well as the business 
man who is interested in less pre- 
tentious equipment. 

The technique of Marshall sales- 
men involves first the introduction 
of the Sight Light lamp, sold in 
Kansas City exclusively by the 


By RAY PHIPPS 





JOHN A. MARSHALL 


John A. Marshall Company. The 
salesmen don’t call it a “push 
item” nor exactly a “door opener.” 
Still it does serve admirably in 
that capacity, while adding a con- 
sistent volume to the company’s 
revenue and a nice commission to 
the salesmen’s monthly check. Mr. 
Salesman can use this income very 
well, too, when those big installa- 
tions are hanging fire and weeks 
go by with few deals closed. 

The lamp, incidentally, goes far 
toward selling itself, once it is 
placed on the prospect’s desk for a 


ten-day trial. Pick-ups or closes 
are made promptly on or before 
expiration of the trial period. In 
either event, the salesman has a 
good contact and opening. 


The Furniture Sales Follow-up 


When the lamp is sold, usually 
the buyer receives the _ full- 
strength argument for a furniture 
sale. “That smart, louvre-type 
lamp surely looks better on one of 
our handsome and efficient new 
desks,” is a natural approach for 
the salesman. ‘American business 
men have long ago advanced from 
the stage of writing orders on a 
saddle horn and of greeting their 
customers over a cracker box,” he 
adds, but not in a manner to infer 
that the prospect is still conduct- 
ing his business under such anti- 
quated conditions. Variations of 
this contrast argument are usually 
effective. The crude ways of by- 
gone days are compared with the 
eye appeal and efficiency of 
streamlining and art scientifically 
applied to modern office appli- 
ances and furnishings. 

That this Kansas City firm is 
driving ahead in the “Battle of 
38” for increased business, speaks 
well for its sales methods and poli- 
cies aS a whole. With John A. 
Marshall Company, windows are 
virtually incidental since the busi- 
ness is located just outside the re- 


A PORTION OF THE 85 DESK INSTAL- 
LATION BY JOHN A. MARSHALL COM- 
PANY FOR FOLGER COFFEE COM- 


PANY IN KANSAS CITY. 


tail and ofiice district. A spacious, 
well lighted display room makes a 
strongly favorable impression up- 
on the average prospect when he 
drops in or is brought to the store 
by a salesman. Conducted on the 
principle of complete office out- 
fitters from floor to ceiling, they 
create the proper combination 
form and color, in lighting and in 
furnishings, to fit the customer’s 
taste and individual requirements. 
An outstanding Marshall instal- 
lation, in recent months, was a to- 
tal of eighty-five genuine walnut 
desks for the Folger Coffee Com- 
pany general offices. This repre- 
sented better than a car load and 
all were set up, scientifically 
spaced and arranged on one floor, 
which is lighted with indirect fix- 


tures using a total of 33,000 watts. 
As a Folger official expressed it, 
this office now “embodies the ulti- 
mate in expectations—a dream 
come true.” Certainly the ninety 
office employes are enthusiastic, 
for each one takes a personal in- 
terest in the maintenance of his 
desk. The increased morale and 
efficiency of the entire staff as 
well as the inspiring impression on 
customers who visit the offices are 


Style for the Side 


Comfort for the Swivel 


= time was, not so long ago, 
when we sold a desk and a “chair 
to match,” without any thought as 
to the comfort of the occupant of 
the chair. The only requisite was 
that the chair harmonize in design 
with the desk. 

Today, we retain the style factor 
for the side chair and concentrate 
upon comfort as being the para- 
mount feature in the chair that 
will be occupied by the desk user 
the major portion of his working 
day. The business man who is 
physically uncomfortable cannot 
function at maximum efficiency. 
Consciously, or unconsciously, his 
productive effort is impaired by a 
chair that does not contribute to 
his physical ease. 

Because men vary in anatomical 
structure, a chair that is comfort- 
able for one man may not suit the 
proportions of another. In com- 
paratively rare instances, “big” 


By E. A. MEAD 


Mead & Wheeler Company, 
Chicago, Illinois 


business men are so large in body 
that the only solution is a custom- 
built chair. Under ordinary cir- 
cumstances, a dealer with an aver- 
age stock of chairs can select one 
that will fit the requirement of 
comfort in any particular sale. 

For stenographers, clerks and 
office machine operators, the pos- 
ture chair affords efficiency-pro- 
ducing comfort. In handling the 
duties of their work with a mini- 
mum of fatigue, these employes 
should maintain an erect posture. 
The logical answer to the require- 
ment is a chair designed to assist 
the occupant to sit erect. 





already reflected on the profit side 
of the ledger. 

Whether or not the small order 
or odd item may be credited with 
leading to this large sale is, per- 
haps, beside the point. It is sig- 
nificant, however, that this firm is 
daily going after the little item 
sale, vigorously and systematically. 
And one of its salesmen will be 
on the job when the car load is 
purchased, every time. 


Chair; 


The executive wants another 
kind of comfort. He wants to lean 
back when conversing with a visi- 
tor, talking on the telephone or 
dictating, and luxuriate in a well 
padded, deeply cushioned chair. 
He doesn’t buy a chair—he buys 
sedentary comfort. And he is will- 
ing to pay for it! Consider the 
following instance: 

A customer telephoned recently, 
indicating an interest in a new 
chair. One was selected and sent 
to the customer’s office on ap- 
proval. The customer sat in it, 
expressed appreciation about its 
comfort-giving qualities and said, 
“Send me the bill.” He made no 
inquiry concerning the price. When 
he was told that the chair would 
cost him $82.00 he offered no ob- 
jection. He had found a comfort- 
able chair and he intended to 
keep it. 

During the major portion of the 
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PERFECT STYLING.—With a modern 
desk, made under Mead & Wheeler 
patents, setting the design motif, this 
private office of a Chicago advertising 
executive is a fine example of perfect 
harmony in chair and desk design. All 
of the furnishings were installed by 
the Mead & Wheeler organization. 











E. A. MEAD 


average business day, the side 
chair is not used. Consequently, 
it is exposed to view most of the 
time. For that reason it should 
harmonize with the desk in design, 
color, finish and wood. In the 
average dealer’s stock are chairs 
appropriate for use with almost 
any style of desk, from the classi- 
cal period patterns to the modern 
designs of recent development. 
Contrasting with the side chair, 
the desk user’s chair is normally 
in service most of the business 
day. To a large extent it is con- 











cealed by its occupant, making the 
style element subordinate in im- 
portance to the comfort factor. 
Leather upholstered chairs are 
now available in a variety of col- 
ors and grainings, simplifying the 
task of finding appropriate execu- 
tive chairs. The “feel” of leather 
has a strong appeal, and the rich- 
ness of appearance often con- 
vinces the prospect that he will 
find satisfaction in ownership. 


SO FAR AND NO FARTHER 


OFFICE APPLIANCES 
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Responsive to the trend toward 
stream-lining in the designs of 
many of the new desks, chair 
manufacturers have evolved pat- 
terns that blend gracefully into the 
modern ensemble. With smooth, 
flowing lines in combinations of 
simple curves and straight edges, 
these chairs are admirably suited 
for use as side chairs or com- 
panion pieces in the executive 
office. 


What about the salesman who is sent out with a list of prospects and will not go 
a step farther than he is told to go, though he hears of another possible purchaser 
just a little way beyond? 
What about the merchant who never offers a service or a convenience to patrons 


save what is technically covered by the price of a purchase? 


What about the employe who will never work a minute overtime or start work a 


minute ahead of time? 


What about boys and girls who see us adults measuring out with penny-pinching 
frugality the merchandise, the time, the services, the energy we are giving, like a 
grocer breaking a soda cracker in two to make the weight exact? 

All the men who have risen to eminence have given generously of what they had 
to give in return for money recompense. All the men who have gone through life 
pinching minutes and pennies and foot-pounds of effort have remained in the low 


income brackets to their dying days. 

"Nothing for nothing and damned little for a dollar,"’ is a motto that has kept 
many a man with something he could have given out freely and profitably, nibbling 
at the picayune pickings of a narrow life.—Frank Farrington. 
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Recent Installations 





HOOSIER DESKS FOR NEW DETROIT INSURANCE OFFICES. 
—Located on the banking floor in the building at Shelby and 
Congress streets, Detroit, the United States Fidelity & Guaranty 
Company set out to furnish its offices for practical service as 
well as beauty and harmony of surroundings. The illustrations, 
(upper) a portion of the underwriting department and (lower) 
a departmental superintendent's office, picture the motif and 
design carried throughout. Every desk was furnished by the 
Hoosier Desk Co., Jasper, Ind., through Walter J. Duncan, Inc., 
Detroit dealer. They are all of genuine walnut and were par- 
ticularly designed in drawer arrangements to meet specific 
requirements. The chairs and companion pieces were also 
provided by the Hoosier Desk Co. A more extensive account 
of this installation appeared in the June issue. 


SALES TRUCK EQUIPPED WITH SHAW- 
WALKER COUNTERS AND FREE-COASTING 
FILES.—During the next twelve months this 
truck, (interior shown) of the American Cast 
Iron Pipe Company of Birmingham, will travel 
from coast to coast covering nearly 100,000 
miles. Shaw-Walker stock two-drawer files 
are used to form the counters and to carry sam- 
ples of pipes mounted on boards. Disappear- 
ing door cupboards, special in height to fit over 
the wheel housings, will be used for large 
samples and various testing apparatus. When 
the sales truck was still in contemplation, 
members of the sales staff of the American 
Cast Iron Pipe Company sketched the files and 
cupboards as illustrated and described in the 
Shaw-Walker catalogue, in order to see how 
they would fit into the space available. Then 
they consulted Claude Andrews of J. A. Head. 
Inc., exclusive Shaw-Walker dealer in Birming- 
ham. The result was the interior as shown at 
the right. 





LEOPOLD FURNITURE IN CITY HALL OF KANSAS CITY.— 
When the purchasing department of Kansas City, Mo., was in 
need of a source of supply of office furniture for the Kansas 
City city hall, the Robert Keith Furniture & Carpet Company, 
Leopold Company representative in Kansas City, was chosen. 
Part of the result is shown above. The top picture is of the 
council chamber, containing some oak desks, specially built 
by Leopold in accordance with the architect's design. In the 
center is a view of the purchasing department, equipped 
with Leopold Cambridge suites. At the bottom is the city 
manager's office, furnished with an individually designed 
suite in beautifully grained walnut. 














EDITORIAL 


The National Salesmen's Crusade 


@@ As a practical measure of stimulating busi- 
ness, the National Salesmen’s Crusade, being 
sponsored in many cities, is a movement worthy 
of the codperation and support of all divisions 
of business and the buying public. 

The crusade, with its slogan, “Sales Mean 
Jobs,” is based on the theory that a national 
sales campaign will materially increase con- 
sumer purchases; that if sufficient quantities of 
the products of our farms and factories can be 
sold to those who are at work, the necessity for 
new production will create employment for those 
now without jobs; and that the key position is 
occupied by the salesmen of America, because 
not only is it they who can seek out all the pos- 
sible buyers, but, also, it is they who can stimu- 
late the desires of those buyers to a point at 
which such desires outweigh the fears that have 
been keeping them from purchasing. 

From a successful test conducted in Lincoln, 
Nebraska, the plan for the crusade’s expansion 
into a nation-wide campaign were developed by 
George W. Mason, president of Nash-Kelvinator 
Corporation. Headquarters of the National 
Salesmen’s Crusade, at Detroit, Michigan, points 
out that Lincoln is an average-sized city, typical 
in its diversification of business interests, per 
capita income, and sales opportunities. Hence, 
results obtained in Lincoln could be expected to 
be duplicated in other cities. 

In launching the campaign at Lincoln, busi- 
ness and civic leaders, newspapers and radio 
stations joined forces. Every sales person, no 
matter what product he sold, was asked to put 
forth extra effort to find buyers, and every man- 
ager of a business was requested to adopt his own 
program to inspire his sales people to work 
harder for sales. The simple plan of ringing ten 
new doorbells each day to find buyers was advo- 
cated. The test-week proved brilliantly success- 
ful, all lines of business benefitting. 

Within the past month New York, Chicago, 
and Milwaukee are among other cities that have 
taken up the idea with enthusiasm. 

Since sales mean jobs, and jobs mean more 
sales, the American salesman will contribute 
a substantial force to the acceleration of the 
wheels of business. 


Business Increases Its Stride 


© The recent upturn in business has given 
wide-spread encouragement to all phases of in- 
dustry, and even conservative leaders express 
the opinion that business recovery will continue. 


Many indices of activity are showing slow but 
steady gains, while some lines have set new 
highs for the year. 

Stocks have dwindled on shelves in a number 
of trades, and factories are quickening produc- 
tion. Activity in the basic industries has been 
stimulated by purchasing of supplies by manu- 
facturers of consumer goods. The general in- 
crease, combined with other favorable factors, 
has given business firms in general more confi- 
dence, which is revealed in more active buying 
and more aggressive steps being taken to stimu- 
late sales. 

The aggregate effect is accumulating a mo- 
mentum which should sustain the upward sales 
trend for some time. While the commercial sta- 
tionery and office equipment industry may ex- 
pect to share in this stimulation, in addition to 
the normal fall pick-up, concerns in this field 
will do well to adopt the longer term point-of- 
view. For, as Standard Statistics Company 
points out, since there is no shortage of equip- 
ment among business enterprises generally, re- 
sumption of a sustained upward, sales trend will 
be delayed until general business revival is defi- 
nitely established. In the light of developments 
within the past month, definite revival looms 
upon the horizon. 


Le 


Stationers Fortunate 


#¢ The stationery industry may have a few 
disturbances of manufacturers selling direct but 
in comparison with some other industries, we 
fare pretty well. Take for example the hard- 
ware industry. According to a recent investiga- 
tion by the Chicago Retail Hardware Associa- 
tion, ninety-three per cent of the builders’ hard- 
ware manufacturers sell direct to the consumer, 
at less than retail price. 

Intent upon finding out why sales were low in 
the builders’ hardware field, the association in- 
structed its secretary to make a survey of the 
condition of distribution. A man representing 
himself as a carpenter was sent on a shopping 
trip to make purchases from twenty-eight man- 
ufacturers. In twenty-six establishments he was 
successful in buying products at approximately 
dealer prices. 

In its report to members, the association 
listed the manufacturers who sold direct, and 
itemized the merchandise purchased as well as 
the retail price and the reduced price paid by 
the investigator. 

Stationers who happened to learn of this situ- 
ation in the hardware industry made the fitting 
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comment, “We in the stationery industry should 
consider ourselves fortunate that such a prob- 
lem has not yet developed in our trade and here’s 
hoping it never will.” 


———_ +--+ 


Truth in Advertising 

@¢ The June number of “The Webster Way,” 
issued by F. S. Webster Company, Cambridge, 
Mass., calls attention to the fact that the sign- 
ing of the Wheeler-Lea Amendment to the Fed- 
eral Trade Commission Act, on March 21, by the 
President, puts practically all so-called offers of 
premium goods under the ban of the Federal 
Trade Commission. 

Contrary to the general impression that the 


false advertising provisions of this Amendment 
are applicable solely to foods, drugs, cosmetics 
or devices, Section 5 of the Act has been amended 
to include all products. This section gives the 
Federal Trade Commission sweeping power to 
put an end to all unfair and deceptive acts in 
commerce. 

The government has made provision for im- 
mediate issuance of injunctions to prevent in- 
jury to competitors, customers, or to the public. 
Violations of a cease and desist order are sub- 
ject to a maximum penalty of a five thousand 
dollar fine for each violation. The Federal Trade 
Commission has an appropriation of $1,900,000 
with which to enforce the Act for the remainder 
of this year. 


HERE AND THERE 


NECESSITY IS THE MOTHER, ETC. 

For the following story of man's 
ingenuity which may appeal to a 
host of office workers we are indebt- 
ed to the June 6 issue of the Phila- 
delphia Inquirer. Here's the story: 

"E. M. Wangen, Duluth stenog- 
rapher, has made the following im 
provements on a standard make 
typewriter he uses: 

"A card and envelope carriage; 
he got tired reaching into drawers. 

"A device exposing only one line 
of type at a time—to discourage 
kibitzers. 

"An attachment for a shorthand 
notebook. 

"A frame for a small calendar or 
mirror. 

"A receptacle for clips, pins and 
other odds and ends. He accumu 
lated the attachments during twenty 
years of stenographic work." 





CHARLES NORMAN FAY— 
HARVARD ‘69 

When the roll call of years was 
made at the Harvard class day ex 
ercises in Cambridge, Mass., June 
22, 1938, one man responded for 
the class of '69, amid enthusiastic 
cheers. The recipient of the ova 
tion was Charles Norman Fay, one 
of the four living members of the 
class that was graduated sixty-nine 
years ago. 

Mr. Fay, now nearly ninety years 
of age, was born in Burlington, Vt. 
Most of his business life was spent 
in Chicago, at first in connections 
with public utilities companies and 
later as president of the Remington 
Sholes Company, subsequently 
known as the Fay-Sholes Company, 
typewriter manufacturers. He was 
widely known in the industry before 
h's retirement in 1911. For the last 


twenty-seven years he has resided in 
Cambridge, devoting his time to 
writing books on business, govern 
ment and labor. 





22 MICE AND AN ADDING 
MACHINE 

When a customer recently called 
up R. W. Pierce, office machine deal- 
er of Greeneville, Tenn., and com 
plained that an adding machine he 
had purchased wouldn't work, Mr. 
Pierce decided that an investigation 
was in order. So he sent for the ma- 
chine and in due course it arrived. 
From here on the story is Mr. Pierce's 
as reproduced in a current issue of 





NINETEEN MICE PICKED A FOOLISH 
PLACE TO LIVE.—The rodents, to- 
gether with three others which man- 
aged to escape were found in the 
bottom of an adding machine when 
R. W. Pierce of Greenville, Tenn., 
opened it up for repairs. 


the Ames Supply Company's "Your 
Man Friday”: 

"When the machine was brought 
in we noticed much torn-up paper 
in the bottom, and we saw two mice 
through the glass in the side. We 
took the machine into the backyard 
and found and killed three full-grown 
ones, allowed three to get away, and 
captured sixteen baby mice in the 


nest of torn paper.'’ And Mr. Pierce 
sent along the picture reproduced 
here as proof of his story for mem- 
bers of the industry to shoot at. 





GAIGE BUYS OLD INVENTION 
MODELS 


Crosby Gaige, New York theatri- 
cal producer, recently acquired a 
novel collection of Americana when 
he purchased 200,000 patent mod- 
els submitted to the patent office 
from 1820 to 1890. 

Among the oddities turned up in 
the strange collection were aged 
typewriters, cash registers, office 
machines and a Hoe printing press. 
Other and more unique models in- 
cluded a hog catcher, device for 
raising sunken vessels, the original 
egg-beater and the original dentist's 
chair patented in 1855. 

The collection was purchased from 
the estate of Sir Henry Wellcome of 
Burroughs, Wellcome & Company, 
proprietary medicine manufacturers, 
and has been stored in a Tuckahoe 
warehouse for the past twelve years. 
The purchase price was not revealed. 





BACK TO THE FAMILY CAVE 


The St. Louis Post-Dispatch re- 
cently published an editorial com- 
menting on the situation in European 
civilization in the following wordage: 

"S. Gestetner, a manufacturer of 
duplicating machines and a yachts- 
man of Bosham, Sussex, has built a 
gas and bombproof shelter under 
his home. Many of his fellow citi- 
zens are doing likewise as a protec- 
tion against sky raids in the next 
war. It is not an ordinary shelter 
like those being built all over 
Europe. It is DeLuxe. 

‘Mr. Gestetner, whose home is 
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within close range of two airports, 
evidently intends to make much use 
of it. A fifty-foot passage is dec 
orated with water colors and _ the 
central room, fifteen by twenty feet 
is fitted with ultra modern furniture, 
a cocktail bar, and an arrangement 
for indoor games. There are a radio 
and a tropical fish aquarium, and 
even temperature is assured through 
a bombproof boiler. 

“Eons have passed since prehis 
toric man crawled out of his cave 
and now modern man is crawling 
back into it." 





KISTLER BUYS HISTORIC HOTEL 
Frank E. Kistler, head of the Kist 
ler Stationery Company, Denver, 
Colo., stepped into a new role re- 
cently, when he purchased the fa- 
mous old Colorado hotel in Glen 
wood Springs, Colo. The inn has 
historic importance as the site of 
many pioneer political meetings, and 
a large part of Colorado's first laws 
were formulated in its rustic halls. 

In buying the hotel, Mr. Kistler 
stated that it would immediately be 
remodeled. The colorful structure 
will form the nucleus of a year- 
around tourist resort for the western 
slope. 

Work of overhauling and remod- 
eling the structure will be begun im- 
mediately, according to the new 
owner. A new cold water swimming 
pool will be constructed at the hotel 
proper, and improvements made on 
the natural hot water springs pool. 
The all-turf golf course will be re 
conditioned, and given additional 
space.—BART 





"IF YOUR HONOR PLEASE .. ." 

Irving A. Roth, as a member of 
Roth Brothers stationery business in 
Philadelphia, used to say: ‘Good 
morning, what can | do for you?" 

But now Mr. Roth is busily prac- 
ticing such phrases as: "| object on 
the grounds that the statement is 
irrelevant, immaterial and calling for 
a conclusion of the witness." 

All of which is by way of announc 
ing that Mr. Roth was recently ad 
mitted to the Pennsylvania Bar after 
receiving his LL.B. at Temple Law 
School, and will begin practicing as 
an attorney in the Fall. 





PERSONALITY QUESTIONNAIRE 

The other day a form was chanced 
upon carrying the title ‘Personality 
Questionnaire." It proved to be a 
form used by an employer to assist 
him in rating a prospective employe. 
The thought occurred that it might 
be well to use the questionnaire as 


a check up upon ourselves. For that 
purpose, the text is presented below: 
ie ; se sian od 

For each otf the tollowing nine 
charac ter Tic piease put a ¢ he r 
mark above the line over the desia 


nation you think most suitable in de 
scribing the applicant. In marking 
this chart, please assume that out of 
100 persons, not more than 2 or 3 
will be entitled to be rated as ‘ex 
ceptional' in any characteristics, and 
not more than |0 as ‘good’; probably 
7 or 8 should be rated ‘unsatisfac 
tory’ and perhaps |5 as ‘poor.’ This 
would leave the great bulk of them 
fully 659%, rating ‘average.’ 

"I. Reliability — (Consistency 
promptness, punctuality, accuracy 
thoroughness). 

"2. Industry—(Energy, application 
to work, tirelessness). 

"3. Spirit—(Courage, persever 
ance, steadfast enthusiasm, resolute 
ness). 

"4. Judgment and Common Sense 
—(Soundness of judgment, ability to 
size up situations, fairmindedness). 

"5. Co-Operation—(Willingness 
to help and co-operate with others 
ability to understand others, sym 
pathy and tact). 
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6. Thrift—(In use of time and 
plies in incurring expenses, and 
accumulating personal savings). 

Personality (Personal force 
ind attractiveness, capacity as a 
\ixer, aDpearance, manner, disposi 


"8. Initiative—(Creative ability, 
imagination, originality, enterprise, 
resourcefulness). 

"9. Mental Quickness—(Keenness, 
ability to learn, alertness, speed in 
performance, retentiveness of mem 

"In the following two characteris- 
tics, please put check mark or cross 
in the square representing your judg- 
ment. (Ed. Note.—One square is 
headed ‘Questionable’ and the other 
‘Beyond Question.') If both squares 
are left blank for either characteris- 
tic, it is understood that you are un- 
able with respect to that character- 
istic to rate the applicant as ‘beyond 
question. 

|. Integrity—(Truthfulness, hones- 
ty of thinking and of act, honor, loy- 
alty to employer, business and asso- 
ciates). 

"2. Morality—-(As related to 
liquor, gambling and opposite sex)."’ 











“GENTLEMEN 
FARMERS” 


Reduced reprint from the back page of The G-F News show- 
ing how after business hours are spent by some G-F execu- 
tives. 1. W. H. Foster—among the Herefords. 2. R. S. Gildart 
—ready to cut a wide swath. 3. F. R. Hillard—at milking time. 
4. Erik Ekedahl—arranging for the winter egg supply. 5. H. H. 
Suender—gives the harrow and himself some rest. 6. L. T. 
Wick—weeding the bean patch. 
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Thirty-Fifth Anniversary 
Business Show 


Booklet Titled '‘Contact'’ Emphasizes Oppor- 
tunities Afforded Before, During and After the 
Annual Exposition 


, Semen the potential values of intelligent use 
of the opportunity provided for contact between mak- 
ers and users at the Thirty-fifth Anniversary National 
Business Show in New York the week of October 3rd, 
there was published last month a booklet under the 
title of “Contact.” The purpose of the brochure is to 
explain how the business show works. This it does 





FRANK E. TUPPER 


effectively through the medium of simple text and 
interesting illustrations of a special character. 

Citing Deputy Mayor Henry H. Curran of New York 
as recently expressing strong opposition to the mis- 
use of the word “contact” as a verb, the booklet pro- 
ceeds to explain how contact between exhibitors and 
visitors at the National Business Show is mutually ad- 
vantageous. 

A triangle is used as a symbol of the facilities for 
contact made possible by the show. Two short sides 
of the triangle represent the periods of contact be- 
fore and during the show, and one long side repre- 
sents the many weeks and months of contact after 
the show. 

Developing its theme, the brochure points to the 
methods that have proved productive in operating 
“an effective build-up campaign.” Among other things, 
the veteran exhibitors announce their displays through 
their representatives, in their advertising, and by 
special mailing pieces. 

During the show, with visitors thronging the hall, 
demonstration is the key word. The business show 
management provides the means for direct contact, 
ond the exhib'tors record the value of the exposition 
in the orders they book. 

When the show is over and the foundation laid, the 
way is open for the sales force to build an imposing 
superstructure of profitable sales. 

For the 1938 exposition the management of the Na- 


INTERIOR OF THE NEW HOME OF THE 
E. W. HALL COMPANY, SEATTLE. 
WASH. 
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tional Business Show is emphasizing the importance 
of using all available means for operating the admin- 
istrative end of every business with minimum expense 
and maximum possibilties for profit. 

The show is conducted for all who are interested in 
better control of administrative costs. It is the one 
meeting place of size, importance, regularity and 
standing for those interested in studying the most 
approved methods and equipment for modern busi- 
ness. 

The inspiration back of the National Business Show 
is one of constant and dependable service to both ex- 
hibitors and visitors. There is a wholesome regard on 
the part of the show management that both must be 
satisfied, else neither can profit by the show. 

High standards are set both in the qualification of 
exhibitors and in selection of those who are invited to 
attend the exhibits. Accordingly, the former know 
that show visitors are worth cultivating and the visit- 
ors meet only those from whom it is desirable and 
safe to buy. Both are equally anxious to profit by the 
opportunity which Business Show contact affords. 

The presence of exhibitors and visitors alike is wholly 
voluntary. Visitors attend because of their interest 
in efficiency inducing equipment for the office. They 
are in inquisitive frames of mind, receptive to the in- 
formation available to them through the agency of the 
displays and the attendants at the various exhibits. 

All experienced visitors know that any hour during 
which the show is open is a good time to see what 
they want to see. There are no special days, no special 
events. 

The National Business Show organization is experi- 
enced in its work and is widely acquainted in the field 
it serves. Through the years it has been a constructive 
factor in the development of the industry. In the 
trade, it has become an institution, functioning prac- 
tically as an annual market place. Many important 
transactions have been consummated at the show, 
in addition to the numerous sales contacts established 
at the annual display. 

For twenty-six of the thirty-five years that the 
National Business Show has been presented each year 
in New York, Frank E. Tupper has been its chief exec- 
utive. Under his able management, the show has ad- 
vanced steadily to the outstanding position it now 
occupies. Each year Mr. Tupper and his associates 
contribute to the progress of the industry by present- 
ing a finer edition of “America’s Efficiency Exposition.” 

= —____— 
HALL ESTABLISHED IN NEW HOME 

Doubling its floor space and creating one of the most 
modern typewriter and office appliance stores in the 
west, the E. W. Hall Company celebrated its twenty- 
ninth anniversary June 1 in its new quarters at 1111 
Second avenue, Seattle. 

L. H. Grunden, general manager and president of the 
concern, declared the new store will more adequately 
portray complete lines of all makes of new portables, 
rebuilt standard typewriters, calculating machines, 
duplicating equipment and other office devices. Other 
officers include Lynn Roper, vice-president, and T. H. 
Berglund, secretary. 

Among the products handled by the company are 
those manufactured by the Underwood Elliott Fisher 
Company, Remington Rand, Inc., American Writing 
Machine Company, L. C. Smith & Corona Typewriters, 
Inc., Speed-O-Print Corporation, Royal Typewriter 


Company, Inc., Allen Calculators, Inc., and the Regal 
Typewriter Company.—_JCJM 
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First Regional District Holds 
Poland Springs Convention 


Llewellyn Elected President to Succeed Berry; 

Three Hundred Delegates Attend Conclave; 

New York Golfers Whip New England Team; 
Many Companies Exhibit Products 


Nearly 300 members of the industry and their wives 
and families journeyed to Poland Springs, Me., to 
attend the annual meeting of District No. 1 National 
Stationers’ Association, on June 24 and 25. Under the 
able direction of Regional Governor Edgar M. Berry, 
his convention committees, and the untiring efforts of 
the New England Travelers, there was produced a re- 
sult that all in attendance will remember with pleasure 
and satisfaction. 

The meeting opened Friday morning with Regional 
Governor Berry in the chair. He warmly welcomed 
those present and urged attendance at the business 
sessions promptly so as to better learn how to do things 
to meet present conditions and help to create better 
business. He told of the books to be sold at the con- 
vention by the Pine Tree Stationers’—all profit to go 
to the entertainment committee. Some of these books 
were first editions and a number of them autographed 
copies to add to their value as possessions. 

Governor Berry then introduced Thomas Kennon, 
secretary to the governor of Maine, who presented the 
regrets of the governor in being unable to be present 
personally. The next speaker was E. A. Keeling, vice- 
president, Art Metal Construction Company, James- 
town, New York, who called attention to the fact that 
there was business to be had and there is money to be 
made. He referred to the Louis-Schmeling fight as 
evidence of money in circulation. He told of a man 
who had made money all through the depression and 
who, when asked how he did it, said he had no radio 
and didn’t read the papers so he didn’t know there 
had been a depression but just went ahead with his 
business. 

Mr. Keeling urged analyzation of “lost order” reports. 
The making of creative sales, the studying of cus- 
tomers’ requirements. Sell quality, not price. Have 
faith in the line you sell and confidence in your ability 
to sell it. Study your catalogues, learn the details of 
the products you sell. Sell the merchandise plus your 
service as a dealer. Sell the right file in the right 
place. Analyze your customers’ records on your books 
this year as against previous years. Develop new cus- 
tomers. Be a stationer who is not stationary and be 
progressive. 

The next speaker was Harold Hampton, president of 
The National Stationers’ Association, who took up the 
subject of “Gross profits vs. gross sales,” the gist of 
which has been reported at the other regional meet- 
ings. He was followed by General Manager Garvin 
who spoke on “What’s Ahead for Business and the 
Business Man?” 

Regional Governor Berry then appointed a nominat- 
ing committee: Otto Kavanaugh, Hartford, Conn.; 
Frank McGee, Boston, Mass.; J. O. Bonney, Providence, 
R. I., and a resolutions committee: Al Rebhan, Boston, 
Mass.; Elmer Pape, New Britain, Conn., and Leon 
Berry, Lewiston, Maine. 

The afternoon meeting was for registered dealers 
and Al Rebhan of Boston presided. They entered into 
a general discussion of dealer problems and possible 
methods of handling them. Sales meetings and how to 
conduct them. Goods that have features to talk about 
were accepted as easier to sell than goods where the 
dealer has only price to talk about. The need for the 
manufacturers’ salesman pointing out special features 
in their products of value to the user was dwelt on. 
Store hours, price cutting, and other such matters were 
discussed. 

Guild Is Speaker 


Walter Guild of Boston was the next speaker. His 
Subject was “Fair Trade Acts and Contracts for the 
New England States.” Mr. Guild stated they had all 


read and heard so much they must know definitely 
that both manufacturer and dealer can receive great 
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benefits through the operation of these agreements. 

He read the names of twenty-six firms whose con- 
tracts were now in effect in Massachusetts and an- 
nounced eleven more names to become effective 
shortly. 

B. S. Grayson, eastern representative of Ace Fastener 
Corporation, announced that his company was in favor 
of the Fair Trade Acts and would sign up in the state 
of Massachusetts. 

All these contracts will mean a fair and reasonable 
profit on these lines, said Mr. Guild. He then urged 
proper organization so as to reap the real benefits pos- 
sible, gave an outline of the work being done by the 
Massachusetts Stationers Fair Trade Council and the 
results already secured. 

General Manager Garvin then took charge of the 
meeting and presented the Pacific Northwest resolution 
on “quantity discounts” and discussed “the costs of 
operation in the stationery business.” He pointed out 
the increase in taxes and the rise in general costs, 
salaries up, all other costs up since 1926, yet net profit 
had risen since 1926 also. He also pointed out that this 
business was the only known business that can make 
money out of the present tax plan. 

The Saturday morning meeting opened with General 
Manager Garvin in the chair. The first speaker was 
F. H. Caswell, F. S. Webster Company, Boston, and his 
subject was “Dealer-Manufacturer Problems in Distri- 
bution.” Mr. Caswell announced that his viewpoint 
was the result of personal observation in his travels. 
He said the duty of the manufacturer was to produce 
as economically as possible and to so price his line as 
to give both manufacturer and dealer a reasonable 
profit. He admitted we would never reach the ideal 
but we should strive for it. Many of the evils in busi- 
ness can be curbed by cooperative effort. Too many 
make a practice violating the ethical code. The manu- 
facturer’s margin of gross profit is too narrow many 
times and frequently results in loss finally. Too many 
Sell to competitive sources of distribution. Too many 
sell to distributors with too little capital just to get 
new business. This results in distress merchandise. 


Points to Watch 


From the dealer side he touched on the forcing of 
extra discounts through excess orders, playing one 
manufacturer against another too frequently, the vio- 
lation of exclusive agreements, buying from unethical 
manufacturers. All of which contribute to the break- 
down of standards of a community. He also referred 
to the practice of holding up prices locally but going 
into outside districts with a price cutting plan. He 
expressed the belief that local association work would 
aid in the eliminating these evils. He also pointed out 
that the national association can codperate with those 
in districts where there is no local association. 

Rhys Llewellyn spoke on “Making advertising pay 
for the Stationer.” “I am not here as an expert on 
merchandising,” he said, “but to get ideas that will sell 
office equipment. The way to make advertising pay is 
to get a good mailing list, send literature, and then 
follow up with a ‘two-fisted’ personal call. Develop 
creative selling. Convince your prospect he needs 
something he did not even Know existed.” He urged 
honesty and working out the customer’s needs from 
the customer’s standpoint. Get your orders on con- 
fidence not price. 

The next speaker was W. F. Block, president, Victor 
Safe & Equipment Company. His subject, “Business 
Control,” has been previously reported. 

National Governor Berry then called for a report of 
the nominating committee and announced the selec- 
tion of Rhys H. Llewellyn of Manchester, N. H., as the 
next regional governor. Mr. Llewellyn expressed his 
appreciation of the honor done him and stated that 
whatever he could do for the district he would be glad 
to do and gratified in the doing. 

General Manager Garvin then voiced appreciation 
for the fine work done by Regional Governor Berry and 
his committees in preparing for and carrying on the 
convention and a rising vote of thanks was given by 
the members of the district and those in attendance. 

Andy Maish, Dennison Manufacturing Company, was 
master of ceremonies and operated in his inimitable 
manner at the banquet. He characterized the gather- 
ing as the No. 1 Regional meeting of all time and said 
we owed a debt of gratitude to those who had carried 
out the convention plans. He paid a tribute to Mr. 
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PEOPLE AND HIGH JINKS AT FIRST DISTRICT CONVENTION 


1. At the clambake! Ed Huott, Frank A. Weeks Mig. Co., between 
Mrs. R. L. McAuliffe and Mrs. P. E. McAuliffe. 

2. Costume barn dance. Prize winners: Harold Hampton, Indianapolis 
Office Supply Co.; Miss Anna Zachs, Transparent Ruler Co., Hart- 
ford, Conn.; C. R. Burkhart, Moore Push Pin Co.; Miss Yvonne Ratte, 
Bene Stationery Co., Providence; Mrs. Horton Frisbie, J. R. Rollins, 
Roberts Office Supply, Portland, Me. 

3. Costume barn dance. Mrs. Harvey P. Rockwell, Rochester, N. Y.., 
Yawman and Erbe Manufacturing Company; Mrs. Sadie Agronick, 
Capital Stationery Co. 

4. Costume barn dance. George Samuel, L. C. Smith & Corona Type- 
writers, Inc.; Ralph Pilkington, Woonsocket Typewriter, Woon- 
socket, R. I.; Mrs. Ralph Pilkington. 

5. Costume barn dance. Mrs. Harold Hampton, Mrs. Wallace Lovett. 
Miss Mae Sullivan, Charles P. Garvin, (front to rear) Mrs. 
Garvin, Harry Tehan, Charles M. Higgins & Co., Harold Hampton. 

6. W. S. O’Callaghan, Miss Ruth Babson, Mrs. Horton Frisbie, Mrs. 
Grace Sawyer, Miss Jane Frisbee. 

7. At the clambake. Ed. Birmingham, Royal Typewriter Company; 
George Samuel, L. C. Smith & Corona Typewriters Inc., waiting for 
the old cry ‘“‘grub pile.” 


and Mrs. Edgar M. Berry and the committee members, 
reminding everyone in no gentle manner that all this 
great contribution had come out of a Republican state. 


The announcement was made that the New York 
team had won the golf match 14 points to 7 and the 
trophy was presented by Horton Frisbee of New Eng- 
land to Louis Tavernier, captain of the New York team. 
The Wilson-Jones trophy now becomes the permanent 
property of this New York team as they have won it 
twice. Captain Tavernier expressed his pleasure and 
that of the team in winning the match and invited the 
New England group to come to New York in October 
to attend their annual final tournament and promised 
a cup for competition to be donated by the New York 
Stationers’ Golf Association. 

During the banquet, vocal selections were given by 
Mrs. Laureena Adams of Providence, Steve Mason and 
Tom Stonhouse. A delightful floor show was held fol- 
lowing the banquet and presented by the Evelyn Dyer 
School of Lewiston, Maine. 


8. Chief Needahbah of the Penobscot Indians, one of the first ‘State 
of Mainers.”’ 

9. A group at the lake shore watching Chief Needahbah give an 
exhibition of fly casting while waiting for the clowns. 

10. Regional Governor Edgar M. Berry, Loring, Short & Harmon, Port- 
land, Me., with ten-gallon hat presented by Gene Dulaney. Cooke 


& Cobb. 

11. More barn dance shots. Miss Laurena Adams, Providence Paper 
Co.; F. L. Coolidge, Wilson-Jones Company. 

12. Miss Marion L. Gooding, daughter of Mr. and Mrs. A. P. Gooding. 
Loring, Short & Harmon, Portland, Me. 

13. More costumes. Harold McCann, Loring, Short & Harmon; Jim 
Inman, The Carter's Ink Company. 

14. New York Golf Association team, and winners of Wilson-Jones 
trophy. John Tamany, Boorum & Pease Co.; Harry Yager. David 
Kahn, Inc.; Sam Kahn, David Kahn. Inc.; Capt. Louis Tavernier, 
Fulton Specialty Co.; Julius Kahn. David Kahn, Inc.; Harrie Cope- 
land, Cole Steel Equipment Co.; Ray Urmston, J. S. Staedtler, Inc. 

15. Howard Sanders, secretary, Stationers & Publishers Board of Trade. 

16. Rhys Llewellyn, regional governor-elect, R.' H. Llewellyn Co., 
Manchester, N. H. 


Manufacturers who exhibited their lines were: 


Fulton Specialty Company, Ace Fastener Corpora- 
tion, Charles M. Higgins & Company, L. C. Smith & 
Corona Typewriters Inc., Royal Typewriter Company, 
Inc., Allen Calculators Inc., W. A. Sheaffer Pen Com- 
pany, Carter’s Ink Company, Esterbrook Steel Pen Man- 
ufacturing Company, David Kahn Inc., Joseph Dixon 
Crucible Company, Rite Rite Company, Neva-Clog Prod- 
ucts, Inc., Spencerian Pen Company, Service Industries 
Inc., L. E. Waterman Company, Aiken-Lambert, 
Boorum & Pease Company, Dennison Manufacturing 
Company, Art Steel Company, Polar Manufacturing 
Company, Metalstand Company, Stark Calendars, Inc., 
Nascon Service, Inc., Standare Dairy Company, Joseph- 
son Manufacturing Corporation, Lyon Metal Products, 
Eberhard Faber, North’rn Lights Company, American 
Crayon Company, Transparent Ruler Company, Keyes 
Fibre Company, Minnesota Mining Company, Mono 
Service Company, Duplicator Supply Company, Binney 
& Smith, Adams Ideal Book Key Rings. 
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OFFICE APPLIANCES 


NEW MACHINES AND DEVICES | 





ROYAL’S U-MODEL PORTABLE 

The Royal Typewriter Company, Inc., recently an- 
nounced the introduction of its new U-model portable 
typewriter. The new machine, which retails at $42.50, 
takes its place with the company’s other outstanding 
home writing machines. 

The U-Model is new in design, modern and stream- 
lined and is a compact non-folding, four bank key- 





THE U-MODEL ROYAL PORTABLE 


board typewriter. By the use of a new type of mask, 
the main frame and screws of the machine are com- 
pletely covered, giving it a fine symmetrical line, and 
the sturdy top cover plate conceals the ribbon spools 
and type bars, but makes them easily accessible by its 
raising feature. 

Among its many features are two cylinder knobs, 
combination carriage return and line spacer lever, 
ratchet release, line spacer regulator, left margin stop, 
lifting paper bail, paper table, manual ribbon reverse, 
hinged top cover, back-spacer key, finger comfort keys, 
light weight (nine and one-half pounds). The port- 
able comes equipped with the popular overnight type 
carrying case and with the free Lipman touch typing 
card and instruction book. 

New in appearance and new in design, the U-Model 
embodies many of the features found on the higher 
priced models. As in the Standard and De Luxe Royal 
portables, the paper is positively controlled by the 
three-point contact system of the long rear feed roller, 
two long front rollers, and the sturdy rising paper bail. 
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PACKWOOD PRODUCES CLEANSING CREAM 

A new cleansing cream created particularly for re- 
moving stains of hectograph ink, ribbons and carbon 
paper, has been introduced by the G. H. Packwood 
Manufacturing Company, 2038 Walnut street, St. Louis, 
Mo., under the trade name of Pax cleansing cream, as 
an addition to their regular line of Pax hand soaps. 
When applied to the hands, this new cream absorbs 
and dissolves the stains of hectograph and copying 
inks of all kinds, and may be removed either by rinsing 
or merely by wiping. It is said to contain cosmetic, 
skin food values and ingredients harmless to the most 
sensitive skin. 


A DELUXE CONVERTIBLE CHAIR CUSHION 

The Perfect Rubber Seat Cushion Company, 1412 
Unity Street, Philadelphia, Penna., has added a deluxe 
convertible cushion to its line. The new cushion has 
a one-piece sponge rubber filler. It is made with a 
boxed edge and is offered in two thicknesses 11> and 
2 inches. Made in two sizes, 17 x 18 and 1414 x 15, 
the new cushion is available in brown, green, maroon, 
taupe and blue. 


AUTOPOINT ANNOUNCES ZEPHYR AUTODEX 

The Autopoint Company, 1801 Foster avenue, Chi- 
cago, is offering to the trade a new loose leaf informa- 
tion index which has been named the Zephyr Auto- 
dex. The index is enclosed in a streamlined and lus- 
trous Bakelite case available in black, brown, antique 
ivory or walnut with contrasting arrow and button 
colors. 

The loose leaf information index has two pages to 
each letter and is easily removable for typing or 
changing. It also contains space for advertising copy. 
When using the index it is only necessary to move the 
arrow to the desired alphabetical letter and press a 
spring. The index then opens at the page wanted. 

In addition to making a handy telephone index for 
the office or the home, the Zephyr Autodex can be 





AUTOPOINT “ZEPHYR” AUTODEX SHOWN (TOP) OPEN FOR 
USE AND (LOWER) IN CLOSED POSITION. 


utilized for cooking recipes, stock lists, formulas, radio 
programs, statistical charts, price lists, phonograph 
record numbers or addresses. The operating mechanism 
is totally concealed. 
o-oo 
NEW TALLY ROLL AND CARBON ANNOUNCED 
BY UEF 

A new carbon tally roll and a new carbon paper, the 
latter named the Transverse, have been announced by 
the Underwood Elliott Fisher Company, New York City. 
Both are products of the company’s supply division 
and represent months of experimental work and re- 
search on the part of experts. 

The tally roll is equipped with a special carbon paper 
capable of producing clear, legible copies when used on 
either Sundstrand or Underwood accounting machines. 

The Transverse carbon paper, it is claimed, will give 
a clean first copy and an intense, legible second carbon 
copy. It is especially well adapted for use on fold-over 
statement and ledger installations. 
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LYON METAL CREATES TABLET ARM FOR ALL 
FOLDING CHAIRS 


A Tablet Arm attachment is now being supplied as 
an accessory for all Lyon Steel Folding Chairs as man- 
ufactured by Lyon Metal Products, Inc., Aurora, Ill. 
It provides an economical and practical solution for 
permanent or extra seating where the chair user also 
needs a rigid roomy place to write, figure, etc. 

The Tablet Arm attachment can be used with any 
of the many styles of Lyon chairs. It is quickly and 
firmly attached by two simple clamps with large, an- 
chored wing nuts and can be removed in a few sec- 
onds. 

Tablet board is five ply birch, 5%” thick, in brown 
finish. Steel supporting frame is finished to match 
the many chair finishes available. The tablet arm 
folds compactly for storage and has many uses. 





LYON CHAIR WITH TABLET ARM ATTACHMENT IN PLACE. 


Because of its extra strong construction the arm can 
be put to a multiple of uses and is doubly valuable for 
use where temporary seating with writing facilities is 
desired. It is easily and quickly attached and detached. 


oc <i o 
ART STEEL STATIONERY CABINET 

The Art Steel Company, Inc., 300 East 145th street, 
New York, N. Y., last month announced a new visible 
stationery cabinet listed as the No. 150. The item was 
manufactured and designed as a convenient storage 
place for paper, envelopes, carbons, etc., which may be 
placed on a desk within easy reach. 

The cabinet contains five full-width compartments, 
one inch high, 8% inches wide, and 11 inches deep. 
The two upper compartments are for envelopes and 
measure 61% inches by 41% inches wide, and 11 inches 
deep by 434 inches wide, respectively. Electrically 
welded throughout with corners oxy-acetylene welded, 
the cabinet is equipped with four rubber feet for pro- 





STATIONERY CABINET NO. 150 


tection, double walled interior providing perfectly 
flush sides, and is of heavy gauge steel finished in 
oven-baked olive green or grained finishes of ma- 
hogany, walnut and oak. The list price is $5.50 in the 
olive green finish, and $6.50 in the grained finishes. 


41 


ROTOSPEED’S MODEL “C” DUPLICATOR 
The Rotospeed Company, 487 Fifth street, Dayton, 
Ohio, last month announced a new, streamlined auto- 





THE ROTOSPEED MODEL “C” 


matic duplicating machine listed as the Model C. It 
retails at $32.50 and offers many new features. 

The Model C is said to reproduce easily, quickly and 
economically exact copies, in any quantity, of type- 
written, handwritten, drawn or ruled forms. It is 
equipped with a new type feed table which can accom- 
modate up to 200 sheets of paper at a time, and auto- 
matically feeds any weight or size of paper from post 
cards to 9x16 inch sheets. The maximum printing 
surface is 712x14 inches. A simple device raises and 
lowers the position of the printed matter on the paper 
and only one turn of the handle is necessary to pro- 
duce a printed copy. 

The Model C is sold with the usual Rotospeed Com- 
pany guarantee. 


—--. 
TWO NEW BRIGHT POSTURE CHAIRS ANNOUNCED 


The Bright Chair Company, Inc., 127-133 Bleecker 
street, New York, N. Y., last month added two new 
posture chairs to its line which have been listed as the 





BRIGHT’S NO. 59 AND NO. 61 CHAIRS 


Nos. 59 and 61. Carefully designed for comfort and 
correct posture, the chairs have frames in solid oak, 
mahogany or walnut to harmonize with practically 
every type of office suite. 

Backs and seats are easily adjustable and high grade 
iron and swivel are standard equipment. Several 
grades and colors of leather are available for the 
buyer’s choice. Additional information on the Nos. 59 
and 61 will be furnished by the manufacturers on 
request. 


SPONGE RUBBER PRODUCTS COMPANY 
ANNOUNCES NEW CUSHION FILLER 


The Sponge Rubber Products Company, Derby, 
Conn., last month announced the addition of a new 
style filler to their line of Spongex office chair cushions. 

According to the manufacturer, the new construc- 
tion is remarkably light and comfortable. Four-fifths 
of the volume is air, the rest—hundreds of pieces of 
soft, resilient sponge rubber, joined together so that 
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a light, “air-conditioned” cushion, wonderfully cool 
and comfortable, is the result. 

This new filler is featured in four different styles. 
They are available in three different sizes, two thick- 


nesses, and with many tasteful, harmonious coverings. 





CUSHION OF THE SPONGE RUBBER PRODUCTS COMPANY 

WHICH CONTAINS NEW TYPE OF FILLER DESCRIBED IN 

THE ACCOMPANYING STORY.—The picture illustrates ease 

with which air can penetrate the “air-conditioned” chair 
cushion. 


The one piece style of filler, for so long a popular 
feature, is continued in three different styles. These 
cushions are made with pieces of sponge rubber espe- 
cially blown to a bubbly lightness to provide the ulti- 
mate in comfort. They are made in four different 
sizes, two thicknesses, and with a variety of attractive, 
serviceable coverings. 


ee 


TECHNYGRAPH ANNOUNCES NEW STYLI 
The Technygraph, Techny, IIl., last month intro- 
duced to the market five new “Clear Vision” shading 
wheel styli, ranging from extra fine to extra coarse. 
They are precision-built instruments and incorporate 
the finest material and construction obtainable. 
Mounted on a brass bearing, every wheel is true and 








TECHNYGRAPH’S NEW STYLI RANGING FROM EXTRA FINE 
TO EXTRA COARSE. 


individually machined to produce sharp stencil lines. 


The specially designed shank, standard with all 
Technygraph styli, affords clear vision in stencil 
cutting. 


A page of art work produced with the new shading 
wheels will be sent dealers on request. 
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THREE MULTIPOST ENVELOPE SEALERS 

The Multipost Company, Rochester, N. Y., last month 
announced three new envelope sealers listed as the 
Models SM, SH and SS, and retailing at $150, $90 and 
$55 respectively. 

While the machines vary with regard to application 
of operation power, they are said to be identical in 
every other respect. Each is equipped with one rubber 
feed belt to carry the envelopes and a rubber carrier 
belt to move them away from the machine. The sepa- 
rator, pressure foot and other parts are of simplified 
construction with efficiency and durability built in. 

Because of the mechanical construction the feed belt 
is caused, as it travels, to continually so twist as to 
maintain the envelope top against the back wall of 
the machine, assuring the envelopes passing evenly 
over the moistener, which requires no adjustment for 
varying lengths of envelope flaps. The moistener is all 
metal, with no wicks, sponges or brushes. Two simple 
adjustments for length and width of envelopes are the 
only operations necessary and various sizes can be put 
through in one operation. 

The Model SM is electrically driven with a speed of 
500 envelopes per minute. Its belt to the motor is of 





MOTOR-OPERATED MULTIPOST ENVELOPE SEALER 


the canvas automobile fan type, and all bearings are 
of the oilless type, requiring no lubrication. The SH 
is a geared hand drive with a speed of 200 per minute 
and the SS is a hand crank drive handling 75 per 


minute. 


_—e 





THE NEW OHMER CASH REGISTER WHICH WAS FULLY 
DESCRIBED IN THE JUNE ISSUE. 


oma 


SPIRIT HECTOGRAPH CARBON 

A new carbon for use on spirit duplicating machines 
has been developed and placed on the market by the 
Columbia Ribbon & Carbon Manufacturing Company, 
Inc., Glen Cove, N. Y. The carbon, known as No. 440, 
is made to be used with equal facility on standard or 
noiseless typewriters and gives a sharp and brilliant 
write. It also performs well when used for long or 
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short runs. Additional features of the sheet are that 
it is extraordinarily clean to handle and. that it will 
not let-down over a period of time. 

Secs 


STA-RITE STENCIL ANNOUNCED 

The J. G. Gingg Supply Company, 214 Mission street, 
San Francisco, Calif., distributors of the products of 
the Sargent Manufacturing Company, Inc., last month 
announced a new stencil to be known as the Sta-Rite. 

The Sta-Rite is a non-cellulose sheet produced and 
perfected after twelve years of selling to the consumer 
on the part of the manufacturers. It is designed to 
simplify stenographic work and machine operation in 
bringing about perfect reproduction. Viso-Guide silver 
top printing eliminates eye-strain and assures perfect 
alignment of copy. 

The new stencil is produced in the Sargent organiza- 
tion’s new factory, where the actual manufacturing 











CONTAINER FOR THE NEW STA-RITE STENCIL 


embodies a new fiber treatment known as the Fiber- 
Fix. This, it is said, adds strength to the stencil and 
makes long runs possible. 

oo 


FRIDEN’S SUPER-MATIC CALCULATOR 

Super-Matic is the name of a new calculator boast- 
ing a number of new features which has recently 
been announced by the Friden Calculating Machine 
Company, San Leandro, Calif. 

Said to be exceptionally fast and quiet in operation 
the Super-Matic is equipped with a new fully-auto- 
matic multiplier and dial setting knobs which per- 
mit the operator to avoid such operations as mental 
counting, dial watching or manual shifting. It per- 





SUPER-MATIC CALCULATOR BY FRIDEN 


forms negative and positive multiplication, clears and 
returns its carriage and gives accumulated products 
or multipliers entirely automatic. 

=< « 


NEW MACEY STEEL DESK LINE ANNOUNCED 

A new line of handsome and modern steel desks in 
which there is a model for practically every use has 
been announced to the trade by The Macey Company, 
Grand Rapids, Mich. 

Illustrated here is the No. A60B. Like all other mod- 
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els in the new line this desk boasts a number of im- 
portant improvements in construction, utility and 
appearance. On the technical side the desk is equipped 
with pedestals lined with sound-deadening insulation 





MACEY’S A60B DESK 


while all drawers, including the card storage drawers, 
are mounted on full-floating rollers. Concealed wiring 
outlets, solid bronze finished shoes and drawer pulls, 
rubber drawer bumpers, a patented automatic locking 
mechanism, a cylinder lock and a center drawer pencil 
tray are all included in the line. 

Many finishes are available including the following 
which are standard: olive green No. 163, walnut No. 
172, mahogany No. 153 and oak No. 173. 
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GAYLO’S NEW UTILITY TABLE 
Featured by a three-ply wood top covered with at- 
tractive Spanish leatherette to make it noiseless, a 





UTILITY TABLE BY GAYLO 


new utility table has recently been produced by the 
Gaylo Manufacturing Company, 820 North Michigan 
avenue, Chicago. 

Constructed and designed for use in the home as 
well as the office, the new table is available in green, 
mahogany and walnut colors and may be had with a 
plain metal top. It is of baked synthetic enamel finish 
and is shaped for the comfort of the user. 

The table is compact and sturdily built, making it 
an ideal stand for the typewriter, telephone, adding 
machine or other office machine. Further details fur- 
nished on request to the company. 


—————__—= > 


“OUTDOOR LIGHT FOR INDOOR” 

A new series of lamps, including practically every 
model for the office, factory, and home, and marketed 
under the slogan of “Outdoor Light for Indoor” is being 
introduced to the trade by the North’rn Lites Com- 
pany, 844 Rush street, Chicago. 

The lamps embody a new factor in artificial lighting 
which is achieved by a scientific arrangement of 
reflection. Employing a specified bulb, and a scientific 
method of proper curvatures a blend of all colors of 
the rainbow is produced in an artificial light which 
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closely approximates the north sky light of natural 
daylight. “Thus,” say the manufacturers, “glare is 
eliminated and eye strain relieved.” 

With what this is most readers are familiar, from 
experience in the haberdashery or clothing store when 
the salesman has lead them over to one of these lights 
to see the color of the goods under natural daylight 
conditions. 

One of the clever and interest-compelling features of 
the new output, which recently won a substantial 
award at the Navional Inventors Congress, is the fact 
that nearly every model in the entire line has been 
named after one of the planets. These include the 
Borealis, Jupiter, Juno, Morning Star, Evening Star, 
Mars, Comet, Mercury and Dawn. Each of these is a 
specially-constructed number for a specific purpose and 
include floor, desk, table and “clamp-on” models. 

Although introduced only a short time ago, the new 
light has made a remarkable record. 

An interesting folder, issued by George Walker, head 
of the North’rn Lites Company, contains a technical 
explanation of the function of the new lamps. They 
preduce, the folder states, a natural outdoor light, soft 
and white without shadows or glare of sufficient foot 
candle power for the finest and most detailed work, 
while the light distribution is of proper coverage for 
the space of a stipulated task. 
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TWO NEW WELDON ROBERTS ERASERS 

The Weldon Roberts Rubber Company, Newark, N. J., 
has recently announced the addition of two new num- 
bers to its extensive line of erasers. They are the Hexo 
Nos. 1010 and 1000. 

Although the No. 1010 has been in existence for some 
time it has been greatly improved in the new model 
by the incorporation of a short bevel at either end, 
which makes it a practical cleaner of everything from 
charcoal, crayon and pencil drawings to wallpaper, 
gloves, fabrics and even white shoes. 

The Hexo No. 1000 is new and is a smaller number 
of the No. 1010 and made to retail for five cents. 
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VARAT’S NO. 458 ZIPPER CASE 

The Murray Varat Company, 25 Market street, Chi- 
cago, this month is featuring a new zipper brief case 
in which is incorporated a number of novel features 
and which is listed as the No. 458. The case measures 
17x13 inches and is said to be ideal for attorneys and 


accountants. ; , 
The zipper case is unusually commodious, having six 





THE NEW NO. 458 BRIEF CASE 


large, accordion-style pockets. There are, as added 
features, two disappearing handles and a three-way 
zipper with genuine leather gussets. Hand turned, the 
case is of topgrain cowhide with shark finish. It is 
available in black or brown leather. 

Further details of this number or the company’s 
entire line will be forwarded dealers on request to the 
company’s home offices. 





GEORGE HAUSAM PASSES AWAY 
George Hausam, president of the Hutchinson Office 
Supply & Printing Company, Hutchinson, Kansas, died 
near Carrizozo, N. M., June 27 from carbon monoxide 
poisoning as a result of a tragic accident. He was 
fifty-two years of age. 
Facts of the accident, pieced together at a coroner’s 





THE LATE GEORGE HAUSAM 


inquest at Carrizozo, revealed that Mr. Hausam was 
taken ill when a broken exhaust pipe of his automobile 
allowed the fumes to enter his car as he was driving 
to a mining claim near the New Mexico town. He 
managed to drive to a nearby camp where he fell from 
his car when an attendant opened the door of the 
machine. He was given medical attention but soon 
after suffered a relapse and died en route to a hospital. 


Prominent in Field 


Mr. Hausam was one of the best-known men in the 
office equipment industry and for a considerable time 


was prominent in National Stationers Association af- 
fairs. At one time he was in the lumber business at 
Osage, Okla., but went to Hutchinson twenty-seven 
years ago to become associated with the Hutchinson 
Printing Company. 

He served well and faithfully, winning the esteem of 
all who knew him by virtue of his impressive business 
ability and his pleasing personality. In 1920 he became 
president and principal stockholder of the present 
company. His many duties did not in the least curtail 
his managerial activities and following the organizing 
of the McArthur Packing Company at Hutchinson he 
became president of that firm also. 

Mr. Hausam was an ardent sportsman and was sev- 
eral times winner of the Kansas Editorial Golf Asso- 
ciation championship. He was also one of the founders 
of the Hutchinson Baseball Association, and found 
time to be actively connected with the local Chamber 
of Commerce and the annual Fourth of July Sports 
Fiesta. 

Tragedy entered Mr. Hausam’s life five years ago 
when his wife was killed in a highway accident. He 
had barely recovered from that blow when a son, 
George, Jr., was stricken with scarlet fever two years 
ago last Christmas and died after an illness of only 
three days. 


Artist of Note 


Mr. Hausam was born in Stewartsville, Mo., and went 
with his parents to Oklahoma when he was a small 
boy. In his youth he was considered a skilled violinist 
and in later years won considerable acclaim as a com- 
poser of unusual ability. He was a member of the 
Hutchinson Rotary Club and the First Methodist 
church. 

Following funeral services at Hutchinson with the 
Rev. W. O. Mulvaney and Dr. Claude J. Miller officiat- 
ing, the body was interred in a mausoleum wherein 
rest Mr. Hausam’s wife and son. 

He leaves another son, Lee B. Hausam; a daughter, 
Loa Marie Hausam, both of Hutchinson; two brothers, 
J.U. Hausam, Hutchinson, and Adam Hausam, San 
Jose, Calif.; and two sisters. Mrs. Cassie Wayland, 
Hutchinson, and Mrs. Annie Phenis, Blackwell, Okla. 
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“WRITING AND STENOGRAPHY IN ANTIQUITY” 


Of interest to those who would be informed upon 
the history of writing and stenography is the enlight- 
ening booklet entitled, “Writing and Stenography in 
Antiquity,” which was published in Paris as a souvenir 
on the occasion of the recent bi-millennium of Roman 
stenography. 

The twenty-page brochure contains notes written 
by Albert Navarre, national minister of education of 
France and editor of La Revue du Bureau, as well as 
author of an important source book on the history of 
stenography—“L’Hictoire General de la Stenographie.” 

The booklet also includes an address delivered by 
Mr. Navarre to the 34th Congress of the National 
Federation of Stenographic Societies of France, in 
which Mr. Navarre dwells upon the life and contribu- 
tion of Tiro, whom he considers the inventor of ab- 
breviated writing. 

In his dedicatory statement, the author declares 
that teachers of stenography should know the history 
of their subject, in addition to mere technique. 

Description of ancient writing instruments is briefly 
covered in the opening paragraphs. Emphasis is given 
to the calamus, the reed which was used for writing 
in early times, and which is still used in the Orient. 
The notes reveal that the Hebrew word “et” refers to 
the calamus and also to metal and other instruments. 
It is believed that the Hebrews acquired the use of 
the calamus in Egypt. There follows a discussion of 
the knife to cut the calamus. 

How the Romans wrote is interestingly described, 
with reference to their use of wax tablets upon which 
inscriptions were made with the stylus. The Romans 
also wrote on papyrus and parchment with gum or 
lamp black. 

The method of rolling and taking care of the rolled 
manuscripts is described. At Herculanum is a small 
library room with cases of more than fifteen hundred 
rolled manuscripts. 

The author points out that there were many book 
stores and celebrated publishers among the Romans. 
The slaves of Rome, called the “literati,” performed 
the same service to literature as the printing press of 
today. The copyists made many manuscripts, some 
of which were in abbreviations known as “Tiro- 
niennes” notes. He points out that books were more 
widespread than we imagine. Public readings which 
were held for spreading literary information were in- 
troduced under Augustus. 

The origin of the newspaper dates to the Roman 
times, when the manuscript was given to the public, 
first annually, then monthly, finally daily, and even as 
today, with several editions. 

In his speech to the Congress, Mr. Navarre dwelt 
upon the origin of writing in which he said, “We 
must go back beyond the Romans, to Egypt and Phoe- 
nicia, to Ninevah and Babylon, for the signs of 
hieroglyphics and the cuneiforms.” He mentioned the 
research which is being conducted today, and referred 
to new tablets that Mr. Parrot has discovered in the 
ancient Babylonian city of Mari. 


Since the Congress had met also to honor Conen de 
Prepean (died November, 1837), who contributed much 
to stenographic systems, Mr. Navarre indicated tribute 
should likewise be paid to Jean-Francois Champol- 
lion, who, he said, the world must thank for decipher- 
ing the hieroglyphics. The speaker explained how the 
hieroglyphics were first deciphered and pointed out 
that Egyptian writing was composed of an alphabet 


A STATIONERY STATIONARY TRAIN.— 
This cleverly-made engine and two-car 
train drew crowds to the store window 
of the Peerless Printing Corporation, 
Marion, Ohio, recently. A portable type- 
writer, waste basket, ruler and other 
items made up the engine, while stor- 
age boxes and adding machines made 
good imitations of freight cars. Note the 
crossing warning consisting of rulers 
and pens. 
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of twenty-five letters, which appears to be the an- 
cestor of the semitic alphabet. A series of symbols 
was also included to make the sense of the word more 
precise. In this way came an alphabet (about 3000 
B. C.) of which the signs sometimes had the values of 
letters, sometimes of words, sometimes of ideas. He 
said, however, that modern stenography and hierogly- 
phics are not to be compared. From his research and 
that of his associates, he held that the Tironian notes 
were not derived from a more ancient source. These 
were the notes introduced by Tiro, secretary to 
Cicero, about twenty centuries ago. Mr. Navarre held 
that Tiro’s method was new, rather than being taken 
from the Egyptian as has been stated by others. 

The son of a Roman slave belonging to Marcus Tul- 
lius Cicero, Sr., Tiro was born about 103 B. C. He 
was educated in Rome with Cicero’s sons, and after 
his death became slave to Marcus, Jr. Later given 
freedom, he remained a friend of Cicero and aided 
him as stenographer. After Cicero’s death, he wrote 
a biography of his master and produced other works 
on various subjects. 

In succeeding years Tiro’s stenographic method 
became widely used. The early church employed it in 
writing chureh doctrines. 

The principle of Tironian writing is the condensa- 
tion of the graphic elements of words, of which only 
the essentials are conserved. A Tironian note ordinar- 
ily consists of two parts, a radical or principal sign 
and a termination or secondary sign. Illustrations are 
presented in the pages of the booklet. 

Mr. Navarre said that the Tironian notes fell into 
disuse after the Carolingians, “since at that time 
Latin was being replaced by the vulgar language 
which in time became our national language.” 

In conclusion, Mr. Navarre commented upon the 
possibility of a common international language of the 
future. He expressed good wishes to the Italian offi- 
cials and thanks to the ambassador who participated 
in the ceremonies. 

> a — 


TANNERS’ COUNCIL CLARIFIES LEATHER TERMS 


The Tanners Council of America recently issued two 
statements to the trade in which clarification of the 
term “chamois” was stressed and a program of labeling 
leather was announced. The first statement follows: 

“The term ‘chamois’ may only be used to describe 
the flesher or undersplit of a sheepskin, oil dressed or 
suede .inished. This definition, promulgated by the 
Council years ago, has been officially recognized by 
the Federal Trade Commission in two cease and desist 
orders which were issued last year.” 

The second statement concerned the designing of 
five labels which will be issued by the Council to fur- 
niture manufacturers and attached to articles before 
shipment to retailers. 

The labels have been designed to cover the following 
types of leather: full top grain leather, snuffed top 
grain leather, machine buffed leather, medium buffed 
leather (special machine buffed), and deep buffed 


leather. 
Oe 


EAGLE PENCIL STRIKE DISTURBANCES 


New York City dailies on June 22 carried photo- 
graphs of police and strikers battling outside the 
Eagle Pencil Company plant at 712 East Fourteenth 
street. The disturbances are ‘said to have occurred 
when strikers and pickets attempted to prevent non- 
striking workmen entering the premises. 
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A Commercial Invitation to 
Commercial America 


By Luigi J. Buckle, Therapeutist, etc., Nsawam, 
Via Accra, Gold Coast, West Africa. 


W sr AFRICAN commerce has been seriously in- 
viting the attention of commercial America, which 
has not been forthcoming in a satisfactory form. It is 
the commercial spirit that gives and takes in the way 
that benefits both givers and takers of both sides that 
has been wanting. Naturally, no nation would invite a 
foreign commercial spirit that would not bring benefits 
to it in some form. 

West Africa is a very large territory that is full of 
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natural resources. It is an agricultural territory whose 
products should be a source of huge commerce between 
it and foreign countries. But its natural resources have 
mainly benefited foreign industry and enterprise, with 
comparatively a mere pittance of benefit to the natives 
of this territory. This has been so because the spirit of 
foreign industry and enterprise has not brought fair 
consideration for others to bear in its exploitation of 
the natural resources of West Africa. 

It is a territory that is full of gold, manganese, dia- 
monds, petrol, tin, iron, coal, mica, timber and others, 
as natural resources. And the considerable quantities 
of these that have been exploited by foreign industry 
and enterprise within half a century, mainly for the 
benefit of the foreign industry and enterprise, bear out 
the fact. 

As an agricultural territory, it has received much 
consideration from its inhabitants, who have exten- 
Sively cultivated the portion of the land that is fertile. 
The products of this cultivation have year after year 
well testified to the agricultural energy of the in- 
habitants. 

These agricultural products, upon which depend the 
welfare of the people, and the great patronage that the 
inhabitants give to foreign merchandise, have been 
seriously inviting the attention of commercial America 
to bring a fair spirit of give and take to bear for com- 
mercial business. 

The agricultural energy of the inhabitants is produc- 
ing large quantities of ground-nuts, beans, peas, copra, 
plantain, banana, cassava, lemon, orange, fig, cotton, 
coffee, kola, cocoa, sweet potato, hides and tanned 
skins, sugar-cane, tomato, onion, and several others. 

There are large areas of forests of palm from the 
fruits of which oil and kernels are abundantly ob- 
tained; forests of timber, gum acacia, shea, all of 
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which afford valuable commercial product that need 
a wide and substantial avenue into foreign countries. 
And there are extensive rubber plantations which yield 
a good quality of rubber that is suitable for various 
manufacturing usages. 

In view of this, it has been a conspicuous disap- 
pointment that has been painfully felt at several places 
of this territory that the commercial spirit of America 
has not given its attention to the valuable products of 
this territory with view to an extensive give and take 
business program that would perform the dual role of 
benefitting itself as well as benefitting the inhabi- 
tants of West Africa. 

If commercial America brings a benevolent spirit 
when embarking on a substantial commercial business 
with West Africa, it will find plenty of profitable items 
of commerce in the fields, forests, and cities of this 
territory. 

Without grumble, we pay full prices for European 
and American merchandise. In return we also need to 
be paid full prices by Europeans and Americans for our 
commercial produce. 

It is expected that there will be an early response 
from the commercial spirit of America to the invitation 
energetically to participate in the benefits of foreign 
merchandise trade at West Africa. 


The United States as a Beneficiary of Greater 
Portion of Office Equipment Trade and 
Motor Traffic at West Africa 


That the United States of America jis the beneficiary 
of greater portion of office equipment trade at West 
Africa is readily disclosed by the percentage of office 
equipment of American manufacture that is stocked 
and sold by stationery and furniture stores in this 
country. There is scarcely a stationery store in the 
country that does not stock office materials of Ameri- 
can make. And many are the furniture stores that 
stock and sell furniture of American make, viz—chairs, 
desks, safes, metal office boxes, etc. 

Large quantities of paper, envelopes, ink, pencils, 
pens—ordinary and fountain, rulers, blank books, 
erasers, inkstands, pastes, compasses and other draw- 
ing materials of American make are stocked and sold. 

All of the popular typewriters in use in the country 
are of American manufacture. They are Remington, 
Underwood and Smith, of various grades. It is com- 
plimentary indeed to American industry that it is al- 
most the sole beneficiary of the very large trade in 
typewriters that is done at West Africa. 

West African motor traffic which is very great con- 
sists mostly of motor transport vehicles of American 
manufacture. The most popular of these are the Ford, 
Reo and Chevrolet, many thousands of which are found 
daily running on West African streets. 

The United States of America is the beneficiary of 
great portions of office equipment trade, motor traffic 
and other items of foreign merchandise trade at West 
Africa, which justifies the invitation to the American 
benevolent commercial spirit to come to West Africa. 


Recent Visit to Stores 


Recently I visited many of the merchandise whole- 
sale and retail stores at West Africa. Among them, 
however, only those of the stationery group could be 
classified as office equipment stores. But they also were 
devoid of heavy wooden and metal office equipment, 
viz—Shelves, desks, chairs, typewriters and other writ- 
ing machines, safes, office boxes, etc. Their stock con- 
sisted of paper, envelopes, pens, pencils, inks, blank 
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books, printed literature, inkstands, penracks, rulers, 
oil and water colors, pastes, slates and slate pencils, 
blackboards and chalk, paper-works, compasses and 
other drawing materials. Most of these were of Ameri- 
can manufacture. The words “of American manufac- 
ture” appeared to have some magic in them so that 
they were attracting considerable daily patronage. 

In many general merchandise stores I saw large 
quantities of heavy wooden and metal office equip- 
ment stocked and being sold as side lines. Typewriters, 
chairs, safes and office boxes were to be found in many 
haberdashery stores. Fortunately for the office equip- 
ment trade, the wooden and metal office equipment, 
when stocked in haberdashery stores, has always been 
given prominent places in those stores co that they 
have been immediately seen by customers. 

In some stores some of the typewriters are shown 
in the glass windows, and some of the chairs, safes 
and office boxes are shown outside the doors of the 
stores. At such prominent places they attract the at- 
tention of passers-by who make unexpected purchases. 

Though it would be better if there were separate 
office equipment stores in the country, in which every 
item of office equipment, both light and heavy, could be 
found, the sale of the heavy items by haberdashery 
stores as side lines has done much good to the office 
equipment trade. Customers enter those stores to pur- 
chase haberdashery and they unexpectedly find dis- 
played such items of office equipment, viz.—typewriters, 
safes, chairs, office boxes, which attract them and 
they buy. 

In the furniture stores, desks, chairs, shelves, safes, 
office boxes, pictures, washstands, looking glasses were 
the important office equipment lines that were found 
among the general stocks. 

But the most important observation was that more 
trade was being done in the items of office equipment 
of American make than in other makes. 

West Africa needs a benevolent response from the 
United States of America to the commercial invitation 
herein expressed. When it comes forth, much indeed 
will be the benefits for both sides. 








AN EFFECTIVE DISPLAY OF PRODUCTS OF THE CARTER’S 
INK COMPANY IN A RECENT WINDOW PRESENTED BY 
THE H. S. CROCKER COMPANY OF SAN FRANCISCO. 
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"He Backs the Slow Horse— 
And Wins" 


By Ena Fitzgerald 


tin quaint little town pictured by Oliver Goldsmith 
as a setting for his “Vicar of Wakefield,” now a classic 
of English literature, is lost in the Wakefield of today 
—a city of 53,000 population. But the famous cathe- 
dral and some other structures of earlier Wakefield 
remain to attract visitors from near and far. Many 
from the United States. Quiet little streets—just off 
the teeming highway which carries the traffic of in- 
dustrial Yorkshire—are there with their memories of 
rural England. And on one of these—Wood street— 
may be found the Eagle Press, a stationery establish- 
ment operated by T. A. Braithwaite who started the 
business thirty-four years ago and, with the excep- 
tion of three years during the war, has run it continu- 
ously ever since. 

The Eagle Press shop with its smart but unobtrusive 
front, is a mixture of the old and the new. “Should 
one person ask for an article it may not be worth 
stocking, but if two ask for it, it might justify doing 
so.” Upon this principle has been built one of the 
most remarkable stationery businesses—known today 
to hundreds of big commercial houses and profes- 
sional men all over the North of England, and even in 
the South and Midlands. Offices can get from this 
stationer the most unusual and rarely asked-for arti- 
cles. 

Some of the items carried in large quantities—in 
addition to commercial stationery and the model 
printing department bear mentioning as typical of 
the shop. There one may purchase analysis books 
(from two to thirty columns), black cardboard, green 
legal tape, jewelers’ tickets and reducing glasses and 
several hundred varieties of brushes for artists. And 
Mr. Braithwaite has built furniture to fit the stock 
as a space saver. 

The business is conducted under an admirable sys- 
tem. Without moving from his desk, Mr. Braithwaite 
can obtain information relating to every department 
of the business. This is done by the maintenance of 
a card index system operated in special card index 
Grawers. These cards are kept up to date by informa- 
tion from heads of the various departments, including 
the print shop so that every phase of current opera- 
tion of the entire organization is ready for instant 
scrutiny at Mr. Braithwaite’s desk. 

To facilitate transactions with the manufacturer’s 
representative, a check up of requirements is made 
upon receipt of his advance notice. Upon arrival he 
finds the order prepared. Thus saving time for both 
buyer and seller. Advertisements in one hundred of 
the West Riding buses which run between several large 
industrial towns keep their readers informed of the 
lines—one thing at a time. A direct mail campaign to 
customers—with business reply card license keep them 
reminded of the shop. 

Mr. Braithwaite is also an author, having published, 
under the name of Arnecliffe, several works on the 
English language and urging a reform of spelling in 
England. His books, written in an easy, often humor- 
ous vein, have been well received by educationalists, 
but Mr. Braithwaite believes that the spelling reform 
he advocates will come only through quiet persever- 
ance. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 


of this journal their headquarters. 


The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 


the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 


York, will be happy to be of any possible service. 


While the facilities at New York are not so many as at Chicago, 


there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 

upon Vincent Jackson at 22 St. Andrew street, Holburn Circus, London EC4.: 

Mr. Jackson’s contacts with the trade and its organizations afford him informa- 
tion valuable to those desiring to cultivate the British market. 


London, June 4, 1938. 


Since my last letter we have had what one might al- 
most call the usual series of crises on the Continent, 
a lot of bad weather, and the famous Derby race. 
These in various ways have their effect on business. 
Uncertainty on the Continent means uncertainty in 
the stock market. The bad weather has thoroughly 
upset and disorganized the clothing trade, because 
although we are officially in Summer, we have not had 
any summer weather—yet. As for the Derby, that is 
the one bright spot—at least for some people who 
were sufficiently fortunate to win. It is amazing the 
number of people who normally are not interested in 
horse racing, who have a “flutter” on the Derby. Who 
can say but what it is not a very good thing for a lot 
of people to get a little thrill out of this national event 
and so turn their thougths from pessimistic subjects. 


* * * 


Anyhow, there was no pessimism at a recent dinner 
I attended at the invitation of the Continental Type- 
writer Company, Ltd. It was their twenty-fifth birth- 
day and they had invited some 150 guests to the 
Dorchester hotel in Park lane. Most of the guests 





were their agents and Continental Typewriters are to 
be congratulated on having the cooperation of such 
a fine and cheery crowd of fellows. 

We were received in the first place by Mr. H. E. 
Poole, the Managing Director, who introduced us to 
Mr. F. W. Anschutz, a director of the company who 
had come over from Germany specially to meet his 
English colleagues. 

After a little get-together and chat over cocktails, 
we retired to witness an interesting film showing the 
manufacture of typewriters, book-keeping machines, 
and other office equipment in the Wanderer-Werke fac- 
tory in Germany. They certainly have an amazing 
plant, employing over 8,000 hands. Although only an 
amateur film, the photographer had taken pains in 
showing the operatives at work, and also on an outing 
to Berlin. 

Practical demonstrations of the features of Silenta 
machines were given with a battery of six typewriters, 
whilst Mr. H. W. D. Buckeridge, the general manager, 
gave us a short talk. Following a demonstration in 
an adjoining room of all the Continental products, we 
sat down to an excellent dinner in the ballroom. Mr. 
Poole took the chair and apologized for the regrettable 
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1. Typewriters and calculators of Messrs. Rheinmetall-Borsig, 
A. G., Sommerda, Germany. 

2. Pelikan rotary duplicators shown by Gunther Wagner, 
Peliken-Werke, Hanover, Germany. 

3. Groma typewriters made by C. F. Grosser, Makersdortf, 
Germany. 


absence of the following distinguished guests—Lord 
Horder; Sir James Purves-Stewart and Sir Christopher 
Robinson, all of whom are particularly interested in 
noise abatement. Supporting Mr. Poole were Mr. F. W. 
Sleath, president of the Typewriter Trades Federation; 
Mr. A. R. Jackson, chairman of the Office Appliance 
Trades Association, and Mr. F. W. Anschutz, to whom 
I have previously referred. 

Quite a number of short and humorous speeches 
followed the dinner, and it is obvious that those who 
had the pleasure of selling Continental typewriters in 
various parts of the British Isles codperated very 
closely with the parent company. The whole repre- 
sented a very fine spirit. Specially was I struck with 
the esteem with which dealers hold Mr. H. W. D. 
Buckeridge, and several commented on his courtesy 
and helpfulness when they are in any difficulty. 

* cd * 


One of the directors, Mr. Fred Barlow (well known 
in the trade in the Birmingham district) has sent me 
notification of the recent registration of Office Ma- 
chinery, Ltd., having registered offices at 42 Victoria 
Street, London, SW1. 

I understand that this is a marketing organization, 
and that they are prepared to consider agencies from 
manufacturers. The directors and shareholders of this 
company are situated in several of the principal towns 
and, in their locality particularly, are well known 
members of the office equipment and appliance in- 
dustry. It therefore follows that any agency under- 
taken by Office Machinery, Ltd., will have the advan- 
tages of distribution throughout England by means of 
existing and well organized sales forces. 

* * * 


I see in a recent issue of the Powers-Samas magazine 
that these good people have put on the market a new 
Powers Sterling multiplying punch. They claim that 
this is the first machine which will multiply direct in 
sterling. 

* * * 

As you know we have a monetary system which is 
the bug-bear of calculating machine people and Pow- 
ers-Samas have certainly got a “winner” if they can 
calculate in sterling currency without conversion to 
decimals. Incidentally this is an entirely British in- 
vention.— VEJ 

9 — 2 


FINNISH OFFICE EQUIPMENT MOVES 
Osakeyhtio Konttoritarpeita, Helsinki, Finland, re- 
cently moved to new and larger quarters at P. Esplana- 
adikatu 37. News of the change in location was re- 
ceived from Walter Lindfors of the company. 


AT THE 1938 LEIPZIG SPRING FAIR 
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4. Mercedes typewriters and calculators made by Mercedes 
Buro-Maschinen-Werke, Zella-Mehlis, Germany. 

5. Torpedo typewriters and calculators made by Torpedo- 
Werke, A. G., Frankfurt, a. M., Germany. 

6. Continental typewriters and bookkeeping machines made 
by Wanderer-Werke. Siegmar-Schonau bei Chemnitz. 


PELIKAN-WERKE HOLDS CELEBRATION 


With appropriate ceremonies in which executives 
and employes took prominent parts, the centenary 
celebration of Gunther Wagner’s Pelikan-Werke, Hann- 
over, Germany, was held recently. The company man- 
ufactures inks, erasers and several other types of office 
supplies. 

The present head of the Gunther Wagner organiza- 


DR. FRITZ BEINDORFF AT HIS DESK 





tion is Dr. Fritz Beindorff who joined the company in 
1881. Seven years later he married a daughter of Mr. 
Wagner and in 1895 purchased from his father-in-law 
the entire plant. He is assisted in the management 
of the business by two sons. 

The business was launched in 1838 by Carl Horne- 
mann who sold the firm to Mr. Wagner in 1871 after 
eight years as a chemist and plant manager. 

i 


KNIEHAHN JOINS WANDERER-WERKE 


From a German report we learn that Mr. Kniehahn, 
doctor of engineering, has been appointed to the man- 
aging committee of the Wanderer-Werke and has been 
charged with the technical direction of the whole en- 
terprise, including milling machines, tools, Continental 
typewriters, adding and bookkeeping machines, as well 
as bicycles and motor-bicycles. 

Mr. Kniehahn has worked in the construction of 
machines, in the electro-technical industry and fine 
mechanics. He also founded the first technical pro- 
fessorial chair of fine mechanics of Germany and 
abroad at the Technical Academy of Dresden. He still 
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performs this professorial work besides his activity in 
the industry. 

Mr. Kniehahn is not unknown among experts. He 
has been active in different lines of the technics as 
constructor and inventor. Also in his scientific works 
and in the application of scientific knowledge in prac- 
tical manufacturing he has always manifested an ex- 
cellent adaptability regarding theory and practice. 

SSI Se 
ITALIAN KING HONORS VERONA 

Dr. Rino Verona, son of Cesare Verona, Turin, Italy, 
representative in that country of Remington Rand, 
Inc., and the Monroe Calculating Machine Company, 
was recently paid a high honor when appointed a 
Cavaliere of the Crown of Italy by King Victor Eman- 
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uel. The appointment brought hundreds of messages 
of congratulations from friends of Dr. Verona who for 
several years has been associated with his father in 
the management of the latter’s business. 


JAPANESE STATIONERY PUBLICATION A COLOR- 
FUL JOURNAL 

Recent issues of the Bungu-Kai (The Stationery 
World) published monthly in Osaka, Japan, carry 
numerous advertisements and feature material point- 
ing to a strong activity in the industry in Japan. The 
advertising announcements in each issue show some 
American made products but for the most part present 
a display of Japanese manufacturers. 

The Bungu-Kai has been serving the industry in 
Japan for many years. The latest issue contains spe- 
cial inserts on colored paper and advertisements print- 
ed in a variety of colored inks. They reflect the mod- 
ern trend and progress of the Japanese office supply 


field. 
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FRENCH BUSINESS MEN TO VISIT UNITED STATES 

The Bulletin of the American Chamber of Commerce 
in France announced that a group of French business 
men are to visit the United States this month with an 
itinerary which includes New York, Philadelphia, 
Washington, Atlanta, New Orleans, Houston, Los An- 
geles, San Francisco, Salt Lake City, Denver, Tulsa, 
Chicago and Detroit. The return to France will be 
made through Toronto, Ottawa, Montreal and Quebec. 


SIMPLE AND DIGNIFIED.—That was a 
description recently tacked on this win- 
dow of Crawford Typewriter Company, 
153 B street, San Mateo, Calif., owned 
by T. K. and C. L. Crawford. The store 
was opened two years ago by the 
Messrs. Crawford and carries a full line 
of typewriters, adding machines, dupli- 
cators and supplies. (Foreman’s Camera 
Shop Photo.) 





OFFICE APPLIANCES 


BROCHURE HONORING SENEFELDER 

From Ernst Rudolf Bohne, Berlin, we have received 
a brochure commemorating the services of Alois Sene- 
felder for his invention of lithography. The work was 
written and issued by Otto F. Reinhard, in codperation 
with Feinpapierfabrik J. W. Zanders; Albert Frisch, 
Graphische Kunstanstalt and E. A. Schwerdtfeger & 
Company Aktiengesellschaft. The brochure is well 
illustrated with pictures identified with the life of 
Senefelder. 

The sister arts, lithography and letterpress, have 
flourished side by side in the advancement of civiliza- 
tion. 

It will be recalled that the invention of Senefelder 
was the result of an accident, as was the case with a 
number of notable developments. Senefelder wrote his 
laundry list on a sensitive surface one evening. Came 
the morn. The writing of the laundry list had been 
transferred to the linen, and overnight a new art had 


its conception. 
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CORRECTING A WRONG IMPRESSION 


“Announcement that the printing department of 
Crane & Company, Topeka, Kas., has been taken over 
by the Hall Lithographing Company of the same city 
(reported in OFFICE APPLIANCES for June) has created 
impression in some quarters that Crane & Company, 
now in its seventieth year, is going out of business.” 

Quite the contrary writes Charles L. Mitchell, secre- 
tary of Crane & Company, as follows—‘“We are going 
in the stationery and office equipment lines ‘bigger and 
better’ than heretofore. The new arrangement under 
which Crane & Company becomes stockholders in The 
Hall Lithographing Company, with Frank Crane as 
one of the directors, gives us by the removal of the 
machinery of the printing plant, greatly increased re- 
tail store space. This provides a much enlarged me- 
chanical equipment department for Mimeographs, 
typewriters, checkwriters, check protectors and other 
mechanical equipment. Also sample room showing a 
complete line of new desks, chairs and filing equipment 
and space for the department which includes displays 
of the most modern methods of filing in its entire 
range. It also provides space for proper display of 
used furniture. 

“Other departments consisting of janitors’ supplies, 
legal blanks, stock library of blanks, county, city and 
township records, county superintendents and school 
districts and corporation supplies are featured as be- 
fore. The last named includes stock certificates, seals, 
stamps, records, etc. 

“In short, merging the printing and binding depart- 
ments is going to mean much to both organizations. 
It makes the Hall Lithographing Company plant the 
most complete printing, binding, lithographing, em- 
bossing, multilith and color producing plant in this 
whole middlewestern country, and from them we will 
buy all of our printing, binding, lithographing and 
embossing.” 

The commercial stationery division of ‘““The House of 
Hall” which embraces the entire range of stationery 
items with office furniture, wood and steel filing equip- 
ment, systems and office devices, is conducted by The 
Hall Stationery Company, a subsidiary. Its operations 


are in nowise limited by the enlargement of the print- 
ing plant. 
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THE GUEST BOOK 

William Pitt of Kansas City, elected vice-president 
of the Wilson-Jones Company early in June, looked in 
upon us on June 8 a few days before leaving for Eliza- 
beth, N. J., where he will make his headquarters at 
the Wilson-Jones Company factory, in charge of the 
eastern division. 

Mr. Pitt was long prominently identified with the 
loose leaf business in the company which bore his name 
before its merger with Wilson-Jones Company. In 
lesser way, he has kept his interest in the field through 
the intervening years. His many friends among the 
stationers will be glad of his greater activity in the 
field. 


P. S. Widdup, managing director of The Office Ap- 
pliance Company, Ltd., of Shanghai and Manila, gave 
us the pleasure of a call on June 18. Having arrived 
at Vancouver on the Empress of Japan the 15th of 
May, whence he came to Chicago by plane. His par- 
ticular interest here being for conference with the 
Victor Adding Machine Company, for which his com- 
pany has long been agent. He left on June 21 for 
Youngstown for a visit with The General Fireproofing 
Company, which his company has also represented for 
a number of years. From there he proceeded east for 
conferences with Royal Typewriter Company; Monroe 
Calculating Machine Company; Kardex department of 
Remington Rand, Inc.; The Todd Company; Kee-Lox 
Manufacturing Company; Elliott Addressing Machine 
Company and the Ediphone division of Thomas A. 
Edison, Inc., all of which his company has long repre- 
sented in China. In December, 1936, the company 
established a branch at Manila, Philippine Islands and 
was appointed Philippine agent by some of the com- 
panies around whose lines the China business has been 
built. The Office Appliance Company, Ltd., did a 
flourishing business in China. But like all others, ex- 
perienced great shrinkage of volume by the political 
conditions which have developed. Their branch in 
Manila improves the situation and affords some ad- 
vantages in carrying on the China trade by the shorter 
shipments from Manila, where the chief stock will be 
carried. The company maintains an efficient organ- 
ization under Mr. Widdup’s direction. He is an inten- 
sive cultivator with an effective technique. Mr. Widdup 
spoke interestingly about conducting business in the 
Far East. But we found time to wander off to even 
more interesting subjects with which he engages his 
mind after the day’s work. 


Jack Tracy, sales manager of the J. G. Gingg Sup- 
ply Company, San Francisco, signed the Guest Book 
June 20. He was on a trip which will keep him in the 
East during most of the summer establishing sales con- 
nections for the company’s new line of stencils referred 
to elsewhere in this issue. He reported excellent busi- 
ness in the West and was particularly optimistic about 
prospects in Chicago and elsewhere in the middle 
western and eastern states. Mr. Tracy believes it will 
be September before he returns to his Southern Cali- 
fornia home at Redondo Beach. It is his boast that 
from his house, perched atop of a hill, he can see 
Catalina Island on a fine day. 


Edward W. Curtis, Jr., vice-president and general 
manager of The Neidich Process Company, division of 
Underwood Elliott Fisher Company, Burlington, N. J., 
looked in upon us on June 28. By his interesting obser- 
vations and punch of conversation dispelled any 
temptation we may have had to drop from tiptoes and 
ease back on our heels. Also confirmed our long held 
opinion that genuine economy in ribbon and carbon 
usage is afforded only by the good grades of both 
products: And that nothing purchased for use in the 
office gives greater return on the investment than high 
standard ribbons and carbons. Mr. Curtis’ opinions on 
the subject reflect his knowledge of supplies problems, 
accumulated by experience. For several years as man- 
ager of one of the service divisions of the Elliott-Fisher 
Company, from which he advanced to sales manager 
of the Underwood Elliott Fisher Company, supplies 
division, then to vice-president and general manager 
of the “Nedich’” Company. Complimenting a friend 
upon his ability, acquired by selling experience, to 
stimulate a sales force. Mr. Curtis, unaware of it, gave 
us a good pep talk which “took.” 


5] 


“yY AND E” PROMOTES CURTISS AND BARNARD 

The appointment of two new managers for their 
Pacific Coast branches has been announced by the 
Yawman and Erbe Manufacturing Company, Roch- 
ester, N. Y. 

Ray H. Curtiss has been named as the successor to 
the late Charles H. Victor, and is now serving as 
Pacific Coast manager with offices in the San Fran- 




















RAY CURTISS PAUL BARNARD 

cisco branch. Mr. Curtiss joined the “Y and E” organ- 
ization as a San Francisco branch salesman in 1913. 
Seven years later he was appointed manager of the 
Los Angeles branch, the position he held at the time 
of his recent promotion. His new duties will not only 
include the managing of the San Francisco branch, 
but complete supervision of ail “Y and E” activities 
on the coast. 

The managership left vacant by Mr. Curtiss is being 
filled by Paul Barnard, whose history with “Y and E” 
dates back to 1927. In the past eleven years Mr. Bar- 
nard has served as a salesman in the Los Angeles 
branch and more recently as the manager of the 
branch print shop. 

xensnincssitigitaiieaiaiias 
C. OF C. BOOKLET DESCRIBES ATLANTA 

Pertinent facts and figures demonstrating the desir- 
ability of Atlanta, Ga., as a place of business and resi- 
dence make up the 1938 booklet issued by the Chamber 
of Commerce of the southern city. 

The booklet, which describes the Georgia capital as 
“the commercial, industrial and financial dynamo of 
the Southeast,” contains a number of charts and a 
photograph of the Atlanta downtown district as seen 
from the air. Each page impresses the reader with 
the many attractions Atlanta has to offer, and of 
which its 292,000 population—only 4960 of it foreign- 
born—is justifiably proud. 

Eight railroad systems serve fifteen main lines, 825 
factories turn out 1400 commodities, thirty-four col- 
leges and institutions of higher learning teach 15,000 
students, and 350 churches serve a total membership 
of 170,000, embracing twenty-six denominations. With 
all of this is nature’s gift of an equable climate, 
brought about by Atlanta’s 1050 feet elevation above 
sea-level, an altitude topped by no other city as large 
or larger save Denver, Colo. 

And added to Atlanta’s many physical and spiritual 
attractions is a group of mighty fine people engaged 
in the office equipment industry acquaintance with 
whom would be a delight. 

2 
BATES ANNOUNCES DEALER’S SALESMAN CONTEST 

If you’re a dealer’s salesman, and if you know the 
answers to any or all of thirty-four questions on prod- 
ucts of the Bates Manufacturing Company, you’re in 
line for a cash prize. 

All of which is by way of announcing a novel con- 
test announced by the Bates organization in which 
prizes of $25, $15, $10 and $5 are offered. Duplicate 
prizes in event of ties will be paid. 

The thirty-four questions were outlined in the June 
issue of Bates Brevities, the official house organ of 
the company, copies of which may be obtained on 
request. Answers to the questions must be in on or 
before August 1, and should be sent to Bates Brevities, 
aoe street, New York, N. Y., the firm’s home 
offices. 
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CONKLIN PEN COMPANY PURCHASED 
BY CHICAGO FIRM 

A few weeks ago The Conklin Pen Company, Toledo, 
Ohio, was purchased by American Merchandise Distrib- 
utors, Inc., Chicago, Ill. Announcement of plans for the 
future conduct of the Conklin business will soon be 
made by the purchaser. 

The Conklin Pen Company’s business was built 
around Roy Conklin’s idea for the employment of a 
rubber sac to make fountain pens self filling. The idea, 
which revolutionized pen manufacture throughout the 
world, was introduced at Toledo, Ohio, in 1891 by the 
company bearing his name. 

Several years passed before the invention made any 
considerable impression on the trade, but by 1900 the 
idea was well on its way to universal adoption. 

The first model produced by The Conklin Pen Com- 
pany was furnished with a “crescent” filler which pro- 
jected beyond the circumference of the pen barrel. 
Other manufacturers employed different means to com- 
press the rubber sac. Following the introduction of the 
lever principle by the W. A. Sheaffer Pen Company, 
self-fillers attained such popularity that the older 
dropper filled pens were withdrawn from the market. 
As a result of adopting the lever filler idea, the Conklin 
business was considerably expanded. The company 
flourished for many years and achieved world-wide dis- 
tribution for its line. 
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LEATHER SHOW OPENS AUGUST 1 


The National Luggage & Leather Goods Show, spon- 
sored by the National Luggage & Leather Goods Asso- 
ciation, will be held in the Pennsylvania hotel, New 
York City, from August 1 to 5. The event will be staged 
under the personal direction of George F. Little, man- 
ager of the association, who maintains offices at 220 
Fifth avenue. 

Among the many exhibitors who have leased dis- 
play space for the five-day exposition are several con- 
nected with the stationery and office supply industry. 
Included in these are the following five Chicago or- 
ganizations: The Murray Varat Company, 25 Market 
street; Stein Bros. Manufacturing Company, 231 South 
Green street; National Brief Case Manufacturing Com- 
pany, 512 South Peoria street; Charles Doppelt & 
Company, 412 Orleans street, and Frank Mashek & 
Company, 1914 North Milwaukee avenue. 

Additional information on the show may be ob- 
tained by writing to Association Manager Little. 
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DITTO TRANSFERS JUDT TO ALBANY 
W. G. Judt, formerly manager of the Baltimore office 
of Ditto, Inc., last month was transferred to Albany, 
N. Y., where he assumes the management of the com- 
pany branch at 103 Washington avenue. 


JOHNSON JOINS EAGLE-OTTAWA 

Phil S. Johnson, widely known journalist-promoter, 
recently joined the staff of the Eagle-Ottawa Leather 
Company, Grand Haven, Michigan, where he will take 
over Eagle-Ottawa general promotional work with the 
furniture industry. 

A former Grand Rapids and Chicago newspaperman, 
Mr. Johnson has been active the past fifteen years in 
promotion and trade paper work in the furniture field. 
In his new position Mr. Johnson, will lead in the 
development of new uses for leather and leather prod- 
ucts in furniture and house furnishings. 

Sales ability proven during the time he was em- 
ployed by the Grand Rapids Furniture Exposition for 
the furniture market qualifies Mr. Johnson to work 
with salesmen in the many Eagle-Ottawa branches. 
Cooperating with the sales force he will contact fur- 
niture retailers—dealers throughout the country who 
well know the genial “Phil.” 
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GLOBE-WERNICKE TRANSFERS GILPATRIC 

George H. Gilpatric has been transferred to the New 
England states to represent The Globe-Wernicke Cin- 
cinnati Co., according to H. C. Anderson, general sales 
manager. He will call on dealers in Connecticut, Maine, 
Massachusetts, New Hampshire, Rhode Island, and 
Vermont. 

For the past year Mr. Gilpatric has been covering 
Ohio, West Virginia and Michigan for Globe-Wernicke. 
Before going on the road he spent several years at the 
company’s factory in Cincinnati. His transfer to New 
England is in the nature of a homecoming as he is a 
native of that section. 

—— = 
OLD TOWN ADDS 10 TO N. Y. SALES STAFF 

Concentrating on its plan to increase facilities and 
service for customers, the Old Town Ribbon & Carbon 
Company, Inc., Brooklyn, last month added ten more 
salesmen to its staff covering Metropolitan New York. 

The new men have been assigned specific territories 
after being thoroughly trained in every phase of the 
industry, and they will go out into their respective 
districts fully prepared and equipped to aid dealers in 
solving whatever problems may confront them in the 
ribbon and carbon line. 
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SHEAFFER EMPLOYES RECEIVE BONUS 

On the eve of the annual vacation, employes of the 
W. A. Sheaffer Pen Company, Fort Madison, Iowa, were 
pleasantly surprised when a bonus of seven and one- 
half per cent, based on individual earnings for the six 
months period ending June 1, was given. 

At the same time W. A. Sheaffer, president of the 
company, touched an optimistic note when he said 
that at the present time more people are employed 
than during the peak business period of 1929. 
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UEF MAKES SIX BRANCH MANAGERIAL CHANGES 


Changes in managerships of six branch offices were 
announced last month by the Underwood Elliott Fisher 
Company, New York, N. Y. Those affected are F. G. 
Fink, L. W. Pickler, L. A. Weitz, N. L. Hackney, D. D. 
Felter and R. E. Ward. 

Mr. Fink joined the company in 1916. In rapid suc- 
cession he won the managerships of branches in Butte, 
Great Falls, Portland, Ore., Seattle and San Francisco. 
This time he returns to San Francisco. 

Mr. Pickler joined UEF twelve years ago and has 
been branch manager at Vancouver, assistant manager 
at San Francisco and manager at Spokane. He goes to 
Seattle. 

Mr. Weitz has been with the organization since 
1924 when he was a junior salesman at San Francisco. 
Later he became assistant manager in charge of both 
accounting and adding machine sales, manager of the 
Fresno branch and the Oakland sub-branch. He now 
takes over management of the Spokane office. 

From serviceman to branch manager is the record 
of Mr. Hackney who has worked for the company in 
various offices Charlotte, Raleigh, Nashville and Chat- 
tanooga, being sub-branch manager in the last-named 
city until his new appointment to manage the Nash- 
ville branch. 

Mr. Felter joined the company in 1921, leaving for 
a few months in 1928, only to return; in 1931 he was 
transferred to the adding machine division remaining 
there until appointed last month to manager of the 
Portland, Me., office. 

Eight years ago Mr. Ward joined UEF as an account- 
ing machine salesman when Springfield was a sub- 
branch under Boston. Later Springfield was made a 
consolidated branch office and Mr. Ward was appointed 
manager. He goes to Syracuse to manage the office in 


that city. 
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EAGLE-OTTAWA FORMS CANADIAN COMPANY 

In the June 10 issue of the “Tanbarker,” official 
house organ of the Eagle-Ottawa Leather Company, 
Grand Haven, Mich., appears a story reporting the 
incorporation of the Eagle-Ottawa Leather Company 
of Canada, Ltd. 

The new company, which is to be officered by the 
executives of the American firm and operated under 
the management of H. M. Whittington, was formed 
to “manufacture bark leather in Canada for the Cana- 
dian trade and export to the British empire.” 

Before the days of high duties, the article explains, 
Mr. Whittington sold Eagle-Ottawa’s finished leather 
in his native country. Since the tariff walls were 
raised against American imports into Canada it has 
become increasingly harder for him to serve the trade 
and the new company is the result. 
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PARKER GRANTED INJUNCTION AGAINST CAPLAN 

Invoking the Pennsylvania Fair Trade Act to protect 
its retailers from alleged illegal price-cutting the Par- 
ker Pen Company, Janesville, Wis., last month was 
granted a permanent injunction by the District Court 
of Pennsylvania against the Philip H. Caplan Com- 
pany, Harrisburg, Penna. The court ruling prevents 
the defendant selling any product manufactured by 
the Parker company at less than authorized resale 
prices. Attorneys for the Parker organization said the 
company was among the first in the fountain pen in- 
dustry to sign the various Fair Trade Acts and is pre- 
pared to take legal steps to enforce their provisions on 
behalf of Parker dealers. 
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PARROT ANNOUNCES PURCHASE OF F. B. MFG. CO. 

The following announcement concerning the pur- 
chase of the F. B. Manufacturing Company, New York 
City, was issued to the trade last month by the Parrot 
Speed Fastener Corporation, 37-18 Northern boulevard, 
Long Island City, N. Y.: 

“The business of the F. B. Manufacturing Company, 
1228 Intervale avenue, New York, N. Y., including stock, 
equipment and accounts receivable, was purchased by 
us as of June 1, 1938, from the estate of its founder 
and owner, recently deceased. Hereafter, all genuine 

“F. B.” loose leaf holders will be supplied by us through 
dealers in office supplies the same as all of our other 
products.” 


FRANK WATERMAN TO HEAD COMPANY 
Frank D. Waterman, Jr., last month was elected 
president of the L. E. Waterman Company to succeed 
his father, the late Frank D. Waterman, Sr., who died 
May 6. 
At the same time the board of directors announced 
that Elisha H. Waterman, another son who has not 











FRANK D. WATERMAN, JR. 


previously been connected with the company, was 
elected a director and second vice-president of the 
fountain pen manufacturing organization. 

When the board meeting came to an end the direc- 
tors announced that the policies of the company estab- 
lished by L. E. Waterman, Sr., when he founded the 
company thirty-seven years ago would continue un- 
changed. 

In this connection the board adopted a resolution 
paying tribute to the late president and pledging that 
all members will “strive to carry on the business of 
the company in the light of the high ideals of integ- 
rity and honor which he established and so unflag- 
gingly cherished.” 

The directors of the company are F. D. Waterman, 
Jr., L. E. Waterman, F. S. Waterman, E. H. Waterman 
and E. J. Kastner. In addition to President and Sec- 
ond Vice-president Waterman the other officers are 
L. E. Waterman, vice-president; F. S. Waterman, sec- 
retary, and James P. Gillies, executive vice-president 
and general manager. 








Ex CUS Gs PL eae 


PITMAN’S PHONETIC ORTHOGRAPHY ALSO 
COPYRIGHTED IN UNITED STATES 

In the review of the booklet entitled, ‘“Pitman’s Pho- 
netic Orthography,” appearing in the June number, 
page 100, it was stated that the brochure, published by 
Sir Isaac Pitman & Sons Ltd. (of London), was copy- 
righted in Great Britain. Additional information is 
provided by the Pitman Publishing Company, 2 West 
45th street, New York City, to the effect that it has 
also been copyrighted in the United States. 
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WE OMIT “OFFICE” FROM JASPER OFFICE FURNI- 
TURE COMPANY 
In the June issue appeared a story concerning the 
introduction to the trade of the Zephyr desk in which 
production of the new item was credited to the Jasper 
Furniture Company, instead of the Jasper Office Furni- 
ture Company. We regret the omission of the word 
“office” in naming this prominent manufacturing 
organization. 
——— o <i © $$. 


CHICAGO UEF OFFICE HAS 75 SALESMEN 


In captioning a picture of the Underwood Elliott 
Fisher Company new Chicago offices we reported the 
sales department allotted to the “twenty-five” salesmen 
assigned to the Chicago territory. The number given 
was in error and should have read “seventy-five.” 
There are twenty-five men assigned to the Sundstrand 
division of the Chicago branch. 








MEETINGS — CONVENTIONS — DINNERS 


CREDIT CONGRESS HELD IN SAN FRANCISCO 

With the stationery and office equipment division 
taking a prominent part in the proceedings, the forty- 
third annual credit congress of the National Associa- 
tion of Credit Men was held June 5 to 10 at San Fran- 
cisco. 

One of the principal features of the conclave which 
met at the St. Francis hotel was the group meeting of 
the stationery, publishers, school and office equipment 
and supply manufacturers. This gathering was held 
under the direction of Chairman H. T. Kelley, The 
Envelope Corporation, San Francisco, and Vice-Chair- 
man L. A. Miller, Macmillan Publishing Company, also 
of San Francisco. 

The morning session was devoted to an open forum 
on the following subjects: (1) Source of credit infor- 
mation; (2) Use of interchange reports; (3) Advan- 
tages of local credit groups; (4) Value of credit group 
megtings; (5) Credit department cooperation among 
members within our own industry. 

In the afternoon the subjects opened for 
discussion were: Credit department procedure, 
and collection letters, discounts, credit control. 


FRED SMART TOURS CANADA 

Fred Smart, secretary-manager of the Stationers 
Guild of Canada, recently completed a highly success- 
ful tour of the Canadian West, holding a number of 
stationers meetings en route. 

Winnipeg, Manitoba, was the first stop. An evening 
dinner meeting was held here with twenty-five in at- 
tendance. Harry Willson of The Willson Stationery 
Company Ltd. is the “Guild” district chairman for the 
Prairie Provinces. 

At Regina, Saskatchewan, another evening meeting 
was held and the stationers of Moose Jaw joined the 
group. This meeting was unique in that it was the 
tirst time those from the neighboring city had joined 
in with Regina. 

Calgary, Alberta, was the scene of the next meeting. 
Fred Osborne, one of the leading stationers of the pro- 
vince and one-time mayor of Calgary, was the chair- 
man. It was a very representative meeting. 

Vancouver, British Columbia, was next in order. 
Here again there was a fine gathering. Besides the 
general meeting there were one or two special sessions 
for members to discuss particular problems. Frank 
Stuart of Clarke & Stuart Ltd. and Gordon Hogg of 
The Willson Stationery Company Ltd. made sure every- 
thing was well arranged here. 

Another good meeting was held at Edmonton, Al- 
berta. On the return journey an enjoyable luncheon 
gathering was held in Winnipeg and still another 
meeting at Fort William, Ontario. 

In addition to this series of meetings the Stationers 
of Victoria, B. C.; Moose Jaw and Saskatoon, Sask- 
atchewan; and Brandon, Manitoba, were visited. 


general 
credit 





ON OPPOSITE PAGE.—Scenes and people snapped by the camera at 
the Chicago Typewriter Dealer Association outing and picnic at Morton 
Grove, Ill., June 18. 


1. L. H. Selzerman, Remington Rand, Inc., Mrs. Selzerman and daugh- 
ter, Joan; S. M. Zemansky, W. G. Hamill, L. J. Carbush, John Balaz. 
all of the Royal Typewriter Company. Mr. Balaz was umpire of the 
baseball games. 

2. N. J. Jessogne and L. H. Taylor, J&T Office Machine Company; 
J. S. Bialas, Chicago Adding Machine Company; Mrs. L. H. Taylor; 
W. H. Worley, Underwood Elliott Fisher Company; F. J. Hendricks, 
Hendricks & Company; Mr. and Mrs. Joe Weber, Weber Addressing 
Machine Company; E. Roubinek, Remington Rand, Inc.; Mr. and 
Mrs. Robert Novak, Chicago Office Appliance Compary. 

3. The Central Typewriter Company crowd! J. Benedict, S. Koeser, 
A. Mootz, Marjorie L. Vowell, Angelo Terreili, Joe and Jimmie Vowell. 

4. Robert Goldblatt, Star Typewriter Company; E. Wagner. Typewriter 

Sales & Service. 

The International Typewriter Excharge in holiday hats! Irene Was- 

son, Clarice Cassidy. W. F. (Bill) Clausing, the boss; Amy Nelson, 

Edith Landine, Eunice Nelson and ‘‘the kids.”’ 

E. M. Wymore, Young Office Equipment Company; M. N. Nielson, 

M. N. Nielson Typewriter Company. 

One of the four softball games just getting under way. 

W. H. Young, Young Office Equipment Company; V. A. Gables, 

Woodstock Typewriter Company. 

“Watch yourselves, boys’’ says the clown-policeman to W. A. 

O'Neil, L. G. Rasmussen, Miss M. Wilsor, B. Zekas, L. G. Karbush, 

Miss R. T. Pfingston and J. F. McDonough, Royal Typewriter Com- 

pany. 

10. M. N. Pamter and L. N. Magnuson, L. C. Smith & Corona Type- 
writers Inc.; Grobark, Frank Fisher and Elmer Young. Young 
Office Equipment Company; J. A. Luetz, Ames Supply Company; 
K. M. Jorgensen, Young Office Equipment Company; A. R. McKiel, 
United Business Machines Company. 

11. E. R. Rees and Joe Liebig, United Business Machines Company. 

12. The clown, the concertinist and the kids! 

13. A. R. McKiel and Bill Graves, United Business Machines Company. 

14. H. H. Kingery, Kingson Service. 

15. Sam Polonsky, All Makes Typewriter Exchange; Hank Schroeder, 
Remington Rand, Inc. 

16. F. D. Kline, Typewriter Sales & Service; J. Johnson, L. C. Smith 
& Corona Typewriters Inc.; Frank Marin, Typewriter Sales & 
Service, and secretary of the association; M. L. Gifford, Rock Island 
railroad; F. Kuehles. guest. 

17. A. B. LaFleur, L. C. Smith & Corona Typewriters Inc.; F. R. Mar- 
shall, Ames Supply Company; F. H. Marin, Jr., International Type- 
writer Exchange; J. Duffy, Woodstock Typewriter Company. 
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CHICAGO TYPEWRITER DEALERS HOLD 
ANNUAL OUTING 


With between eight and nine hundred men, women 
and children in attendance and featured by four 
spirited softball games, the seventh annual outing and 
picnic of the Chicago Typewriter Dealers Association 
was held June 18 at Morton Grove, Ill. 

The unprecedented attendance reached the high 
mark, according to Secretary Frank Marin, Typewriter 
Sales & Service, when the membership took advan- 
tage of the beautiful Summer weather to bring out 
nearly double the number of friends that appeared 
at the picnic last year. 

As early as 10 o’clock the picnickers began to arrive 
and were greeted by President E. A. Hug and Secre- 
tary Marin. Children and grown-ups alike were given 
noise-makers and toys and joined with a concertinist 





WINNIPEG STATIONERS PAY HONOR TO FRED SMART 


Back row: Gerald Buote, Librairie Kiroack, Ltd.; Andrew 
Liddell. W. J. Gage & Company Ltd.; J. H. Francis, Reliance 
Ink Company, Ltd.; E. A. Blanchard, Blanchard Stationery 
Company, Ltd.; J. Stanley Ward, The Willson Stationery Com- 
pany, Ltd.; M. Esdale, Esdale Stationery; Herbert J. Gregory, 
Gregory Cartwright Stationers, Ltd.; F. R. Smart, The Sta- 
tioners Guild of Canada; George I. Carpenter, Bishop Printing 
& Stationery Company; R. M. Christy, Richardson & Bishop 
Ltd.; W. A. Pape. The Viceroy Manufacturing Company Ltd.; 
W. E. Buck, W. J. Gage & Company Lid.; S. J. Vogan, The 


Willson Stationery Company, Ltd.; C. E. Smith. W. J. Gage & 
Company, Ltd. Front row: Jack Carter, The Brown Bros. Ltd.; 
F. E. Martin, The Willson Stationery Company Ltd.; C. Vernon 
Nobbs, The Luckett Loose Leaf Lid.; Jas. A. Wilson, Grain 
Exchange Stationery Company; Eric Jeanfavre, Grain Exchange 
Stationery Company; H. L. Willson, The Willson Stationery 
Company Ltd.; Charles Blanchard, Blanchard Stationery Com- 
pany Ltd.; W. C. Borlase, Office Specialty Manufacturing Com- 
pany Ltd.; James C. Irvine. The Willson Stationery Company 
Ltd.; George E. Peene, Buntin Gillies & Company Ltd.; Richard 


Hillier, Hillier Paper Company. 
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and clown in officially beginning the day. 

Instead of a number of varied sporting events the 
association this year sponsored four softball games 
with the following results: 

International Typewriter Exchange whipped the 
Royal Typewriter Company team, 17-2; Ames Supply 
Company and the Shipman-Ward Manufacturing 
Company played ten innings to a 6-6 tie; Jinx Holst, 
Jr., team took the Young Office Equipment Company, 
22-7, and Remington Rand, Inc., lost to the Business 
Equipment Service, 6-5. 

Following the awarding of several fine ground prizes, 
the crowd switched their activities and gathered in a 
nearby shelter building where a dance orchestra 
carried on the work of entertaining until 10 o’clock, 
when the party broke up. 


The companies which generously contributed prizes 
for the occasion were: Remington Rand, Inc., L. C. 
Smith & Corona Typewriters Inc., Royal Typewriter 
Company, Underwood Elliott Fisher Company, Wood- 
stock Typewriter Company, Ames Supply Company, 
International Typewriter Exchange, Reliable Type- 
writer & Adding Machine Corporation, Shipman-Ward 
Manufacturing Company and the Western Plating 
Company. 

<> — 
LEONARD PLAYS HOST TO EMPLOYES 

C. W. Leonard, Leonard & Company, Detroit, last 
month entertained the staff of his store at the com- 
pany’s annual picnic held at Plymouth Park on the 
Ann Arbor trail. Refreshments and games brightened 
the day and everyone reported a good time. 
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HORDER’S TWELFTH ANNUAL PICNIC ENJOYED 
DESPITE WEATHER 

Among the nearly a thousand invited guests at 
Horder’s twelfth annual picnic held at St. Paul’s Park 
Morton Grove, Ill., Saturday, June 11, was an uninvited 
one who is sometimes known as old Jupiter Pluvius. 
He was all too obviously present. He came early and 
he stayed late. Sometimes he was just dripping, but 
most of the time he kept spreading solid sheets of 
water over the picnic grove and the assembled com- 
pany. 

But the moisture was not sufficient to dampen the 
spirits of the picnickers. Cheerful, smiling faces were 
in evidence everywhere. Folks remembered that J. Plu- 
vius had not attended any of the previous eleven an- 
nual Horder picnics, so why complain? And the writer 
of these lines has a secret belief that the children en- 
joyed themselves more because of the mud and water 
than they would have if the sun had shone all through 
the day. 

During the week prior to the picnic, Horder’s adver- 
tisements in Chicago newspapers announced that the 
business would be closed on Saturday, June 11, so that 
all employes and their families might enjoy a full 
day’s outing. Promptly at 8:30 in the morning a line 
of automobiles carrying placards announcing the pic- 
nic followed the lead of three buses from the Horder 
building at Quincy and Jefferson streets to the picnic 
grounds at Morton Grove. Lack of space in the normal 
parking area resulted in some courageous souls driving 
their cars along a normally dry land for parking. Ere 
long some of them seemed destined to be parked 
permanently. 

On arrival all children under twelve years of age 
were presented with gift bags containing tickets for 
ice cream and candy, pencil coloring sets, caps, cracker 
jack, notebooks, automobiles, balloons, balls, flags, etc. 
Special gift bags were given younger children. 

The first attempted event of the day was a soft ball 
game between Horder’s and the Wis-Ill Club. The 
regular ball field being under an inch or two of water, 
it was determined to stage the fracas on the cinder 
covered parking space. Everything went ‘“swimmingly” 
(the outfielders thought they were playing water polo) 


Me aes are Cae? ee oe 
TAS ia gd) oP ia 
, P , i a. | . 4 es 


THE HORDER’S PICNIC AS 


1. and 2. Two shots of the spirited softball game played by the ladies 
who showed a remarkable knowledge of the national pastime. 

3. Front row: F. L. Cotter, A. J. Dasmond, Chet Nickle, C. Novotny, 
all of Horder’s; George Cormack, Wilson-Jones Company. Rear row: 
Mrs. Darmond, Mrs. Nickle, A. K. Church, F. D. Woolverton. 

4. E. Y. Horder. 

5. Seated: Russell Carpenter, Sanford Manufacturing Company; Elmer 
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until about the end of the third inning, when the 
aforementioned Jupiter Pluvius opened the skies and 
dropped a few tons of water. The game was called 
because of wet grounds. 

Horseshoe enthusiasts found a high spot of ground 
that was merely muddy instead of being under water 
and threw bent pieces of iron with “vim and gusto.” 

Basket lunches were spread on tables set up in the 
large shelter house and all demonstrated their posses- 
sion of healthy appetites. 

Intrigued by temporary lack of rain two teams of 
young ladies began a ball game right after lunch. 
Within three innings they too felt the moist wrath of 
old Jupiter and retired to the shelter house. 

By general agreement all other scheduled events 
were called off and the drenched but happy picnickers 
gathered in the large room of the shelter house and 
participated in the drawing for prizes. Mr. E. Y. 
Horder, who founded the Horder business shortly after 
the turn of the century, addressed the crowd briefly, 
expressing his appreciation for their capacity to enjoy 
themselves despite adverse weather conditions. Walter 
Snelling, general chairman of the picnic committee, 
took charge and the drawing proceeded. The large 
number of prizes made the process rather lengthy. 
However, no one paid attention to time because of 
their interest in the awards, which ranged in type from 
radios and bookcases to writing paper and merchan- 
dise certificates. 

From late in the afternoon through early evening 
music for dancing was supplied by the Original “Gay 
Dons.” 

As was previously mentioned the official picnic com- 
mittee was headed by W. L. Snelling, chairman, and 
C. H. Carlson functioned as co-chairman. Although 
weather conditions prevented some of the comnaittee 
members functioning in their assigned capacities, they 
are all to be commended for their preparatory work 
and their valiant attempts to make the program fit 
circumstances. The committee members were as fol- 
lows: Ruth H. Rosie, Marguerite Higgins, Leo Hen- 
drick, Elmer E. Long, Edward Shapiro, Anthony J. 
Peters, John J. Amato, Walter Leverentz and Matthew 


Rauen. 


SEEN BY THE CAMERA 


Long and F. P. Seymour, Horder’s, Inc. 
Products, Inc.; Fred Jones, Horder’s. 

6. Joe Hildreth, salesman emeritus, Esterbrook Steel Pen Manufacturing 
Company; Bill Smith, Ace Fastener Corporation, and Hy Linden, 
also of Ace Fastener Corporation. 

. Umpire Seymour fully protected. 

. John Amato and C. H. Carlson, Horder’s; W. H. Kurth, The Heyer 
Corporation; J. T. Bennett and C. C. O'Neal, Horder’s. 


Standing: Bill Boyd, Acco 
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1. A. E. Peterson, Oxford Filing Supply Company; R. Panke, 
Goodrich Rubber Company; Bill Cravens, Wolcott Taylor 
Company; C. H. Everly, Office Appliances. 


2. Regional Governor Bob Thomas, sales manager, Lucas 
Brothers, Baltimore. who was guest of honor for the day 
and met a host of his subjects. 

3. Gene Rosenberry, American Pencil Company; John Kolb, 
C. Howard Hunt Pen Company; Earl Prentzel, manufacturer's 


representative. 
4. The Winners! (Rear row:) Ben Josephson, Josephson Manu- 
facturing Company; Bill Evans, W. A. Sheaffer Pen Company; 


PENN-MAR-VA TRAVELERS’ ANNUAL OUTING 

Over thirty of the faithful of the Penn-Mar-Va 
Travelers Club gathered for their annual outing at 
well-known Sandy Run Country Club, Philadelphia, 
with Stan Woodruff, president, as master of cere- 
monies, and John B. Dwyer, head of the outing com- 
mittee ably handling the details. A picked team from 
the New York Stationers’ Golf Association were the 
guests of honor and ably defended their reputation as 
winning golfers by taking away with them the new 
Penn-Mar-Va permanent annual golf trophy cup. 

The final score was New York, 14'%2 points—Philadel- 
phia, 121%, points. The trophy was presented to the 
New York team by Dave Price of Philadelphia. The 
New York team through Louis Tavernier, captain, ex- 
tended an invitation to the Penn-Mar-Va club to send 
a team to the New York Golf Association annual final 
tournament at Richmond Hills Country Club, Staten 
Island, in October to contest for the trophy in a return 
match. The invitation was accepted and a lively battle 
is in prospect. 

Regional Governor Robert Thomas offered and pre- 
sented a special trophy for best nine holes which was 
won by Dave Price of the Penn-Mar-Va Club. It was 
a handsome prize showing the figure of a golfer in 
gold on a silver pedestal. This competition was for 
Penn-Mar-Va members only. 

The Philadelphia Stationers’ President’s Cup was 
also in competition and was won by Ed Moore with 
low net of 102-32-70. Mr. Moore said it was the first 
thing he had ever won in golf and admitted he was 
unusually good that day. Among the others who in- 
dulged in golf in addition to the team match were 
Ben Wachtel, Lynn Carter, Gene Rosenberry, Ben 
Josephson, John Kolb, Jerry McAvoy, Stan Woodruff, 
Earl Prentzel and Cy Lundgren. 

The Kickers handicap was a tie between John Kerns 
and Gene Rosenberry and was won by Kerns in a 
“toss up,” and Ben Josephson was presented with a 
C. Howard Hunt pencil sharpener for the most strokes. 

At the dinner a Waterman pen and pencil set was 
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Robert Sainberg & Company; Rudy Franz, Parker Pen Com- 
pany. (Front row:) Harry Yeager, David Kahn, Inc.; L. 
Tavernier, Fulton Specialty Company; Julius Kahn, David 
Kahn, Inc. 

. The Losers! (Rear row:) Kip Edwards, Dave Price, Al Wil- 
liams. (Front row:) John Dwyer, John Kerns, M. Landes. 

. Ben Wachtel, Parker Pen Company; Jerry McAvoy, Acco 
Products, Inc. 

. Kip Edwards, Acco Products, Inc., Washington, D. C.; John 
Dwyer, Acco Products, Inc. 

. Stan Woodruff. Weis Manufacturing Company; Lynn Carter. 
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won by R. Sainberg, and a Parker pen and pencil set, 
donated by Ben Wachtel, was won by Dave Price. Bill 
Evans won a prize donated by Acco Products Inc. and 
Bill Cravens a prize donated by Eberhard Faber. 
Those who did not indulge in golf found varied 
amusements at the Club House during the afternoon 
including some impromptu entertainment by Kip 
Edwards with Ed Moore and John Kerns at the piano. 
A good time was had by all and John Dwyer ex- 
pressed his appreciation and thanks to all for the 


fine cooperation. 
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SALES TECHNIQUE AND INTERIOR DECORATING 
FEATURED AT LEOPOLD CONFERENCE 


Additional details of a sales conference of the Leo- 
pold Company at Burlington, Iowa, on June 3 and 4, 
which were unavailable for the story presented in the 
June issue, are given here. 

N. A. Winter, N. A. Winter Advertising Agency, 
was one of the principal speakers and gave an excel- 
lent insight of the average business man’s reaction 
to his office. This business man, the speaker said, 
is not sufficiently sold on having his office in keeping 
with the type of his business. He will buy office 
machines for economy. To sell furniture the dealer 
must first sell an intangible before selling the actual 
merchandise. Mr. Winter listed the following require- 
ments to effective selling: (1) Representative stock. 
(2) General advertising. (3) Carefully prepared pros- 
pect list. (4) Effective direct mailing. (5) An offer 
to induce interest. (6) Window display. (7) Sales cost, 
both personal and telephone. (8) A demonstration 
plan. (9) Fair prices and adequate profit. 

The speaker showed the new, elaborate Leopold win- 
dow or floor display to be used in selling the Stream- 
line desk. He broke down selling in another way to 
the aim, weapon and ammunition, with the logical 
steps listed for each heading. He showed some adver- 
tising matter being prepared for the company and 
asked for criticism. 

Dan S. Hansen, Carlson Brothers, Moline, Il., spoke 








LEOPOLD CONVENTION PICTURES UNAVAILABLE LAST MONTH 


1. Roy L. Shelby, Buchanan Stationery Company, Wichita 
Falls, Tex.; Bob Benson, Storey-Kenworthy Company. Des 
Moines; Dan S. Hansen, Carlson Brothers Company. Moline, 


2. Lawrence Hedman, McClain & Hedman Company, St. Paul, 
laughing at his pals in the next picture. 

3. The pals! Elmer Magne. A. W. Peterson, L. A. Savard and 
Bob Haag, all of McClain & Hedman Company. 

4. Executives and celebrities at the convention (L to R Sterling 
Lord and Frederic Leopold, Leopold Company; John L 
Kolle, J. L. Hudson Company, Detroit; Carl Leopold, Leo- 
pold Company; Fred D. Mayer. Merchandising Institute; 


briefly on “Dealer’s Advertising.’ In this connection 
he recommended the use of blotters, with the sales- 
man leaving them calling attention to the message. 
A folder, he said, is best when referred to in a letter. 
He also uses folders in packages and various mailings. 
Active customers, he remarked, furnish the best mail- 
ing list. Personal names should be included. The deal- 
er’s name should be on everything that goes out of 
his store. He recommended special occasion advertis- 
ing, such as anniversaries for example. He closed by 
expressing a warm tribute to the Leopold Company 
for their initiative and courage in inviting the dealers 
to Burlington for such a fine sales conference. 


One of the last speakers at the meeting was John 
L. Kolle, interior decorator with the J. L. Hudson Com- 
pany, Detroit, who introduced the subject of interior 
decorating and sales technique. 


Mr. Kolle’s address was given at a banquet in the 
evening at the Hotel Burlington. Some of his com- 
ments were as follows: “Individuality can be expressed 
as well in the office as in the home. Try to express the 
nature of a business or profession in the furniture you 
sell for its offices. Waiting rooms of professional 
offices afford opportunity for extensive improvement. 
Point out lack of comfort for customers and clients. 
An effective layout of the room requires harmony in 
line and in color—simplicity and spaces to accentuate 
decoration. All straight lines or all curves are monot- 
onous. They are used frequently because they afford 
the path of least resistance. Furnishings complete in 
the latest fashions are out of date in two or three 
years. 

“Walls should be of a neutral color. Do not use a 
hot color in a sunny room. Cool colors are better. 
The floor should be the darkest part of the room. Do 
not use perfectly plain color. Avoid plain carpets. Do 
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James D. Headley, James D. Headley Company, Seattle. 

5. Seated: Earl Key and Jack Love, Business Equipment Com- 
pany, Peoria; Wiley G. Akenson, Monroe Furniture Com- 
pany, Chicago; James Headley. James D. Headley Com- 
pany, Seattle. Standing: Nelson Boone, Boone Brothers 
Company, Louisville, Ky.; Mark Pauly, Leopold Company; 
Leslie A. Savard, McClain & Hedman Company; J. Henry 
Smith, Lammert Furniture Company, St. Louis. ; 

6. Front row: Carlyle Harmon, Leonard B. Wilcox and William 
T. Bond, Robert Printing & Stationery Company, Hutchin- 
son, Kansas. Rear: Otto J. Berg and Harry Wester, Miller- 
Davis Company, Minneapolis. 


not use figured window hangings if the rug is figured. 
Instead of all leather or all fabric combine the two. 


Begin with the Walls 


“In furnishing an office I like to begin at the walls 
and go all the way through. Encourage the display 
of trophies. In choosing modern furniture for offices 
the background should be modern. The modern room 
should be almost bare of decoration. Let lines of furni- 
ture, background and accessories carry out the idea in 
line. Avoid riot of color. Carry out single color scheme 
in various shades. Modern decoration is boiled down 
to most simple lines and colors. 

“It is advisable to call upon heads of concerns 
rather than lesser executives. Business men do not 
often have vision to appreciate how a room will look 
when furnished. It is best to set up an office complete 
in your own store or showroom and bring the prospect 
in to see it. I always shudder when a secretary or a 
minor employe calls to talk about refurnishing an 
office. Present the complete scheme to the top execu- 
tive. Call upon a professional decorator if you are 
not sufficiently well informed on decoration. 

“The office should not be functional only. It should 
have feeling. The background of the office should 
indicate the strata in which the owner moves. 

“Brilliant colors reduce space. Subdued colors en- 
large space. Subdued colors are easier to live with. 
Use them when possible, and simple lines. Step away 
from the hackneyed style of decoration.” 

Address Brings Discussion 

Mr. Kolle’s address was followed by a long period 
of general discussion. Answering questions from the 
floor, he said that carpeting is better for small rooms, 
rugs for larger. Nothing is more incongrous than mod- 
ern furniture in an old styled room. There is nothing 
new under the sun. The modern furniture of today is 
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CELEBRANTS AT WILL ADAMS’ PARTY 
FOR HORDER BOWLING CHAMPS.— 
Front row, L. to R.: C. A. Johnson, guest; 
Edward Shapiro, store supervisor; E. Y. 
Horder, president; Earl Lincoln, store 
manager; E. D. Wilke. Rear row: Win- 
field Tice and Host of the Day “Big Will” 
Adams, Gibson Art Company; Homer 
Schulenburg, assistant sales manager, 
Horder’s; Randall Krelle, Charles Bird, 
store manager, Horder’s; Charles ‘“Buck- 
ets” Folkerts, Harry Horder, treasurer. 


a throwback to centuries ago. If a client insists on all 
leather, try to vary the color. Leather is the accept- 
able covering for office furniture but some fabric 
for incidental pieces should be included. Avoid angles 
in placing furniture. 
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ADAMS IS HOST TO HORDER’S BOWLERS 


Members of the championship bowling team of the 
Horder’s bowling league, the Gibson Art Company 
team, and executives of Horder’s, Inc., Chicago, re- 
cently spent an afternoon and evening as guests of 
William “Big Will” Adams, manager of the Chicago 
office of the Gibson Art Company. 

The entertainment consisted of eighteen holes of 
golf and a splendid dinner at Mr. Adams’ club, the 
Crystal Lake Country Club, Crystal Lake, IIl. 


1. Tom Stonhouse, W. A. Sheaffer Pen Co.; J. W. Tamany, Boorum & 
Pease Co. 

2. David C. Lewis, Tuttle, Morehouse & Taylor Co., New Haven; Jack 
Crowley, Equipment Engineering Co.; Fred Husmer, Plimpton’s; 
Frank J. Horie, Boorum & Pease Co. 

. Mr. Jeffers and Jack Mullaney, Burt & Jeffers, Hartford. 

- John F. Molloy, John F. Molloy Co., Meriden. 

- On the clubhouse terrace: Leo Burt, Burt & Jeffers, Hartford: A. N. 
Geist, Eberhard Faber Pencil Co.; Otto Cavanaugh. Plimpton’s, 
Hartford; L. J. (Bud) Fisher, Plimpton’s, Hartford: J. Dorfman, 
Trinity Stationery Co., Hartford; J. A. Finger, American Blank 
Book Co. 

6. Stan McGar, John F. Molloy Co., Meriden. 
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Horder’s bowling league is a unique group consisting 
of fifty members comprising ten five-men teams. 
Members range from executives to errand boys, the 
only qualification required being the ability to bowl. 
It is customary for the sponsor of the winning team 
to entertain his group, and at the end of a perfect day 
Mr. Adams won unanimous thanks for the excellent 
manner in which he entertained the whole crowd. 
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CONNECTICUT VALLEY STATIONERS’ OUTING 

Loud and long were the praises for the beautiful 
Farmington Country Club—the setting for the annual 
golf match of Connecticut Valley Stationers’ Associa- 
tion on June 14. 

Some of the half hundred members and guests were 
on hand early in the morning ready to start the annual 
onslaught against old man par. The course was in 





AT THE CONNECTICUT VALLEY STATIONERS ASSOCIATION OUTING 


7. Gary E. Dell, Acco Products, Inc.; Sidney H. Challenger, Frank H. 
Fargo Co., Bridgeport; George Anderson, F. S. Webster Co. 

8. W. B. Keppie, Eaton Paper Co.; Bill Freeman, Dennison Mfg. Co.; 
James E. (Jim) Feeley, Springfield Office Supply Co. 

9. Walter Conlin, Plimpton’s; Jack Kennedy, Trussell Mfg. Co.: John 
Connors, Plimpton’s. 

10. Ford Chidsey, Bradley & Scoville. New Haven; Frank Carroll, Neva- 
Clog Products, Inc. 

1l. Harry Ferry, National Blank Book Co. 

12. Ted Hargan, Yawman and Erbe Manufacturing Co. 

13. Ray Cowles, Bradley & Scoville, New Haven. 

14. R. P. Packard. Joseph Dixon Crucible Co.; Per R. Jacobs. John 
Rembert Co., New Haven; Ken Galliene, Stetson-Fiske Co., Albany. 
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truly marvelous condition and the usual! alibis were 
conspicious by their absence. By early afternoon most 
of the golfing enthusiasts were off the tee and the 
tournament was on while the indisposed assembled on 
the club terrace in easy luxury swapping yarns and 
“what have you.” 

The waning day brought reminders from the mid- 
sections of the perspiring players so all assembled on 
_ terrace awaiting the mess call. It came without 
delay. 

Assembled at the dinner table Otto Cavanaugh, 
Plimpton’s, Hartford, president of the association gave 
a harty welcome to all, paying tribute to the outing 
committee for the excellent day. We liked his idea of 
announcing the winners of the golf tournament before 
the main course was served. The club winners were: 


Low Gross 
Ist. W. Keppie, Eaton Paper Company. 
2nd. Gary Dell, Acco Products. 
3rd. Geo. Anderson, F. S. Webster. 

Low Net 

ist. Harry Ferry, National Blank Book Company. 
2nd. Walter Conlin, Plimptons, Hartford. 
3rd. Percy R. Jacobs, John Rembert Company, 


New Haven. 

There were thirty odd prizes all told. Awards were 
made for many unusual and interesting individual 
scores. 

Kenneth Gallien of Stetson-Fiske Company, Albany, 
N. Y., was recognized by the chair and greeted by the 
membership. 

With suitable closing remarks Mr. Cavanaugh in- 
vited all to enjoy themselves. The savory steak and 
all the trimmings was its own invitation. No further 
encouragement was needed. 

After dinner much entertainment was derived from 
a showing of some movie films—just art for art’s sake. 

In all it was a capital day. One of the finest outings 
in the Association history. 
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CHICAGO UEF STAFF PLAYS AT ST. ANDREW’S 

June 17 was the date of the annual all-day frolic 
by the members of the UEF Sales Club of the Chicago 
office of Underwood Eliott Fisher Company. It was 
held at St. Andrew’s Golf Club near West Chicago, III. 
The entire day and part of the evening were given 
over to genuine fun in weather that was just right 
for the occasion. 

The program started with a horseshoe contest 
which was interrupted by a ball game and after lunch 
by eighteen holes of golf. The horseshoe pitching was 
completed with the aid of automobile lamps about 
nine-thirty in the evening. The winner was K. J. 
Klank. 

The ball grounds were in perfect condition, a part 
of a fairway of the golf course being allotted for a 
diamond. The attendance was divided into Reds and 
Blues, each side putting up a ball team. The Blues won. 

Golf occupied most of the afternoon. Most of the 
men played the full eighteen holes. A few found it 
more to their liking to take their exercise on the 
putting green. 

A brief program followed the banquet in the evening. 
L. I. Hadden, president of the UEF Sales Club, took 
charge. He introduced officials of the company and 


guests, and awarded prizes. The prize winners and the 
(Turn to page 62, please) 


events won are as follows: 








1. 


. At the ball game: 


. The gallery at the first tee. 
. Three distinguished visitors: 


. The outing committee: 
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UEF-ITES PICTURED AT OUTING AT ST. ANDREWS 


The horseshoe contest. About to pitch at the left, in dark suit, is 
W. P. Brandt; center, Mac Newman; at right, K. J. Klank who won 
the tournament. Beside Mr. Klank is E. C. Beardslee. The group 
with back to camera is studying score sheet. 
Arnold Morf at bat; R. G. Youngren catching, 
the ball making a blur across tree trunk at left. 

Arnold Mort completing his drive. 
W. F. Arnold, general sales manager; 

Snow. western district manager; L. Y. Hagan, southern district 

manager. 
Chicago executive staff: N. J. Van Dyne, office manager; H. H. Hynes. 
adding machine division; H. T. McBrien, branch manager; E. A 
Heberg, bookkeeping machines; Joe Burton, portable typewriters; 
F. G. Schuelke, standard typewriters. 
W. P. Brandt, N. J. Van Dyne, C. L. Hays, 


J. L. Seymour, L. I. Hadden, J. L. Moore. W. C. Kumpfer. 





UNDERWOOD ELLIOTT FISHER GROUP GATHERED OUTSIDE CLUBHOUSE FOR PICTURE-TAKING 











ON 
BUSINESS 


Ff OR 
BUSINESS 


“Send this letter to every one of our 


dealers—today!... 
How about that order?... 


We’ll need two thousand more of 


those forms!... 


Can’t see him now—have him come 


back next week... 
How’d the Stock Market do?... 


Get New York—Los Angeles— 
Chicago... 


Get busy and get business!” 


American business is hitting hard today. It 
has to hit hard — or it’s vice versa. But this isn’t 


the first time. 


For fifty-four years one of the hardest hitting 
helpers in commerce and trade has been the 


Mimeograph. 
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Sales ideas—on their way almost a matter of 
minutes from their creation. Two score or ten 


thousand! 


New forms, made practicable by the office 
Mimeograph machines — often saving a depart- 


ment hundreds of dollars a quarter. 


Businesses — not a few — actually brought back 
into the black by the economical sales and 
merchandising aid of Mimeograph; by its paring 


of inter-office expense. 


From a corner grocery getting out a few hand- 
bills to a gigantic corporation running batteries 
of these famous duplicators 16 hours a day, 
Mimeograph has proved itself practicable, profit- 
able—difficult-to-do-without. 


The Mimeograph machine, equipped with 
Mimeograph brand supplies geared to it, is ad- 
mittedly the finest, most universal form of office 


duplication in the world. 


We believe it will pay the major executives in a 
lot of organizations today to find out how the 
Mimeograph process can help keep sales curves 


up and overhead down. 


If you do not maintain Mimeograph equipment, we suggest 
you get in touch with a Mimeograph branch or dealer in your 
city—you'll find his number in the “Where to Buy It” 
section of the Classified Telephone Directory. Or write to 


A. B. Dick Company, Chicago. 
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MIMEOGRAPH—TRADE MARK OF A. B. DICK <¢ MPANY,, 
REGISTERED IN U. S. PATENT OFFICE 















































A family of products for trans- 
mitting privately to paper, in 
multiple, at a high rate of speed, 

and low cost—in words, charts or draw- 

ings—the facts, thoughts and figures of 


any business, profession or institution. 


























(UEF Chicago outing—Continued from page 60) 
Low gross: William Bergeman; Second low gross: 
Walter Brandt; Longest drive from first tee: Al 
Wrona; Blind bogey: Mac Newman, Joe Sistek, John 
Burnett, Harry Hynes, Jack Seymour; Most home runs 
in ball game: Jack Jensen; Door prizes: W. F. Arnold, 
N. J. Van Dyne; Horseshoes: K. J. Klank; Fat man’s 


race: L. I. Hadden; Skinny man’s race: Pat Pat- 
terson; Three-legged race: Fitzgerald and Jensen. 


The executive staff of the company was well repre- 
sented, including W. F. Arnold, general sales manager, 
F. C. Snow, western district manager, and L. Y. Hagan, 
southern district manager, in addition to H. T. Mc- 
Brien, branch manager. Other guests included L. Petit, 
W. S. Gilkey Printing Company; H. W. Lawrence, 
Globe Furniture & Stationery Company; R. F. Fisher, 
Master-Craft Corporation; A. G. Lindstrand and E. B. 
Pheiffer, Gilman Fanfold Corporation, and John Gil- 
bert, OFFICE APPLIANCES. 

The details of arranging the outing were handled 
by a committee of which J. L. Moore was chairman. 
He was given a rising vote of thanks for his hard work 
and the results accomplished. Other members of the 
general and sub committees included W. P. Brandt, 
N. J. Van Dyne, J. L. Seymour, Duke LaBorence, Roy 
Schramm, T. Minford, R. G. Youngren, W. C. Kumpfer, 
E. C. Beardslee and Krone. 

The outing was over officially with the finals of the 


horseshoe contest held after the dinner and prize 
awards. 
ee ee ee 
SO. CALIF. RIBBON AND CARBON MEN HOLD 


PRE-HOLIDAY MEETING 

The Ribbon and Carbon Association of Southern 
California held its final before-summer meeting and 
dinner in one of the dining rooms on the eleventh floor 
of the Los Angeles Chamber of Commerce on Thurs- 
day, June 9. Present were W. E. Sibertson, American 
Ribbon and Carbon Company; Arthur G. Wilson, Wil- 
son’s Carbon Company, Ltd.; Robert P. Picou, Cali- 
fornia Carbon Paper Company; R. M. Cisney, Bushnell 
Ribbon Manufacturing Company; E. W. Billings, Jr., 
Winn-Billings Company; H. A. Andre, Mittag & Volger, 
Inc.; Charles W. Shalicross, Shallcross Company; C. K. 
Bland, Western Carbon Paper Manufacturing Com- 
pany, and H. W. Martin, OFFICE APPLIANCES. 

There was a general discussion on what the price 
situation would be, and the prevailing opinion seemed 
to be that no great decrease would take place, but that 
the several items would gradually adjust themselves 
according to the demand. 

Discussing the quality of domestic fabrics, it was 
agreed that they show considerable improvement. 

The room was darkened and E. W. Billings, Jr., 
showed several reels of motion pictures in color deal- 
ing with interesting phases of life on the California 
deserts. 

The association will meet again in September. 
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NEW YORK OFFICE MACHINE DEALERS’ JUNE 
MEETING 

At the Hotel New Yorker, June 9, the Office Machine 
Dealers Association of New York, with President Loser, 
Noiseless Writing Machine Service Company, in the 
chair, listened to a communication from Mrs. Tefft 
acknowledging their expression of sympathy in the 
recent passing of Mr. Tefft. 

Membership Committee Chairman Irving Ritchie. 
Adding & Bookkeeping Machine Company, reported 
one new member, Andrews Typewriter Company, who 
was enthusiastically welcomed. 

As has been previously reported, the Association has 
been in constant communication with Commissioner 
Moss, of the Department of Licenses, attempting to 
work out some plan of destroying the market for the 
sale of stolen rental machines. To combat the pawn- 
brokers’ complaint that it was impossible for them to 
check up on machines offered for loan, the members 
of the trade in New York City are asked to place a 
decalcomania transfer on each machine giving their 
name, address and telephone number. This idea has 
possibilities. 

To augment plans for the national convention in 
New York in July a committee was appointed to plan 
an advertising and display campaign to promote busi- 
ness during this week and call it National Office Ma- 
chine Week. 
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NEW YORK STATIONERS’ 12:30 CLUB HOLDS 
MEETING 
What are a few rain drops (more or less) to a hun- 
dred odd fellows seeking a day’s fun in the open? 
There weren’t too many rain drops—just enough to 
send the timid to cover while the die-hards kept right 
at it determined to have their share of fun at the 





12:30 CLUBITES ENJOYING GOLF OUTING.— 


1. Al McLane, Spencerian Pen Company; Arthur Berger, Art Steel Co.; 
Herbert Grayson, Ace Fastener Corp.; Mort Libien, Libien Press; Arthur 
Eckhoff, Frank A. Weeks Mig. Co. 

2. Charles Reynall, Oxford Filing Supply Co.; 
Pencil Co.; Mort Libien, Libien Press; Al Ficks, Jr., 
L. Nayer. Commercial Stationery Co. 

3. Lou Schwagel; W. Miller, General Pencil Co.; Charles Torey, County 
a & Guarantee Mortgage Co.; H. L. Ginninger, Roosevelt Savings 

an 

4. Les Milton, Bainbridge, ee & Haupt: D. N. ee Sun Rubber 
Co.; Harry Tehan, Charles M. Higgins & Co.; C. A. R. Anderson, 
American Crayon Co. 

5. Charles Watson, Peerless Key-Imperial Mfg. Co.; W. A. Mitchell. 
Bainbridge, Kimpton & Haupt; E. A. Mead, Wilson-Jones Co.; Louis F 
Caracci, The Nor-Wood Co. 

6. The gallery watches the game! H. S. Bradford, American Pad & Paper 
Co.; S. Solinger, Eagle Pencil Co.; Harry Erny, C. Howard Hunt Pen 
Co.; W. S. Donnelly, ‘‘Modern Stationer”’ ; H. S. Sanders, Stationers & 
Publishers Board of Trade; J. Nace, C. Howard Hunt Pen Co. 
(Standing) G. W. Moore, Binney & Smith. 


Louis Wachtel, American 
Wilsor-Jones Co.; 


annual outing of the Stationers’ 12:30 Club at the 
Elk’s Club in Staten Island on June 15. And fun there 
was for everybody. 

When the motor cavalcade reached the Club a high 
noon breakfast awaited. It was soon history and the 
day’s fun began. 

To the attractive Richmond Country golf course, the 
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CORONA DOES IT 
AGAIN WITH THE nes sew renee 
NEW SPEEDLINE a 


CORONAS SS 


Syracuse, N. Y.—LC Smith & 
Corona Typewriters Inc announces 5 The 

the new Speedline Corona models. § ce © 5, SBS | = 
These machines set 4 new stand- 
| ard for portable typewriters with 
: their advanced design and fast 


, 


: ~~ 
| ie aa 
. Fy, 


4 
" 





performance. 
Many new practical devices have THE NEW SPEEDLINE 
been added to the new Speedline CORONA 

SILENT 


Coronas. To give you 4h idea... 
the forward-swinging tw position 
paper bail, and the new carriage 
centering catch. 

Added to innovations, remem 
ber that the new Speedline Coronas 
have all the time tested features. 


Famous Floating Shift . . . Piano- 
All-Around Frame 


\ 
> 


+ 








Key Action .. 

bis Protected Touch Selector, and 

many more. 
We ask you to compart the THE NEW SPEEDLINE 
<3 Speedline Coronas with any machine inte 
3 you wish . . - you'll find they are NDARD 
2. outstanding in design—in con 
F. struction—and in performance. 
on L Cc SMITH & CORONA 
So. TYPEWRITERS INC 

Syracuse, 


he 


gh 
he 
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“LEADERS” or 


GENUINE LEADERSHIP? 


There is no "leader" in "The Line That Can't 
Be Matched" because there are no stragglers! 


WATERMARKED 








GUARANTEED 


MERIDIAN 


“Super Carbon Paper 


isk your PANAMA or BEAVER 


MANIFOLD SUPPLIES COMPANY 


Manufacturers of 


man. 


PANAMA and BEAVER 
188 THIRD AVENUE * 


BROOKLYN, N. Y 
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| ball field, the handball court, the horseshoe court, the 








veranda for cards, the bowling alley, the beer shanty 
and to the bar scattered the group, each to follow his 
own fancy. You might think from this recitation the 
program lacked coherence. Not so. The party was 
large enough so there were plenty of hands for every 
pursuit. 

Where some of these chaps get their unbounded 
energy is always a mystery. From the early forenoon 
till mess call in the evening there was fun for every- 
body. Even the squatters row, composed mostly of 
the group who find their feet further away from their 
hands everyday enjoyed themselves “just sitting.” Of 
course, their remarks were of infinite assistance to the 
ones who followed a more vigorous program. 

In due course, the dinner bell brought all together 
once more. A juicy steak dinner tickled palates and 
appeased ravenous appetites. 

President Dwight N. Briggs, Sun Rubber Company, 
interrupted briefly with a few announcements. The 
crowd gave Benedict Harry Tehan, Charles M. Higgins 
& Company, a great hand when his marriage was 
mentioned. There were no speeches, following a long 
established custom of the 12:30 Club. 

Nice work, Outing Chairman Louis Caracci, Nor- 
Wood Company. You and your committee did a cork- 
ing good job. It was a swell day. 

sacar 
CHICO GOLFERS CUT UP NAVAJO FIELDS 

Under the genial hostship of Ernie Lund of the 
Englewood Blue Print Shop, about thirty golfers en- 
joyed the afternoon on the course at Navajo Fields 
Country Club. Overcast skies may have deterred some 
from attending but those who participated discovered 
conditions to be nearly ideal. Some who came in boast- 
ing about their long drives were a bit chagrined to 
learn that a driving machine had been demonstrated 
during the afternoon, propelling balls four or five hun- 
dred yards straight down the fairway. Even the best 
of them hadn’t thought about boasting such distances. 

A number of other men in the industry joined the 
group at a dinner, where hilarity ruled except for an 
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A FEW OF THE GOLFERS AT THE CHICO OUTING AT 
NAVAJO FIELDS, JUNE 16, 1938.—Top, left to right: E. W. 
Steinbeck, S. K. Smith Co.; Jack Greenberg, guest; Hy Linden, 
Ace Fastener Corp.; C. Henkle, Englewood Blue Print Shop; 
L. P. Wingert, manufacturers representative; A. H. Pinch, 
University of Chicago Book Store. Bottom, left to right: Harry 
Balch, Quality Park Envelope Co.; Tom Valleau, Geo. E. Fox 


4 % 


| & Co.; Nels Malmquist, guest; Frank Cooper, Codo Mfg. Corp.; 


E. R. Lund, Englewood Blue Print Shop. 


interval during which G. O. Stevens of the Stevens- 
Maloney Company, spoke seriously upon the problem 
of the rising cost of taxes. Following the dinner the 
gathering broke up into smaller groups, who indulged 


| in various card games. 


| the sixth 


_—_ + | 


6TH INTERNATIONAL SCHOOLS CONTEST HELD 
IN CHICAGO 

Marked by a record attendance of participants and 
spectators and the establishment of several records, 
annual International Commercial Schools 
contest was held June 21 and 22 at the Sherman hotel, 
Chicago. 

The various events consisted of contests in short- 
hand, machine calculation, bookkeeping, dictating ma- 
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See that Your bagtam ers bet 
CE Metal Equipment 


GF metal office equipment is admirably fitted to any plan 
for modernization. Sizes and finishes are so standardized 
that the unit bought today will harmonize with purchases 


next year or the years to come. 


e GF Metal Desks, duty matched to various office require- 


ments. 


e Goodform Aluminum Office Chairs that give modern 


appearance and afford posture comfort to workers. 


e The GF Super-Filer, mechanized to speed up filing and 


avoid costly waste of time. 


GF METAL OFFICE EQUIPMENT IS COMPLETE AND INCLUDES 

PRACTICALLY EVERY TYPE 

OF DEVICE FOR THE 
MODERN OFFICE 





Send for our complete catalog 
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OO UN GC S Fae . 


METAL BUSINESS EQUIPMENT: ALUMINUM CHAIRS ¢ STEEL DESKS 
5, e TABLES + FILING EQUIPMENT © SUPPLIES * SAFES * STORAGE 
CABINETS + STEEL SHELVING © SPECIAL BUILT TO ORDER EQUIPMENT 
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VALUE 


that sells itself 














Model 33-AA with Stationery Cabinet 


Dealers displaying the Sher-Man Model 33 
stand find that steady sales are easy to get. 
This lightweight tubular steel stand looks— 
and is—the quality stand at a moderate 
price, ideal for home as well as office use. 


Model 33 has a high grade tubular steel 
frame, electrically welded and specially 
braced to make a rigid, serviceable stand. 
Top and shelves are wood. Furnished with 
or without shelves, stationery cabinet, or 
drawer. Choice of finishes—black, green, 
brown, or maroon frame; oak, walnut, 
mahogany, or green top and shelves. 

Model 32 equipped with four rubber 
tired casters. Model 33 with rubber tired 
casters on rear legs, rubber feet on front 
legs. Write for general catalog describing 
the complete Sher-Man line of stands. 


SHERMAN-MANSON MFG. COMPANY 


625 SOUTH KOLMAR AVENUE «+ CHICAGO, ILLINOIS 
Pacific Coast Representative: C. J. Schubert, Jr., 339 East Third St., Los Angeles 
Stock on Hand for Immediate Delivery 


Mill 


por ema oat STEEL STANDS 
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| chine transcription and typewriting. These were ar- 


ranged for students of city schools, high schools, busi- 
ness colleges and universities. Other events were open 
and professional. 

An added feature this year was the special Dicta- 
phone event which was won by Lenore Fenton, Uni- 
versity of Washington, Seattle, using a Royal type- 
writer, whose record was 98 net. The runners-up were 
Evelyn Smith, Detroit, using an L. C. Smith, net 88, 
— Everett Gibbs, Chicago, using an L. C. Smith, 81 
net. 

As in previous years the major event was the pro- 
fessional typewriting speed test in which five contest- 
ants participated. The winners, their rating and the 
typewriter used were as follows: 

Norman Saksvig, Chicago, 119 words per minute 
on an L. C. Smith. 

Richard Meyers, Spokane, Wash., 107 words per 
minute on a Woodstock, and Edna Rubin, Chicago, 88 
words per minute on an L. C. Smith. 

The two-day contest was staged under the direction 
W. C. Maxwell of the Hinsdale high school, Hinsdale, 


$$ 9 —————— 


DEALER EDUCATIONAL MEETING HELD IN 
ROCHESTER, N. Y. 


Another interesting meeting, part of a series of edu- 
cational and sales conferences, was held by the Roch- 
ester Stationery Company, Inc., on May 25 at the 
Hotel Rochester. The program was in charge of Arthur 
A. Plosscowe, manager of the office furniture depart- 
ment, who instituted these conferences last January. 

After a dinner which was attended by the entire 
sales department of the company and M. Morgan and 





THESE GENTLEMEN ATTENDED THE BANQUET WHICH 
FOLLOWED A RECENT SALES CONFERENCE OF THE 
ROCHESTER STATIONERY COMPANY, ROCHESTER, N. wW. 


L. M. Brown of the Eberhard Faber Pencil Company, 
the business session was held. 

The opening talk was given by Mr. Plosscowe, who 
was followed by Mr. Morgan, after which Mr. Brown 
spoke on the history and developments of the pencil 
and eraser industry. 

Those present were Hy Goldstein, Max A. Goldstein, 
E. A. Williams, S. Locks, G. Pinkerton, Mr. Morgan, 
Mr. Brown, P. Warren, Arnold Goldstein, F. W. Lucks, 


R. Fraser, W. H. Becker, M. Ladwig, H. Morris, W. 
Adams. R. Duemmel, J. S. Schmidt, and Mr. Plosscowe. 
._ = 
PURE OIL OFFICIAL ADDRESSES CHICAGO UEF 
SALES CLUB 


J. A. Robbins of the Pure Oil Company was a speaker 
at the regular June meeting of the UEF Sales Club, an 
organization of salesmen in the Chicago branch of the 
Underwood Elliott Fisher Company. The president of 
the club is L. I. Hadden. 

“Salesmanship from a Buyer’s Viewpoint” was Mr. 
Robbins’ subject. He gave an interesting and instruc- 
tive talk on what the salesman should and should not 
do to obtain the interest and good will of the customer. 
He mentioned many apparently unimportant points 
that actually have a definite bearing on the salesman’s 
results. Information furnished him from reliable 
sources indicated that only three out of ten salesmen 
who interview prospects actually ask for an order. The 
salesman who calls but does not try to make a sale 
wastes the buyer’s time and that of the company which 
sent him. In some cases he said that although the 


salesman’s effect on the buyer is negative, the order is 
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CAPACITY 
105 STAPLES 


NEVER BEFORE .. 


-such quality at so low a price to 
attract ......2+-+.-..--the Consumer 


-a more timely arrival of a new 
product to create fresh enthu- 
siasmin.........-.-the Sales Force 


—a proposition of comparable 
merit to offer such assurance of 


a profitable staple repeat busi- 
MeSS 10 2.2.66 +++ +00 the Dealer 


ACE FASTENER CORPORATION 
3415 N. ASHLAND AVE., CHICAGO 
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Bridge 2 inch—Legs \% inch 


THANKS TO THE 
SUPERIOR UNDULATED 












SCOUT STAPLE .. 


this inexpensive 
machine is 7 3 
amazingly 
efficient. 
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Jasper Chair Company's 


NEW CATALOG 
IS NOW READY 


Interesting New Designs ....°‘The Right Chair at the Right Price”’ 








JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 


Geo. A. Litchfield, Sales Mer. James S. Fowls, (Southern) E. W. Thomas, (Southwest) S. H. MacDonald, (West) W. H. Brown, (Chicago-Mid west) 
R. J. Freeman, (Eastern 3414 Euclid Heights Blvd. Box 3493 Peninsula Station Orpheum Bldg., 6708 Glenwood Ave., Chicago 


505 Fifth Ave., New York, N. Y. Cleveland, Ohio Daytona Beach, Fla. Seattle, Wash. (Phone ROGers Park 3644) 
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placed because the buyer is familiar with the product 
and knows it has an economical application in his own 
business. He was very frank, giving brickbats as freely 
as bouquets. He referred to one of the men before him 
as a type of specialty salesman welcomed by office spe- 
cialty buyers. 

Approximately seventy salesmen from the Chicago 
office attended. They were agreed that Mr. Robbins 
presented a message which was challenging and 


helpful. 
oe 


MARKING DEVICE ASSOCIATION CONVENES AT 
CLEVELAND 

A record attendance, a series of outstanding business 
meetings and a fine program of entertainment were 
the highlights of the annual convention at the Hotel 
Statler, Cleveland, of the Marking Device Association. 

The three-day convention opened on June 23 and 
was preceded by a meeting of the board and an in- 
formal get-together party given by the Cleveland 
Stamp Manufacturers Association. At the official open- 
ing President C. O. Lee, Superior Seal & Stamp Com- 
pany, Detroit, introduced S. S. MacIntosh, president 
of the Cleveland Stamp Manufacturers Association, 
who delivered the address of welcome. This was fol- 
lowed by reading of the reports of the president, exec- 
utive secretary, treasurer and budget committee, cre- 
dentials and nominating committees. A motion picture 
entitled “How to Make the Sales Presentation Stay 
Presented” and an open forum on selling methods 
closed the first session. 

In the afternoon D. M. Emery, president and founder 
of the National Small Business Men’s Association, ad- 
dressed the assembled delegates, his subject being of 
extreme interest to everyone present. This was fol- 
lowd by a “clinic” on district and local club activities, 
led by Herman Seefried, and a discussion of the col- 
lection and distribution of statistics, a plan for the 
marking device industry. 

Both sessions of the second day were devoted prin- 
cipally to general discussions, with one speaker ap- 
pearing at each. The morning session was addressed 
by J. E. Thomas, B. F. Goodrich Company, who spoke 
on “The Manufacture and Handling of Rubber.” J. W. 
Havighurst, Thompson, Hine & Flory, was the after- 
noon speaker, his subject being “The Correction of 
Unfair Trade Practices.” 


Election of Officers 


A packed hall witnessed the election and re-election 
of officers on the morning of the third day. Those who 
will head the association for the current year are: 

President, Charles O. Lee, Superior Seal & Stamp 
Company, Detroit, re-elected; Vice-president, John E. 
Schweizer, Charles K. Schweizer Company, St. Louis, 
re-elected; Treasurer, Frank H. Eyman, Art Novelty 
Manufacturing Company, Chicago, re-elected. Direc- 
tors are Mr. Lee, Mr. Schweizer, Mr. Eyman, Homer 
E. Willard, Toledo Stamp & Stencil Company, Toledo; 
Henry J. Hanson, Charles H. Hanson Company, Chi- 
cago; Joseph K. Pardi, American Seal & Stamp Com- 
pany, Chicago. 

Following the election and induction of officers an 
address on “The Selection and Treatment of Tool 
Steels for Stamps” by F. F. McIntosh, chief metal- 
lurgist of the Crucible Steel Company of America, 
which was illustrated with motion pictures. 

A considerable amount of unfinished business was 
taken care of in the last afternoon session and the 
convention came to an official end with the annual 
banquet and dinner held in the evening. 

_—_ Oo 


UTILITY COMPANY HOLDS OUTING 
Saturday, June 25 may have been “all wet,’ from 
the standpoint of weather but that did not dampen 
the enthusiasm of the fun-bound crowd of 250 persons 
gathered at beautiful Fox River Grove, Ill., on that 
afternoon. 

The occasion was the annual picnic of the Utility 
Social and Athletic Club—an organization of employes 
of the Utility Supply Company, 307-317 West Monroe 
street, Chicago. 

In spite of the inclement weather, an elaborate pro- 
gram was carried through, with the exception of the 
baseball game between the Utility team and that of 
the Wis-Ill Club scheduled for early afternoon, which 
was regretfully called off because of the rain. 

There were various athletic events and dancing to 
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Greetings 
N. T. A. 0. M. Dealers 


Attend the 


NATIONAL CONVENTION 


Where Many New Ideas 
Will Be Presented for 
Helping You Better Your 
Merchandising and Shop 


Operations 


Don’t Fail to See— 


THE 


SNOW WHITE 
TYPEWRITER 
REPAIR SHOP 


Where We Will Feature 
the Latest in 


Shop Equipment 


AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding machine 
platens—parts—tools—ribbons——carbons and supplies 
564 West Randolph Street CHICAGO, ILLINOIS 
37 Murray Street 583 Market Street 
NEW YORK SAN FRANCISCO 
11 Pryor St., S.W., 206 Lane Street 
ATLANTA DALLAS 
617 Commercial Place 


NEW ORLEANS 


BOSTON—CINCINNATI—CLEVELAND—DENVER—LOS ANGELES— 
PHILADELPHIA — PITTSBURGH — SEATTLE — WASHINGTON, D. C. 
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Lost Fis Gal 


Mr. String Tie was faithful, but did not meet with 
favor. The hearty response to the announcement 
of the new slide fastener wallet is definite assur- 
ance that the old string tie is a thing of the past. 


New Seattrewid | 
SLIDE FASTENER WALLET 


is adjustable to any expansion. The light metal 
slide fastener quickly and firmly locks at the de- 
sired point and permits instant access to contents. 





Here is a live sales proposition that attracts instant 
approval. Take advantage of this opportunity by ordering 
your supply now. 


Quality Park Envelope Co. 
11-116 Merchandise Mart, Chicago 


Factory at St. Paul 






































Neat and convenient 








OFFICE APPLIANCES 


the music of a peppy orchestra. Drinks and sand- 
wiches were furnished free. Among the prizes won 
and distributed were a wrist watch—won by an em- 
ploye, an electric razor—won by a manufacturer’s 
representative, and a Gladstone bag—won by a guest. 

A wienie-roast and a special program of entertain- 
ment concluded the event about midnight. It can 
truthfully be said that a good time was had by all. 

7 is 


CHICAGO TYPEWRITER MEN CLOSE THE 
MEETING SEASON 

The last meeting of the Chicago Typewriter Dealers 
Association prior to the summer vacation period was 
held at the Sherman hotel on Tuesday evening, June 
14. About thirty were present to participate in a 
discussion of the State Fair Trade Act, during which 
it was announced that Remington Rand had signed up 
for a number of additional states, including Illinois. 

Among the out of town visitors were Otto Kretchmer 
and James Treanor of the Peerless Key-Imperial Man- 
ufacturing Company. 

An interesting feature of the meeting was a talking 
motion picture entitled, ‘“Batter’s Up,” which is an 
official release of the American Baseball League. It 
showed the highlights of the 1937 season with particu- 
lar emphasis upon the world series games of last fall. 


| Included were glimpses of the 1938 spring training 


camps of the various American League teams. The 

picture was presented through the courtesy of Tip 

O’Neil of the Royal Typewriter Company, Inc. 
aniiconneneiiljcllliinsil 


CHICAGO OFFICE APPLIANCE MANAGERS FROLIC 
IN THE DEW 


The Office Appliance Managers Association of Chi- 
cago held its first outing of the season, June 10, at the 
Tam O’Shanter Country Club, Niles, Ill. Although rain 
fell in torrents in the early part of the afternoon, it 
stopped so that the party was able to tee off between 
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SOME OF THE BOYS AT THE CHICAGO OFFICE APPLIANCE 
MANAGERS OUTING.—(L. to R.) Don Oakes, Postage Meter 
Company; Herbert Frank, Shelby Salesbook Company; A. H. 
Foxcroft, L. C. Smith & Corona Typewriters Inc.; Sanford Cun- 
dall, Stromberg Electric Company; Ray Cooper, Art Metal 
Construction Company; Harry Shifflette, Marchant Calculating 
Machine Company; Harry Cross, Dictaphone Sales Corporation. 
(Insets, L. to R.) J. T. Stewart, W. S. Gilkey Printing Company; 

M. G. Hoffman, guest. 


4:30 and 4:45 p. m. and finish eighteen holes. Prizes 
had been provided, but because of casual water which 
added to the number of strokes but in no way affected 
the enjoyment of the occasion, it was decided to hold 


| them over for the July meeting. A golfer of no mean 


ability was discovered in the person of Ray Cooper 
of Art Metal Construction Company. 
stannic 


IOWA STATIONERS ELECT OFFICERS 


With an election of officers as the principal event, 
the annual meeting of the Iowa Stationers Associa- 
tion was held June 17 at the Hotel Russell-Lamson, 
Waterloo, Iowa. 

President C. C. Holley, Des Moines, presided and told 
the assembled members that the organization has been 
gradually built up to the point where it truly repre- 
sents the retail stationers of Iowa. He was followed 
by Willis Mohn, Cedar Rapids, who gave his listeners 
a comprehensive and interesting explanation of the 
workings of fair trade laws. 

Those elected to head the association for the cur- 
rent year are: 

President, Gordon Barger, Cedar Rapids; vice-presi- 
dent, H. V. Mercer, Ottumwa; secretary-treasurer, 
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Che Star 
» Stands Out! 


Poised sleek and trim on the springboard, the 
diving girl is greeted by a salvo of applause ¥® | 
Also meriting applause is the beauty of line that | 
greets your eye in a well-typed letter % OLD 
TOWN has dedicated a lifetime's effort and 
experience to producing better impressions 
through beautifully typewritten letters and clean | 
carbon copies *% OLD TOWN ribbons and 
carbon papers are known from coast to coast 
for their quality and lasting economy ¥ 
Wouldn't you like to join the dealers who are | 
earning liberal profits handling this famous line? | 
*% Arn inquiry will bring you full details of a 
business relationship that is always pleasant— | 
always profitable 





COMPANY INCORPORATE DO 


Johnson and Prince Streets Brooklyn, New York 


























ing every type for which an appre- 
ciable demand exists—so compre- 


dealers to meet every requirement 
that can be served by a wire clip or 
clamp. 

In selling PAPER CLIPS BY VAIL 


you supply your customer with high 





quality merchandise, thus creating 
good will on the part of your cus- 


ation of our own wire mill enables 


ish, thereby insuring the snappy 
spring and high finish, which to- 





gether with accurate construction, 
are distinguishing features of the 
Vail line. 

Standardize on PAPER CLIPS BY 
VAIL. Supplied in neat, attractive, 
sales producing packages. Your 
customers will be satisfied and come 
back for more. Prices are remark- 
ably low. Prompt shipment guar- 
anteed always. 


Send for clip circular and samples. 





VAIL 


MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, III. 


IL IT TO VAR. 





PAPER CLIPS BY VAIL are made 


in a complete range of styles includ- 


hensive. in fact. as to enable Vail | 


tomer and insuring reorders. Oper- | e 

| the “Pony Express.” The location of this business 
| was the original western terminus of the historic 
us to exercise complete control over | 


the vital factors of temper and fin- | 
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Schrieber, Ft. Dodge; J. S. Parrott, Waterloo, and 
Dwight Steele, Sioux City. 


———¢——_$__. 


MICHIGAN STATIONERS MEET 

With a fine attendance reported, a meeting of the 
Michigan Stationers Club was held June 8 at the Hotel 
Tuller, Detroit. After President Neil Leonard and R. 
A. MacDonald read a report on the Cleveland meeting 
| Harry Block, General Pencil Company, extended an in- 
vitation to all dealers, their salesmen and manufac- 
turers representatives in Michigan to meet for a dinner 
and golf tournament to be staged by the club in Wind- 
sor on September 8. 

Before adjourning the meeting the assembled mem- 
bers voted to hold the next meeting on July 20 after 
which no other gathering will take place until the 
morning of September 8. 
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MOVIES FEATURE SQUARE CLUB MEETING 

Two motion pictures entitled “Tunnelling Through 
the Yosemite” and “The Norris Dam” were featured 
attractions at the June 16 meeting of the Stationers 
Square Club of Greater New York, held in the Floren- 
tine room of the Governor Clinton hotel. The gather- 
ing was the last to be held before the Summer recess 
| period arrives. 

The pictures were presented by Lawrence Schmidt 
who acted as master of ceremonies while the films 
were shown. Mr. Schmidt announced that the movies 
were but two of a number of professional films he has 
rag from the United States Department of Agri- 

culture. 
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RUTLEDGE-GLISSMAN DINNER 
The employes of the Rutledge-Glissman stationery 
and printing business at 621 Montgomery street, San 
Francisco, Calif. were responsible for a dinner several 
weeks ago at the El Jardin cafe tendered to the heads 
of the firm, R. H. (Dick) Glissman and H. W. Rutledge. 
Souvenirs of the event were watch charms typifying 


“Pony Express.” 
a eee 


K. C. STATIONERS ENTERTAIN FOUR GUESTS 

Officers and members of the Kansas City Stationers 
Association on June 4 played host to four visitors in 
the city and entertained them at lunch. They were 
Fred Schaefer, Sanford Manufacturing Company; Herb 


| Beckman, Boorum & Pease Company; Harold Graves, 


Wilson-Jones Company, and George Mason, secretary, 


| Cooperative Club, International. 


—<———_— 


TEHAN AND BRIDE HONORED AT DINNER 
Harry Tehan, sales manager of Charles M. Higgins 
& Company, and his recent bride, the former Miss Lil- 
lian Wells of Richmond, Va., were the guests of honor 
at a dinner dance held June 29 at the Englewood Golf 


| Club, Englewood, N. J. 


Sixty-six members of the stationery and office equip- 
ment industry gathered for the event. While they 
were there ostensibly to shower congratulations upon 
the new bridegroom they one and all showed an eager- 
ness to meet the charming Mrs. Tehan. Those friends 
of Harry’s who were unable to be present sent many 
telegrams expressing success for the party and a long 
and happy married life for the Tehans’. The hosts and 
the telegrams were as one in saying something nice 
about Harry. 

Seated at the table with Mr. and Mrs. Tehan were 
Mr. and Mrs. Henry Bowman, Mr. and Mrs. A. I. Gold- 
berg, Mr. and Mrs. Louis Caracci and Mr. and Mrs. 
J. E. Neary. Stationers organizations and their repre- 
sentatives were Mr. Bowman, Stationers Square Club; 
Dwight Briggs, Stationers 12:30 Club; Mr. Caracci, Sta- 
tioners Associations of New York. Tracy Higgins rep- 
resented Mr. Tehan’s firm, Louis Tavernier the Sta- 
tioners Golf Association of New York, and Mr. Neary 
Geyer’s-Topics. Mr. Goldberg was in charge of arrange- 
ments and introduced Henry Jackson, of Dublin, Ire- 
land, former member of the industry, who was in New 
York on a tour with his bride. 
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George Borders, Des Moines; and directors, Nels 

































































































































Roller Suspension 





Drawer Body—sides and bot- 
tom of one piece. Drawer head 
welded to bottom provides unu- 
sually strong construction. 


roller. 





Attractive Hardware— (5000 
line) hardware made and fin- 
ished by craftsmen is provided 
on all lines. Release of catch is 
semi-automatic. 





ing 







filing space. 














TorquePlate 
—swayproof 
construction 

welded to 
cross mem- 
bers and up- 
right frame. 


CradleSuspension 

heavy steel with 
2 cross-ties. Ten rol- 
lers per drawer, 
best load balance in 
all positions. 


ly housed. 





8000 
line) maximum ease and quiet 
in drawer operation made pos- 
sible by new 
large, wide 
floating 


Follower— Positive, side lock- 
both sides, finger-touch 
release, close adjustment. 
Allows full 26% inches of clear 


Frame— 
with lock 
and locking 
mechanism. 
Positive in 
action. Lock 
is complete- 

































you sell more FILES 


OU can sell files easier, faster and 
more profitably because of the 58 
A-S-E Aurora Balanced Design sales 
points. Balanced Design is the devel- 
E 


cludes improvements which have 


opment of A-S-E engineers. It in- 
been made in conventional filing 
equipment construction. Every de- 
tail, no matter how inconspicuous, is 
on a quality par with every other de- 
sign feature and mechanical part. 
Your customers will be quick to recog- 
nize the outstanding values of the 
new Balanced Design line. 

Backed by National Advertising and 
A-S-E’s 25 years of quality manu- 
facturing experience, A-S-E Aurora 
files have won consumer acceptance 
and recognition. They are easier to 


sell, and are putting extra dollars in 


a ewe Se ee eee 

























hundreds of dealers’ cash registers. 

There is a model and type of A-S-E 
Aurora Balanced Design file to meet 
practically every size and price re- 
quirement. Don’t miss this unusual 
profit opportunity. Write for com- 


plete information today. 


MAIL THE COUPON 


today for the new 72-page catalog. Judge for 
yourself the value of the 58 Balanced Design 


sales points contained in this complete line. 


({LL-STEEL-EQUIP COMPANY, INCORPORATED 
618 John Street, Aurora, Illinois 

Send me, without obligation, the new 72-page catalog of 
A-S-E Aurora “Balanced Design”’ Filing equipment. . 


Name 


iddress 





City.. Siate atociuianiail 











AMAZING!— 


Even the 10th Carbon Copy is Sharp, 
Clean, and Clear When You Use 


€EN-TR-KOTED 
CARBON PAPER 


With the Perfected Backing Sheet! 


CEN-TR-KOTED super-perform- 
ance sets new and exclusive standards 
of carbon paper service and long life! 
Rigid inspection assures absolute 
uniformity. That’s why CEN-TR- 
KOTED is more popular every year! 
[t’s a real business-builder for you! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 
request and will give 
you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure step toward greater profits. 
Write for our dealer proposition 
booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O’Connor, PREs. 


Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Portland, Ore. 








Los Angeles Houston, Tex. 


Denver Seattle 
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N. O. M. A. CONVENES IN MONTREAL 

The Nineteenth Annual Conference of the National 
Office Management Association was held at Mount 
Royal Hotel, Montreal, Canada, June 6 to 8, inclusive. 

“Effective Office Management” was the general 
theme of the Conference, at which leading office ex- 
ecutives of many of the most prominent business or- 
ganizations of the United States and Canada inter- 
changed experiences and ideas relating to improved 
office practices. 

Following President Gordon B. Brooke’s opening ad- 
dress, Harry Arthur Hopf, past president and Fellow 
of N. O. M. A., and president of Hopf, Kent, Willard 


| & Company, New York City, spoke on “Education for 


Management.” William Bethke, vice-president, LaSalle 
Extension University, Chicago, Ill., delivered the sec- 
ond technical paper of the morning on “Dealing with 
Feelings and Emotions in Office Management.” 

In the afternoon with George D. Wood, first vice- 


| president of N. O. M. A. and secretary of the Provident 
| Mutual Life Insurance Company, Philadelphia, acting 
| aS chairman, there were three round table discussions. 


F. J. Waldeck, assistant treasurer of the Cleveland 
Trust Company, Cleveland, Ohio, guided a round table 
discussion on “Employee Suggestion System”; A. W. 
Roy, Office Manager, Fairmount Creamery, Omaha, 


| Neb., acted as chairman of the discussion on “Handling 








the Mail”; and Miss Gertrude C. Ford, Grove City Col- 
lege, Grove City, Pa., led the group considering “Sim- 
plified Typewriter Keyboard and its Use in the Office.” 

On Tuesday morning L. C. Stowell, executive vice- 
president, Underwood Elliott Fisher Company, New 
York City, acted as chairman. Walter D. Fuller, pres- 
ident, Curtis Publishing Company, Philadelphia, pre- 
sented a paper on “Better Individual Effectiveness for 
Office Executives”; and P. A. McFarlane, vice-presi- 
dent, Bell Telephone Company, Montreal, spoke on 
“Developing Candidates for Supervisory Positions.” 

P. G. Wharton, general auditor, The Atlantic Refin- 
ing Company, Philadelphia, functioned as chairman 
Tuesday afternoon during a debate between represen- 
tatives of the Chicago and Philadelphia Chapters of 
the N. O. M. A. on the subject “Resolved: Financial 
Incentives Based on Measured Production Should be 
Applied to Office Operations.” 

The annual banquet was staged Tuesday evening, 
with the Fellows of the association as guests of honor. 
AN. O. M. A. Fellowship was awarded to T. Guy Wol- 
ford, chairman of the board, Retail Credit Company, 
Atlanta, Ga., the presentation was made by W. D. Ful- 
ler, president, Curtis Publishing Company and Fellow 
of N. O. M. A. The Leffingwell Medal, granted for out- 
standing achievements in the field of office manage- 
ment, was awarded to Harry A. Piper, manager, plan- 
ning division, E. I. duPont de Nemours Company, Wil- 
mington, Del., and a member of the Philadelphia 
Chapter of the N. O. M. A. 

On Wednesday morning, with Harry A. Piper acting 
as Chairman, Dr. R. P. Brecht, University of Pennsyl- 
vania, Philadelphia, presented a paper on “Collective 
Bargaining—A Future Problem of the Office Execu- 
tives”; and Dr. C. C. Birchard, chief medical officer, 
Sun Life Assurance Company, Montreal, spoke on 
“Medical Aspects of Effective Office Management.” 

Wednesday afternoon with F. L. Rowland, past pres- 
ident and Fellow of N. O. M. A., and executive secre- 
tary of the Life Office Management Institute, New 
York City, acting as chairman, John Goetz, managing 
director, Risk Research Institute, New York City, pre- 
sented a paper on “The Office Manager’s Interest in 
Insurance.” 





JULY, 1938 75 






























INCREASE YOUR BUSINESS BY SELLING 
DEPENDABLE G/W OFFICE EQUIPMENT 


Sell your customers Globe-Wernicke 
office equipment, supplies and acces- 
sories—the most complete line avail- 
able from one source of supply. Many 
of these products have distinctive, 


fe} he) =) 27:0 -u ae b) 22) 54-) exclusive features. 





SS ge = wide variety of steel office equip- 
CC euCeeaame ment is provided to meet the many STEEL SHELVING 
ee Stee rocuirements of modern business. . Racy to talent Gad Gen be 
Pra adapted to individual needs and 
Oeste = onables people to accomplish more __ tlor space available 
eC MeO ees work with less effort... keeps office 
well made, and will last a routine operating smoothly . . . saves 
business lifetime. Made in time and money. 
many styles and sizes. 


Globe-Wernicke products are sold 
only by dealers who make all the 
retail profit on each sale. Write for 
catalog, prices and details of our 
proposition which offers a road to 
business success free from unsound 
practices and unfair competition. 





HORIZONTAL SECTIONS 


Many combinations are possible 
by the use of various stock units 
for filing all types of records 


ADVANCE. DESKS 


A new idea in desks for gen- 
eral office use. . . rigid steel 
construction .. . light in 
weight ... Masonite top.. 
beautiful green, brown 


maroon Duro-Velv finish... 





not easily scratched or 











marred . . . popular prices. FILING CABINETS STORAGE CUPBOARDS STEEL SECTIONAL 
t bet Storage and wardrobe cabinets BOOKCASES 
A complete line of steel filing are made in numerous tizes and Pee books — < me 
: ; : ’ mage .. units include top, 
cabinets in every price range two grades .. fire resistant and “ene ro hosk skate. of nae 
for all filing requirements. practically dust-proof different heights. 








lobe 2Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
Service and Wood Equipment for Libraries, Schools and Public Buildings —Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 

















POSTURE CHAIRS FOR EVERY SEATED OCCUPATION — EXECUTIVE, CLERICAL, 











signifies a standard of service that is content with noth- 
ing less than leadershipin the field of posture seating. 


Not only did the makers of DO/MORE Chairs pioneer 
in the science of posture seating, but during the past 
sixteen years they have held front rank in the devel- 
opment of this valuable contribution to health and 
well-being. Furthermore, their widespread program 
of education among both employers and employees 
regarding the advantages of correct posture has al- 
ways been appreciated by small, as well as large 
users of seating. This has won for DO/MORE Chairs 
high nation-wide approval and acceptance for execu- 


tive, clerical, and factory use. 


From the standpoint of investment and quick turn- 
over, it is the opinion of good dealers that DO/MORE 
seating is their most profitable line. Our investiga- 
tions have shown that a dealer can count on his 
DO/MORE stock being turned from eight to twelve 
times a year. This should interest you vitally as 
a dealer in office equipment. 


Some desirable territories open for aggressive dealers. 
Write for facts about a DO/MORE franchise. 
e 
DOMORE CHAIR COMPANY, INC. 


701 MONGER BUILDING ELKHART, INDIANA 


DO/MORE 


Licensed by Posture Research Corporation 


APPLIANCES 


DO/MORE is more than the name of a product — it & 
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BOOKLET OF AUSTRALIAN CELEBRATION 


As the four month celebration of Australia’s 150th | 


anniversary of her founding comes to a glorious end 
we are indebted to our old friends, Sydney Pincombe 
Ltd., Australian stationers and agents for the Royal 
typewriter at Sydney, for an impressive booklet en- 


titled “An Historic Retrospect of the Founding of | 


Australia.” 

The celebration was held from January 26 to April 25 
and was heralded in this country by many newspapers. 
A story in the February issue of OFFICE APPLIANCES 
described two fine books entitled “March of a Nation” 


and “150 Years in Australia,” both of which were pub- | 
lished to coincide with the beginning of the nation- | 


wide event. 


The recent booklet was published primarily for the | 
school children of New South Wales and is, in itself, | 


a condensed but highly descriptive and illustrative 
history of Australia. Its thirty-two pages contain 
ninety-four 2x4-inch pictures in colors depicting many 
outstanding incidents and events in the settlement and 


development of the country. In addition there are por- | 


traits in color of Captain James Cook, who discovered 
the East coast of Australia and claimed it for England 
in 1770; Captain Arthur Phillip, first governor of New 
South Wales, and Sir Joseph Banks, regarded as the 
patron of Australia and whose advice was largely re- 
sponsible for the appointment as governor of New 
South Wales of Lieut. William Bligh of “Mutiny on the 
Bounty” fame. 

The front cover is a full-length portrait of Captain 
Phillip, while on the back cover, over colored pictures 
of Captain Cook, Sir Banks is the former’s vessel of 
discovery, H. M. S. Endeavour. 

———— 


UEF ANNOUNCES NOVEL CONTEST 


With a $50 prize awaiting the lucky winner, a novel | 


three-cornered supply sales contest between Boston. 
Philadelphia and Chicago was started last month by 
the Underwood Elliott Fisher Company, New York, N. Y. 

The substantial prize will go to the supply manager 
whose branch makes the greatest number of credit 


points during the two months of the contest. The three | 


men who will battle it out are R. L. Schramm, Chicago; 
L. H. Hilliard, Philadelphia, and C. A. Belyea, Boston. 


— 6-9 


DIEBOLD ELECTION OF OFFICERS HELD 
Election of the following officers of the Diebold Safe 
& Lock Company, Canton, Ohio, was announced last 
month by A. J. Roos, president as follows: 


Ralph K. Rex, Cleveland, chairman of the board; | 


Mr. Roos, president and general manager; H. C. Weible, 
secretary and treasurer: H. A. Noble, vice-president in 
charge of sales, and W. C. Miller, vice-president in 
charge of research. All directors were re-elected. 








WEDDING § 





JANOVSKY-VABORSKY 

Charles R. Janovsky, who has been connected with 
the Chicago office of A. W. Faber, Inc. for twelve years, 
was married to Miss Gladys Ann Vaborsky on June 11 
at the Trinity Evangelical church, Chicago. Following 
the marriage ceremony, the bride and groom left for 
an extended honeymoon trip through the southwest, 
up the Pacific Coast and through the northwest. 

Mr. Janovsky is a younger brother of Rudy Janovsky 
of the Wilson-Jones Company. 

aig al - 


BREDESEN-LEE 
Richard G. Bredesen, traveler for the Dennison Man- 
ufacturing Company, and a son of one of the owners of 
Bredesen Bros., Beloit, Wis., stationers, was married 
June 1 to Miss Sylvia Lee of Los Angeles, Calif. The 
ceremony took place at Beloit. Following a journey of 
two weeks Mr. and Mrs. Bredesen will make their home 
at 1408 Emerson street, Beloit. 
Se 
LUCKETT-ELLIOTT 
Miss Kathleen Elliott, daughter of Mr. and Mrs. W. F. 
Elliott of Toronto, Canada, last month was married to 
J. S. Luckett, Jr., well-known and prominent member 
of the Luckett Loose Leaf Company, Ltd., Montreal, 
Toronto and Winnipeg.—SJL 




















The Spencerian 


* PROPER SELECTION CHART” 


makes them easy to buy and sell 


@If you are not satisfied with the business you are 
doing in carbons and ribbons, ask yourself this 
question: Are you making it really easy for your 


customers to buy the right carbons and ribbons for 
each typing job? 
If not, do what other dealers are doing to bring 
their carbon and ribbon business to a peak—-sell 
the Spencerian Line, with “Proper Selection Chart.” 
This simple chart shows customers at a glance 
exactly what carbons and ribbons are best suited 
for each typing job—for the number of copies 
they wish, for the touch they use, for the size of 
type on their machine, ete. 
Because of their high quality—and proper selection 
Spencerian Carbons and Ribbons last longer, 
produce better work and build repeat business. 
The Spencerian Line assures complete satisfaction— 
and brings customers back to your store because 
they know they can depend on the carbons and 
ribbons you sell. 
The Spencerian Line is sold only through recog- 
nized dealers. It protects you from unscrupulous, 
price-cutting competition. And it gives you a 
complete merchandising plan that moves stock 
quickly. Let us tell you about it. Write today. 


SPENCERIAN PEN COMPANY 
134 Broadway, Dept. P, New York 
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A PROMISE 
and its 
FULFILMENT 


“For some time we have been experimenting with 
different types of staples—of which there are many 
—in cohesion, grade and quality of wire, uniformity, 
etc. 


“It has always been our policy to consider the 
RIGHT kind of merchandise paramount to price alone. 
We wanted a staple that was equal or better in qual- 
ity with the added advantage of protection that the 
GENUINE were different than “bootleg.” and to gua- 
rantee to our dealers a fair profit on their sales. 


“It is truly a pleasure to advise our trade that we 
can now furnish staples with all these essentials and 
that you can sell them at a profit with complete con- 
fidence that your customer will be equally well 
pleased with their operation.” 


This quotation is from a NEVA-CLOG bulletin 
issued more than four years ago. A PROMISE which 
has been consistently made into a reality ever since. 
NEVA-CLOG staples have been uniform, they do 
perform correctly and with precision in NEVA-CLOG 
machines, and dealers have made and are today 
making a FAIR PROFIT on their sales. The sales and 
use of thousands of millions of staples have proven 
these contentions beyond the question of a doubt. 


In any type of business there is nothing more im- 
portant than GOOD WILL generated by constant fair 
dealing and cooperation. Good Will of your cus- 
tomers for you and the bond of cooperation between 
the NEVA-CLOG organization and its authorized 
dealers. 


USE ONLY GENUINE NEVA-CLOG STAPLES 


These NEVA-CLOG Staples are specially made for 
use in J-30, P-50, D-30, D-40 and D-40X machines. 
Made with greatest care and precision. GUARAN- 
TEED. 


Other staples will not fit NEVA-CLOG machines, 
will cause trouble and void your guarantee. Insist 
on the genuine and look for the trademark. 


NEVASLOG PRODUCTS. Inc. 


BRIDGEPORT. CONN. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


ai caisinin in general shows some improvement over 
the recorded figures of a month ago. Locally, that is 
in and about Los Angeles, this improvement has mani- 
fested itself through increased activity in the building 
trades principally; but it is said that the stock market 
activity has of late had something to do with some- 
what better trade in the fields of production and 
selling. 

Merchants report scarcity of money. People look at 
merchandise, say merchants, but fewer of them are 
buying it than they did in the spring. 

Collections are reported to be difficult but not always 
impossible. 

The cause of it all? Politics! Interference with the 


normal course of business, say Many. 
> * * 


Miss Backer Recovers.—Miss Jessie Backer of the 
Grimes-Stassforth Stationery Company has returned 
to work after a serious illness. 


* * * 


Autry Swings Around the Circle—Jack Autry, who 
represents the Cooke & Cobb Company, New York, has 
recently been on an eastern tour which included Colo- 
rado, Montana, Wyoming and other states. He reports 
satisfactory business. 

Malcom Joins Los Angeles House.—Lon Malcom, for- 
merly with the Bennett Printing Company, Dallas, 
Texas, is now associated with the Grimes-Stassforth 
Company as one of the outside salesmen for the Shaw- 
Walker line of office equipment. 

ok x * 

Southern California Stationers Hold Directors Meet- 
ing.—A directors meeting of the association named 
above took place on May 24 at the office of Secretary 
Blake Lockard, Los Angeles. 


* * * 


Travelers Play Golf.—The Golden State Travelers 
Association put on a golf tournament at Brentwood on 
May 19. The weather at the club was fine, but not so 
good in Los Angeles; climatic idiosyncracies perhaps 


accounted for only a fair attendance. 
* * * 


Robert Sauter Visits Los Angeles.—Robert Sauter, 
general manager of A. W. Faber, Inc., recently visited 
Los Angeles where Local Manager Last did the honors. 

a * * 


New Salesman on West Coast Staff.—Adrien Lingle 
has joined the sales force of the West Coast Stationery 
& Printing Company, Los Angeles. Mr. Lingle was as- 
sociated with Fowler Brothers for sixteen years. 

* * 


Ralph Graham Comes to L. A.—Ralph W. Graham, 
formerly manager of the stationery department of the 
Stockwell & Binney Company of San Bernadino, has 
joined the sales force of the Schwabacher-Frey Sta- 
tionery & Printing Company, 

* * 


New Manager for Y and E Los Angeles Office.—Paul 
C. Barnard is now manager of the Los Angeles office of 
the Yawman and Erbe Manufacturing Company of 
Rochester. Ray H. Curtiss, who was manager of this 
office for nineteen years has been promoted to the 
Pacific Coast managership with offices in San Fran- 
cisco. 

. * o 

Schubert Now With Perfect Sealer Company on 
Coast.—C. J. Schubert is now the representative of the 
Perfect Sealer Product Company on the Pacific Coast. 


Barry a Recent Visitor.—Charles H. Barry, manufac- 
turers representative with headquarters in San Fran- 
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Modern banking room 
with walnut wainscoting, 















rofohbbatd:> ees de} ah 2 bate! abe b bate Ardmore style solid end Ben Franklin style solid end G/W sectional bookcases for 

f - bookcase made in several bookcase shelves are ad- home and office . . . ‘‘grow as 

b ul l tan re | insta l ] e d b y sizes, genuine walnut or justable every half inch . your library grows” .. . sales 
mahogany finishes. popular prices are increasing. 


Globe-Wernicke. 


THERE ARE MANY OPPORTUNITIES 
TO SELL GLOBE-WERNICKE WOOD 
OFFICE AND LIBRARY EQUIPMENT 


Many business concerns and public institutions prefer the natural 
beauty and charm of wood. For these Globe-Wernicke provides a 
: variety of stock and special equipment—merchandise of distinction 
. : that combines efficiency, long life and useful service with attractive 
O10) 8) <a We = (0) 8/3 > appearance. 
Example of G/W fine wood 
work in Raleigh County 
Court House, Beckiey, 


W. Va. 


No other manufacturer offers such a complete line of dependable 
wood and steel business equipment and supplies. Write for cata- 
logs, prices and information about our proposition to dealers. 








V-CUT POCKET 


TRI-GUARD 
SUPPORT 








LIBRARY 


Beautiful library of Amer- 
ican Medical Association 


equ ee) pe as y G Re) b e- This two-drawer file with The Tri-Guard principle is an Counter height three-drawer 
Wernicke. legs can be used beside a exclusive Globe-Wernicke fea- file for private or general 
desk. A very convenient ar- ture—the outstanding filing de- office also made in four- 
rangement. velopment in years. drawer height. 


Globe-Wernicke 


Cincinnati, Ohio 
MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
Service and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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BECAUSE ws LDepigned 


FOR TODAYS NEEDS 


ITS FASTER TO SELL 














THE ENTIRE MULTIPLIER IS 


SET ON THIS KEYBOARD... 






IT APPEARS IN THE DIALS 












FRIDEN 
SUPER-MATIC 
MODEL § 


AS A VISIBLE PROOF OF 





ACCURACY BEFORE MULTI- Ri, ait - 
FRIDEN FULLY AUTOMATIC 





PLICATION IS STARTED MULTIPLIER HAS NO EQUAL 


FRIDEN 


Super - Matic 
NOW ON 


Sti G ey Ven gel ef 
PRODUCTION © DIVISION — FULLY AUTOMATIC! 


® DIAL SETTING KNOBS! 





© KEYBOARD LOCK! 


THE ARISTOCRAT OF CALCULATORS — 
BUILT BY MEN HAVING LONG YEARS OF 
EXPERIENCE IN THE ART OF BUILD- 
ING FINE CALCULATING INSTRUMENTS. 


FRIDEN CALCULATING MACHINE CO., Inc., SAN LEANDRO, CALIFORNIA, U.S.A. 
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cisco, recently called on the stationery and office 
equipment trade in Los Angles. 
. * * 


San Francisco Stationers Visit Southland.—About a | 
score of San Francisco stationers visited Los Angeles | 
on June 2 and 3 where they held a round table discus- 
sion with the local stationers with a view to establish- 
ing certain cooperative measures not affecting prices. 

+ - * 

Silver Seal Celebrates Sixty-eighth Anniversary of 
Stationery House.—Grimes-Stassforth Stationery Com- 
pany celebrated recently the sixty-eighth anniversary 
by placing a small, attractive blue and silver seal on 
all their invoices. The seal was lettered to read: “Six- 
ty-Eighth Year G. S. Stationery Company, 1870-1938.” 


New Parents.—General Manager Roy Ferguson of the 
S. & D. Loose Leaf Company of Los Angeles, and Mrs. 
Ferguson are the happy parents of a seven and one- 
half pound boy. 


a 


Stationery Dance.—Recently the employes of the 
Stationers Corporation held a dance at the Rancho 
Golf Club near Los Angeles. All members of the trade 
were invited. Proceeds from the sale of tickets were 
used to purchase uniforms and equipment for the base- 
ball nine. Merchandise orders were given as a waltz 
prize. The winners were Phil McLaughlin of the Sta- 
tioners Corporation, and Opal Blakeley. 

ak * ok 


Wadsworth Visits Pacific Coast.—Charles Wadsworth. 
general manager of the American Pen Company, vis- 
ited Pacific Coast points some weeks ago. He made a 
study of general conditions and visited the company’s 
slat mills near Sacramento after which he met Mr. 
King, western representative of the company, and 
spent two or three days in Los Angeles. 

* * * 


Thomas Joins Dennison.—Hailing from Portland and 
Seattle and the territory contiguous thereto, B. R. 
Thomas has resigned the position he held to join the 
sales force of the Dennison Manufacturing Company 
at Los Angeles. 


ee 


Hollywood Concern Takes New Manager.—The new 
manager of the “Hollywood Citizen” is M. P. Goodman 
who was formerly associated with another concern. 
Ned Thomas, former manager, has resigned. 

* od * 

Veteran Joins Staff of Schwabacher-Frey.—James 
Galletly has become a member of the sales department 
of the Schwabacher-Frey Stationery & Printing Com- 
pany. He was for fourteen years with the Grimes- 
Stassforth Stationery Company. 

* * ob 


Big Concern Closes Downtown Branch.— The Los 
Angeles Stamp & Stationery Company has closed its 
downtown branch and will concentrate its business at 
the main office, Fifteenth and Los Angeles streets. 

* * * 

Wood Joins Grimes-Stassforth.—Fred Wood, formerly 
with the A. B. Dick Company, is now connected with 
the office furniture department of the Grimes-Stass- 
forth Stationery Company. 

* * * 

Loads Up On Old Office Furniture.—The other day a 
representative of Paramount Pictures, Inc., famous 
moving picture producers, called on the California 
Desk Company, went to the rear of the sales room and 
began picking out odd pieces of old office furniture. 

“I want this. I want that. I'll take that old desk 
over there.” 

“Sure; certainly,” said Mr. Fenn, “but what’s the 
big idea—trying to clean us out of all our old trade- 
ins?” 

“Oh, no,” said the Paramount man. “We’re making 
a picture and need a few pieces of old furniture for 
scenery. Gimme those old typewriters, and that chest 
of drawers. And be sure to include that old desk that 
has drawers clear down to the floor—used to call it a 
solid pedestal desk, didn’t they, before the ‘sanitary’ 
lines came in? And give me that old wooden filing 
se and one of those bookcases—Hey, don’t do 

a ha 

“Why, I was just polishing the old stuff up a bit,” 
said the finisher, with his rag and furniture polish. 





“No, can’t do that,” said the Paramount man. “If it 
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@ SPOTSEALD @ 
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DOUBLE FEATURE 




















ADDING MACHINE ROLL 


SPOTSEALD FOR EASY OPENING 


This patented feature represents real econ- 
omy—a quick tear across the dotted line and 
the roll is ready for use—with practically 


no waste. 
Vv 
RED "END SIGNAL" 


Three feet from the core, a red “end signal” 
warns the operator that the end of the roll 


is being reached. 
v 


SPOTSEALD ADDING MACHINE ROLLS 


are regularly available in the two standard 
widths—and in five grades, one of which is 
sure to interest you. All rolls are, wound 
firm and hard, without breaks or patches. 


Vv 
TELETYPE ROLLS 


Don’t overlook this item, for which 
demand is steadily increasing. 


Vv 


Samples and quotations will be mailed 
promptly to all interested dealers. 


the 


ROCKWELL - BARNES 
COMPANY 


1525 WEST 38TH STREET, CHICAGO 
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was all fixed up and looked nice we wouldn’t want it. 
I understand, of course, that it was your intention to 
polish up these pieces and dispose of them. They have 
a commercial value in such case, but we want them 
for background, and the more soiled and misused they 
appear within reason the better we shall like them.” 

At the finish the Paramount people had taken a 


| considerable part of the desk company’s stock of used 


furniture at a fair price, some of the pieces being old 
“stickers” they despaired of ever getting rid of at all. 


SS 


MANUFACTURERS ASSOCIATION ISSUES 
BOOKLET 

Covering a number of subjects of major importance 
to the industry, a new, forty-page booklet has re- 
cently been issued to its membership by the Safe Man- 
ufacturers National Association, 7 East Forty-fourth 
street, New York City. 

Included in the various matters covered by the 
book are the following: 

The purpose of the association. 

A short story about organizations with which the 
work of SMNA is associated. 

A statement regarding the SMNA label service and 
the significance of the SMNA labels. 

Data of a general informational character concern- 
ing mercantile safe insurance. 

The policies of the association with respect to re- 
pairs. 

Rules for classification of records. 

Methods for determining the protection appropriate 
to each class of records. 

Schedules for retention of the various classes of 
records. 

Methods for judging fire exposure to determine the 
degree of protection (rating of safe) required for a 
given fire condition. 

A chronology of the application. of science to fire 
protection. 

Excerpts from those clauses of a standard fire in- 
surance policy which refer to business records. 

The results of a study of the effect of record losses 
on 100 concerns who lost their important records in 
fires. 

Loss-ratio and mortality-rating tables showing ex- 
actly how safes have behaved in actual fires. 

Among manufacturers of the office equipment in- 
dustry which are affiliated with the association as 
members are Art Metal Construction Company, 
Jamestown, N. Y.; Diebold Safe & Lock Company, 
Canton, Ohio; The General Fireproofing Company, 
Youngstown, Ohio; The Guardian Safe & Manufac- 
turing Company, Alliance, Ohio; Herring-Hall-Marvin 
Safe Company, Hamilton. Ohio; Melink Steel Safe 
Company, Toledo, Ohio; The Mosler Safe Company, 
Hamilton, Ohio; Remington Rand, Inc., Buffalo, N. Y.; 
The Shaw-Walker Company, Muskegon, Mich.; The 
Victor Safe & Equipment Company, Tonawanda, N. 
Yawman and Erbe Manufacturing Company, Roches- 


SAFE 


ter. N. Y., and the York Safe & Lock Company, 
York, Pa. 
es 
SHEAFFER PLANS WIDE ADVERTISING ON 
FINELINE 


An advertising campaign, including four-color spe- 


| cial position spreads in national magazines, is being 
| planned by the W. A. Sheaffer Pen Company, Fort 


Madison, Iowa, on its new Fineline pencils and leads. 
The Fineline was fully described and illustrated in the 


June issue. 
At the same time it was announced that the double- 


| length Fineline thin lead pencil mechanism will be 


incorporated in the company’s $3.50 and up pencils 


| aS well as in the one dollar version. Arrangements are 


| 


being made whereby dealers will be supplied with at- 
tractive counter cases for the Fineline output. 
oie 


JOHNSTONE GOES TO WALLACE PENCIL 

Jack Johnstone, well known to the trade in the Mid- 
dle West from his connections with Associated Sta- 
tioners Supply Company, National Blank Book Com- 
pany and Neva-Clog Products, Inc., has been appointed 
manager of the Chicago office of Wallace Pencil Com- 
pany which is located at 506 South Wabash avenue. 
The Chicago territory includes Illinois, Indiana, Michi- 
gan and Wisconsin. 








BUSINESS 
TRANSFERS 
REC OEMS 


Concerns the length and breadth of the land are now 
transferring. Right now they will find new needs for 
TRANSFILE corrugated Files—the most economical filing and 
storage method known. Check over your customer's re- 


quirements today. 


TRANSFILE Steel Reinforced Corrugated Board Files have 
so many superior features—every good feature known to 
the art—it's easy to sell them. They cost no more than 
ordinary collapsible files. They do a better job for a longer 
time—and they will make money for you. 


TRANSFILE 


Trademark 


To make the most of the sales opportunity 
TRANSFILE Files offer, demonstrate them at 
every opportunity. In 4 styles and 13 sizes 
there is a TRANSFILE. for every purse and pur- 
pose. No need to change a customer's habits 
or routine. Sell TRANSFILE for real profit. 


GUIDE SYSTEM & SUPPLY CO. —> 


335 CANAL ST. NEW YORK, N. Y. 


FILING SUPPLIES 


Transfer time brings its usual demand for 
filing supplies. The GUSSCO complete line 
of filing supplies has been developed espe- 
cially and wholly for the dealer. It is priced 
to get the order for you. Sell GUSSCO 





every day. 











A stack of TRANSFILE Files interlocked 
into a single unit resting on TRANSFILE 
Sanitary legs to keep it off the floor 
away from the cleaner's mop. 











STEEL REINFORCED 
CORRUGATED FILES 


The De Luxe 





The Regular 
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HO said “‘recession’’? Right now leading stationers 

throughout the country are building better sales 

through the splendid merchandising opportuni- 
ties of Columbia Ribbons and Carbons—America’s lead- 
ing line. 
In Baltimore, The Baltimore Stationery Company say: 
“We feel free to predict for our 1938 sales an even greater 
increase than 1937. The favorable comments received from 
our customers on Columbia Ribbons and Carbons lead us to 
believe that a bright future is in store for us on Colum- 


bia products.” 











From Baltimore, Md., to White Plains, N. Y., is a matter 
of some 200 miles. However, the success of White Plains’ 
leading stationers, Olson & ,.McArdle in merchandising 
Columbia Ribbons & Carbons again proves that distance 
and location mean but little in the face of Columbia quality, 
cooperation, and service, which build bigger business 


everywhere. 


Ask Columbia to prove to you, too, that “‘there IS a differ- 
ence”’ in ribbons and carbons that can be made to show 


up in your profits. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


New York: 305-313 East 45th St. 


Kansas City, Mo.: Dwight Bldg. 


FACTORIES: MILAN, ITALY; LONDON, ENGLAND; SYDNEY, AUSTRALIA 


COLUMBIA- 


TYPEWRITER RIBBONS & CARBON PAPERS 
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E. F. GUSTAFSON 


Stricken with a heart attack while seated at his 
desk, Elmer F. Gustafson, cashier of the Royal 
Typewriter Company’s Chicago branch, died Friday, 
June 10. He was forty-six years of age, and resided at 
5656 North Mason avenue. Funeral services were held 








THE LATE E. F. GUSTAFSON 


from the Lain’s chapel, 5501 North Ashland avenue in 
Chicago. 

Hired as a general clerk in 1912 Mr. Gustafson was 
in line for promotion almost immediately by virtue of 
exceptional ability and qualifications he demonstrated. 
Step by step he won admiration of executives and a 
warm affection of his fellow workers. Several months 
ago the company honored him on the completion of 
his twenty-fifth year with Royal. 


+ k 


W. J. McNALLY 

William J. McNally, sixty-seven, veteran manager of 
the typewriter division of the Washington, D. C., office 
of Remington Rand, Inc., died June 21 at his home 
in Chevy Chase, Md., after an illness of three months. 

Mr. McNally was reputedly the oldest active man- 
ager of the company, and by virtue of his forty-seven 
years of service, also one of the oldest employes in the 
Remington Rand organization. 

In 1898 he was appointed city manager for the old 
Remington Typewriter Company at Washington. When 
the company was merged with the Rand Company he 
became manager of the typewriter division of the new 
organization. 

A native of Cleveland, Ohio, Mr. McNally was edu- 
cated at Assumption College, Sandwich, Toronto, and 
later moved to Chicago. There he was a member of 
the Whitechapel Club, a famous literary organization 
of that time. In the nineties he became an associate 
of Eugene Field. He was married in 1902 to Miss Clara 
Humphrey of Chicago. Mrs. McNally died in 1936. 
Surviving are his son, Robert Humphrey McNally, and 
Miss Betty McNally, a daughter, both of Chevy Chase, 
and a brother, John McNally of Detroit—ATW 
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H. F. GRANT 
Members of the stationery trade learned with regret 
of the death of Herman F. Grant which occurred on 
May 25 at Los Angeles. He was for six years with the 
sales department of the West Coast Stationery & Print- 
ing Company and before that he was with Grimes- 
Stassforth. He left a wife and two daughters. 


+ b f 


A. G. MADDOCK 
Alfred G. Maddock, Pacific Coast representative of 
the Evansville Desk Company, Evansville, Ind., died in 
the Good Samaritan hospital, Los Angeles, Calif., on 
June 19. He had been stricken with a serious ailment 





Vavigator 





The Pencil That Interests 
Your Customer 
Must Interest You 


NAVIGATOR, our new and improved 5c pencil is 
now manufactured in our modern, up-to-date factory 
under the most careful supervision, and contains all of 
the fine qualities which customers look for in a pencil 
bearing the HARDTMUTH name. 


Those who have tried the NAVIGATOR are enthus- 
iastic over it. They are favorably impressed by its 
smooth, grit-free lead; the clear cedar and the unusually 
fine finish and imprint. Its attractive appearance and 
package makes an instant appeal to dealers and con- 
sumers like, and best of all, they are reordering. 


HEXAGON 
YELLOW POLISHED 
GILT TIP 
RED ERASER 


5 DEGREES 
|—2—-2 A—_3—-4 
| dozen to a box, 6 boxes to a carton 





ADVERTISING AND DISPLAY MATERIAL AVAILABLE 


We also have in stock, ready for delivery, the following 
numbers, all manufactured in our new plant: 


ORIENTAL COPYING 
ACCOUNT BOOK 
GOLD LABEL 
BLUE RIBBON 
ELF—ELF HEXAGON 
PUSSYWILLOW 


KOH-I-NOOR PENCIL COMPANY, Inc. 


373 Fourth Ave. New York, N. Y. 

















The Leading Article 
of its hind 
is condadatltotbe the 
UHL STEEL “Savoy 


Typewriter Stand 
DEALERS BEWARE!! 


Do not risk losing your good customer 








by substituting inferior goods. 


Some of our dealers have had sad 
experiences with their customers by sell- 
ing them cheap imitations of the UHL 
**Little Dandy”? Typewriter Stands. 


These same dealers are again “playing 
safe”? by selling the UHL Line exclusively. 


(we are prepared to furnish positive proof of the 
above statement) 


This little group 
of stands shows 
only 3 styles. 

There are 16 dif- 





No. 671-TS 


ferent combinations from 
which to choose. 
Made in 2 sizes: 
No. 671 is 14 in. x 17 in.; 
No. 7800 is 17 in. x 24 in. No. 671-LSX 


Ask for Catalog 


Manufactured by 


The Toledo Metal Furniture Co. 
1650 Hastings St. Toledo, Ohio 
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while on the road but was believed recovering when a 
sudden relapse brought about the end. 


For some time Mr. Maddock was head of the office 
furniture department of Barker Brothers, Los Angeles, 
and of recent years had represented the Evansville 
Desk Company, Shelbyville Desk Company, Shelbyville, 
Ind., Columbia Steel Equipment Company, Philadel- 
phia, and the Taylor Chair Company, New Bedford, 
Ohio. He worked a territory from Denver, Colo., west. 

Mr. Maddock is survived by his widow, Mrs. Ida M. 
Maddock, two sons and two brothers. 


ee 
MRS. F. M. JORDAN 


Mrs. Frances M. Jordan, chief clerk of the Oxford 
Filing Supply Company, Brooklyn, N. Y., died June 14 
at St. Peter’s hospital in that city. Mrs. Jordan was 
thirty-three years of age and had been ill for nearly 
six months. 

As Frances McInerney, Mrs. Jordan went to the 
Oxford organization at the age of eighteen. From 
typist and secretary she became chief clerk and was 
known to the entire organization affectionately as 
“trouble-shooter,” because of her careful attention to 
detail and her wide knowledge of office methods. It is 
said of Mrs. Jordan that she could always be depended 
upon to see a job through. 

Mrs. Jordan is survived by her husband, father and 
three sisters. 

+ - 


MRS. H. M. CUMMINS 


Mrs. Helen McClellan Cummins, wife of Benjamin 
Franklin Cummins, B. F. Cummins Company, manu- 
facturer of perforators, died June 6 at her Winnetka, 
Ill., home following a stroke. 

Besides her husband Mrs. Cummins is survived by 
a brother, Edward W. McClellan, Red Bank, N. J.; a 
daughter, Mrs. Julie Cummins Walcott; two grand- 
children, Helen Walcott McKenzie’ and Julie Walcott, 
and a great grandchild, Helen Ann McKenzie. 

Following funeral services at the Winnetka resi- 
dence, 286 Ridge avenue; burial took place at Lake 
Forest on Wednesday, June 8. 


+ bt + 


J. F. SCHNEIDER 


John F. Schneider, superintendent and a director 
of the Indiana Desk Company, and vice-president and 
a director of the New Indiana Chair Company, died 
May 16 at Louisville, Ky. He had been in ill health 
for two years but was believed on the road to recovery 
when stricken with a heart attack. 

Mr. Schneider is survived by his widow, five sons, 
Ralph, Maurice, Ambrose, Norbert and Jerome; two 
daughters, Rita Mae and Camilla; two brothers, the 
Rev. P. J. Schneider of Greensburg, and Dr. J. J. 
Schneider, Jasper, Ind., and two grandchildren. 

bok - 
M. C. KIGGINS 

Murray Crane Kiggins, retired vice-president of the 
stationery firm of Kiggins & Tooker, New York, N. Y., 
died June 1 in the Mountainside hospital, Montclair, 
N. J. Complications following an operation for appendi- 
citis brought about the end. 

Mr. Kiggins, who was fifty-nine years of age, is sur- 
vived by his widow, Mrs. Moris Lilley Kiggins; two 
sisters, Miss Jennie C. Kiggins and Miss Grace Kig- 
gins, both of Montclair, and a brother, Willard A. 
Kiggins of Summit, N. J. 

+ - 
W. J. BOURCET 

W. J. Bourcet, associated with the Boorum & Pease 
Company for more than eight years and connected 
with the loose leaf industry since 1915, died June 12 
at the age of forty-three years. Mr. Bourcet, who 
represented Boorum & Pease in New York state and 
New Jersey, waS a member of the American Legion. 
Burial was at Mount Olivet cemetery, Long Island. 


+ & f 
F. E. WOOD 
Floyd E. Wood, fifty, president of the Emerson-Beard 
Typewriter Co., 621 Madison avenue, Toledo, died May 


16 in Robinwood hospital after an illness of seventeen 
months. Mr. Wood went to Toledo from Cleveland 








WOULDN'T YOU RATHER SELL THIS DESK 
THAN MEET IT COMPETITIVELY ? 





be “Y and E” Franchise makes the ”“Y and E” Steel Sus- 
pension Desk easy to sell — you will make more sales with less 
effort. Today, values are weighed more carefully and only the 


best sells — there is no place for second best. 


“Y and E” Steel Desks, Files, Storage Equipment and Visible 
Indexing Equipment are the result of over fifty years’ experi- 
ence — highest grade raw materials and workmanship. The Steel 
Suspension Desk line is an outstanding example of thorough 
field study and purposeful designing and engineering. There are 
sixty-three models. If you have the “Y and E” line you can fill 
every requirement. A few territories are available; possibly 


your city is one. Write. 


" FOREMOS!. FOR OVER FIFTY YEARS 


Wy biex CO 
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FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N. Y 
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handi-pen’s ingenious con- 
struction makes it the sales 
leader in its yeeem . ss 


The cross-section (below) illustrates the 
unique Sengbusch construction which in- 
sures your customer’s satisfaction with the 
handi-pen. Note that the vacuum dome 
holds a large quantity of ink. The proper 
ventilation which is necessary in this type 
of inkwell is so arranged that it will not 
gum or thicken a small quantity of ink 
around the pen point. In the handi-pen, 
the nib always rests in a large volume of 
fresh ink (approximately 3 sq. inches). 
The rubber used in the construction of the 
set is of a special composition which defies 
deterioration. Only Sengbusch’s 35 years 
of re and testing gives you this 
“grief-proof” construction. 














OFFICE APPLIANCES 


7 
Bend how to get more desk-set 


Gy» business right now. 


_ Use the handi-pen 
ZZ 10-day free trial offer as 


a Depression life-saver 


Others are doing it, and cashing in. You can, too, 
by following this simple plan: 

Have your salesman carry a few handi-pen sets under 
his arm when he makes his calls. Then, when the 
customer says, “We aren’t buying anything now,” 
have him bring out the handi-pen. We tell you what 
he should say and how he should say it, to introduce 
the 10-day trial offer — and it works. 


The percentage of returns is so small you won't 
believe it until you try it yourself — and quantity 
orders frequently result, even in these times. 

This plan works only with an exceptional product. 
Handi-pen is that product. It gives instant writing 
service—no constant dipping, clogging, or flooding. 
The pen rests continuously in a quantity of fresh 
ink, at the proper level. The dome holds six ounces 
of ink — enough for a year’s average writing. Its 
unbreakable construction practically eliminates ink 
loss and caking due to evaporation. 

Don't be satisfied with sitting back waiting for busi- 
ness to come to you. The handi-pen sells itself — 
so get right out and give your customers a chance 
to buy it. Write today for detailed information. 








Sengbusch Self-Closing Inkstand Co. 


715 Sengbusch Building 


Milwaukee, Wisconsin 
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twenty-five years ago and has been engaged in the 
office equipment and typewriter business there since 
that time. He leaves a son, Donald J. Wood, a student 
in Wooster College, a ey and a Sister. 


ANDREW MacKINLAY 

Andrew MacKinlay, member of the century-old 
wholesale and retail stationery firm of A. & W. Mac- 
Kinlay, Halifax, N. S., died recently in that city. He 
was in his eightieth year and was one of the charter 
members of the Maritime Commercial Travelers Asso- 
ciation, seeing over fifty-seven years of service with 
the organization —SJL 
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FRIDEN’S NEW LOS ANGELES OFFICE.—Staffed by ten men 
under the management of H. E. Williamson this new and 
larger branch office of the Friden Calculating Machine Com- 
pany was opened recently at 328 West Ninth street, Los 
Angeles, Calif. The formal opening was attended by several 
prominent Los Angeles businessmen and was the occasion 
of a visit from Messrs. Friden and Lund of the company’s 
San Leandro (Calif.) factory. 
eee eee 


HAMPSHIRE RETURNS TO STANDARD MAILING 


E. Hampshire, Jr., who formerly graced the sales 
ranks of the Standard Mailing Machines Company, 
Everett, Mass., last month returned to that organiza- 
tion and will cover the Rochester, N. Y., territory, with 
offices at 119 East Main street. Mr. Hampshire’s experi- 
ence in the field will be appreciated by customers in 
the Rochester area since he is fully trained to analyze 
duplicating and mailing problems. 





TO INCREASE CLEANERENO SALES.—This handsome and 
attractive three-color display card, suitable for either window 
or counter, is being offered dealers by the Cleanereno Chemi- 
cal Company, 108 West Lake street, Chicago, as a means of 
boosting sales of Cleanereno, a typewriter cleaner and reno- 
vator. The firm also furnishes circulars to dealers at no cost. 
The Cleanereno Chemical Company has recently completed 
plans whereby all orders will be shipped within twenty-four 
hours of receipt of order. 
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THOUSAND-AND-FIVE PRODUCTS EXCEL! 


For more than half a century, we have 
concentrated upon QUALITY . . . con- 
trolling every step in the preparation 


of M & V products . . . marketing only 
the BEST that science and human ex- 
perience could produce. 


THOUSAND-AND-FIVE PRODUCTS EXCEL! 


Write for Samples and Prices 


MITTAG & VOLGER. Ine. 


Principal Office & Facteries: Park Ridge, New Jersey 


Sales Agencies in Leading Cities the World Over 
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THE NEW 
SUPER-PRONTO. 


THE CORRUGATED BOARD STORAGE 
FILE THAT HAS EVERYTHING — 


COMPARE! 














Patent No. 2,061,485 


@ AUTOMATIC STOP 


@ SLIDING SUSPENSION 


@ ALL STEEL BACK 


@ SIX ROLLERS 





Write for full details! 











PRONTO FILE CORP. 


349 Broadway New York, N. Y., U.S.A. 
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TRACY GOES TO GINGG COMPANY 
J.C. (Jack) Tracy, who possesses a thorough knowl- 
edge of the office equipment and supply industry gained 
through twelve years in the field, last month became 
sales manager of the recently-formed J. G. Gingg Sup- 
ply Company, 214 Mission street, San Francisco, Calif. 











J. C. TRACY 


Previous to taking up his new connection Mr. Tracy 
was a field representative of Fibroin Stencil Corpora- 
tion, Jacksonville, Fla. Before that he was sales- 
manager of the Duplicator Paper & Supply Company, 
Chicago. 

The J. G. Gingg Supply Company was formed a few 
months ago and already has become prominent in the 
office equipment field. It will act as distributor of 
products of the Sargent Manufacturing Company, Inc., 
of the same address, and will specialize in the line of 
Sta-Rite stencils described elsewhere in this issue. 

a an 


BOOK MARKS GREGG GOLDEN ANNIVERSARY 

The fiftieth anniversary of the invention of the 
Gregg shorthand system was celebrated last month by 
the issuance of a thirty-two page book entitled “‘The 


| Golden Jubilee of Gregg Shorthand.” It was issued in 


conjunction with the June number of the Gregg Mag- 
azine, official house organ of the system. 

Between the blue and decorative covers of the book 
is practically the entire history of the Gregg system 
and Gregg Publishing Company, from the time in 
1888 when Dr. John Robert Gregg invented the system, 
up to the present when Gregg shorthand is interna- 
tionally known and used. 

Among the various titles under which the articles 
are printed are the following: “Fifty Years On,” “The 
Story of John Robert Gregg,” “The Romance of Gregg 
Shorthand,” “Some Gregg Pioneers,” “The Gregg 
League of Nations,” and “Gregg in the British Isles.” 

eI 


NEWMAN TAKES ROYAL’S EVANSVILLE OFFICE 

George W. Newman, Jr., former Knoxville salesman 
for the Royal Typewriter Company, Inc., New York, 
N. Y., last month was appointed manager of the com- 
pany’s Evansville, Ind., branch office. Mr. Newman, a 
graduate of the University of Kentucky, consistently 





GEORGE W. NEWMAN, JR. 


averaged well over 100 per cent of quota while working 
out of the Knoxville office. He was installed in the 


| new job by Special Representative C. T. Boulware and 





| District Supervisor A. S. Baugh. 
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PENCILS AND THIN LEADS, DOUBLE LENGTH 








The handsome 
new FINELINE 
pencil "in work- 
ing togs'' cap- 
ped, with dou- 
ble length pro- 
pelling eraser. 
Screw out as 
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needed, just as 
you do with the 
lead, 


$4 .00 


Millions of people have a dollar for the world's finest pencil of its 
kind—hundreds and hundreds of them are right in your area; here's 
your chance to go places in a big way in both school and office 
business! 

Look at this new FINELINE pencil—capped, with double length 
propelling eraser—handsomely dressed—and using the sensational 
new double length FINELINE thin leads. 

Writing is a new experience with it. An altogether different 
character of line is made—between-line writing, a school and busi- 
ness need, is now possible—clearer carbon copies are assured— 
and an average user's year's supply of FINELINE leads costs but 
| 5c—which, by the way, triples the low profit nickle lead sales unit. 

The FINELINE $1.00 pencil is the one 
sure way you can assure your sales of |5c 
leads in the future, instead of selling low- 
quality, low-profit 5c leads, or letting the 
business go to the variety or |0c stores. 
This summer and at school opening is the 


time to capitalize on FINELINE. sMaziNe HOW THN LEAD 
os OevELOP MENT MALES 
THIS THE MASTERPIECE 


4 Strong 4-color special position national Carnet rhe 
advertising backs FINELINE, the pencil pate: 


that revolutionizes writing and opens 


Average User's 
Year's supply of 
double length FINE- 
LINE leads, I5c. 





SPECIAL DEALS, POWERFUL great new profit possibilities for you. 

Get deals, details, direct or from your 
DISPLAYS, AVAILABLE! SEE Sheaffer representative at once, start to 
YOUR SHEAFFER REPRESENTA- ride the FINELINE profit wave NOW! 

W. A. SHEAFFER PEN COMPANY— 
TIVE OR WRITE DIRECT! GET FIRST IN CUSTOMER SATISFACTION, 
SCHOOL BUSINESS, FALL OF- FIRST IN PROFIT, FIRST WITH THE 


BETTERMENTS THAT MATTER!—Fort First of the 4-color special sili 


FINELINE national ads; be ready 


FICE BUSINESS | Madison, lowa, U. S. A. when the buying parade starts! 


HEAFFERS 
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No friction ... no noise. The patented 
drawer operating mechanism operates so 
easily and smoothly that a fully loaded 
drawer can be opened and closed with the 
touch of a finger. 
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Fe Ite Fi le 


is a seasoned winner .. . it has proved its 
efficiency, durability and saleability, and has 
built up an outstanding profit record while 
doing so. Patented exclusive features of de- 
sign and construction form the basis for its 
unmistakable leadership. The Style File is 


sold with a guarantee of lifetime service. 


Alert dealers are capitalizing on the growing 
preference accorded to the Style File. They 
know that the Style File means good, clean 
profits. Let us tell you how and why. A line 


from you brings all the facts. Write us today! 
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STEELCASE 


Business Hquipritieri?, 














QUIETER, MORE ATTRACTIVE APPEARANCE 


EASIER TO OPERATE, EVERLASTING 














METAL OFFIC FURNITURE CO. ° Grand Rapids, Michigan 
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SINISGALLI JOINS ANDREWS COMPANY | 
Returning to the industry after an absence of six 
years, Charles V. Sinisgalli last month was appointed 
manager of the commercial stationery store of the | 
R. P. Andrews Paper Company, 718 Thirteenth street, | 
Washington, D. C. 
Mr. Sinisgalli has spent practically a lifetime in the 
office equipment industry and numbers his friends in 




















C. V. SINISGALLI 


the field from every section of the country. Prior to 
taking up other endeavors in 1931 he was president 
of the Utica Office Supply Company and was active 
in National Stationers Association activities. In 1930-31 
he was retail director of District under Governor 
Clark L. Hungerford. 

Last year he returned to the field when he became 
associated with the Bryant Office Supply Company, 
Miami, Fla. With a background such as this he takes 
a wealth of valuable experience to his new position. 

The R. P. Andrews Paper Company likewise has a 
long and honorable career, being established in 1893 
with an assorted stock which included stationery, gro- 
cers supplies, blank books and butchers supplies. Fol- 
lowing a fire in 1910 the company moved into a five- 
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MAIN RETAIL STORE OF THE R. P. ANDREWS PAPER 
COMPANY, WASHINGTON, D. C. 


story building and in 1924 a new warehouse was built 
on a railroad siding, leaving the retail stationery store 
in his uptown location. 




















Invite the Bosses to a 


~SIT DOWN" STRIKE 


—against uncomfortable, old fashioned desk chairs! 


@ That’s no meaningless play on words, either! Get a 
man to sit down in this luxurious executive chair just 
once—and he'll stage a private strike against the chair 
he is using. Especially if that chair is an old timer. 

The new Murphy No. 8299 illustrated above is a reve- 
lation to a man who doesn’t realize the amazing com- 
fort and added efficiency that come from a properly 
designed, modern office chair. Cash in on this compari- 
son! Invite some of your “boss” trade to try No. 8299! 

The picture gives you some. idea of its elegant appearance and 
quality construction. We recommend it as one cf the finest products 
of our 66 years experience. And remember: Nothing can approach 
the enduring beauty and stamp of quality of WOOD office chairs. 
Let us send you prices and full details on No. 8299—as well as the 
entire Murphy line! 


MURPHY CHAIR CO., INC. Est’b. 1872. Owensboro, Ky. 


There’s no substitute for the rich warm beauty of office furniture made 
of WooD! 


URPHY CHAIR 
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WORLD'S GREATEST PEN MAKERS SINCE 1858 








THE LATEST 


D ICTATOR D UPLICATING I NK 


Canode has been making fine duplicating inks for 
years ... but our new product far exceeds our former 
efforts. It is impossible to tell you in this limited space 
all the good qualities in this 
ink. We are positive that the 
results will bear out our 





claims. 


Send for sample today, and 
subject it to the hardest 
tests . . . note in particular 
its rapid drying qualities 
and how perfectly it lies in 
the pad. Does not leak from 
the drum, and it will not 
harden or separate in the 
pad. Write us for more de- 
tailed information on this 


] } i . . . ime 
| li g 7 se malts COMPANY 
"ter Oncaco 


ink. ei a 


INK SPECIALTIES CO., INC. 


519 So. Laflin St., Chicago, Ill. 
Fred B. Canode, Pres. 
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WIS-ILL CLUB NEWS NOTES 

Several matters of importance were announced at 
the July 1 meeting of the Wis-Ill Club. First was the, 
untimely passing of George Hausam of Hutchinson > 
Office Supply & Printing Company, Hutchinson, Kans., 
a friend of many Wis-Ill Club members, reported else- 
where in this issue. Another was an announcement 
that merchandise displays will be dispensed with at 
the 1939 meeting of the Illinois Booksellers & Station- 
ers Association to be held in Peoria. 

The Wis-Ill Club golf outing to be held at Westmoor 
Country Club ten miles west of Milwaukee, was dis- 
cussed. The date is July 15. Fred Schaefer reported 
by letter that three of the officers of the Northwest 
Travelers Club plan to drive to Milwaukee for the out- 
ing. A large attendance of dealers, manufacturers and 
manufacturers’ representatives is expected. 

Henry Block, chairman in charge of the Detroit out- 
ing to be held September 8, reported that the Michigan 
stationers would meet in the morning and that Cleve- 
land stationers were planning to make the trip by 
boat to visit the Michigan dealers and participate in 
the Wis-Ill Club golf party. 

J. R. Bate of Invincible Metal Furniture Company 
was elected a member. 

Harold Atwood, representing the G. J. Aigner Com- 
pany and Frank Mashek & Company in New York, and 
Al Nordstrom, Minneapolis, representative of Smead 
Manufacturing Company, both former members of the 
Wis-Ill Club, attended the meeting held June 24. A 
visitor from a more remote location was Charles F. 
Evans of Sanford Manufacturing Company, who trav- 
els out of Los Angeles. One dealer—Stevens, Maloney 
& Company—was represented by Bill Durchslag and 
G. O. Stevens. The National Salesmen’s Crusade inau- 
gurated by George Mason, president of Nash-Kelvi- 
nator Corporation, was discussed, President Harry 
Balch announcing that the club should get in line with 
it. Action was taken to prepare for Wis-Ill Club par- 
ticipation. 

Friday, June 10, saw a large gathering of officers 
and members who got together for the purpose of 
paying honor to Charlie Consodine who is leaving the 
Wallace Pencil Company to enter another industry. 
The club presented Mr. Consodine with a life member- 
ship for the outstanding work he had done on behalf 
of the club, both as its president and as a member. 
He was also given a handsome traveling bag in tribute 
to “a swell fellow.” A report of Mr. Consodine’s new 
connection appears elsewhere in this issue. 

—_- 


WOODSTOCK MILWAUKEE BRANCH EXPANDS 

Additional territory has been allotted to the Mil- 
waukee office of the Woodstock Typewriter Com- 
pany, which heretofore confined itself to Milwau- 
kee, Waukesha, Racine, Washington and Ozaukee 
counties in Wisconsin. Oshkosh and Fond du Lac 
were added to the list of larger cities. In the former 
city, the Race Office Supply & Equipment Company 
is now representing the Woodstock company, report- 
ing to the Milwaukee office, while in Fond du Lac the 
Fond du Lac School Supply Company will handle the 
sale and service of the Woodstock machines. 

In the Racine territory, Frank Burch, expert typist, 
who is credited with typing more than 120 words a 
minute on the Woodstock, is demonstrating the speed 
of that machine, rounding up prospects. In the terri- 
tory outside of Milwaukee, Robert Brunner has been 
engaged as salesman, calling on trade which could 
not be easily handled from the Milwaukee office as 
constituted before the increase in the force was 
authorized.—NEH 


—>-———— 


BATES ANNOUNCES VACATION PERIOD 


In the June issue of Bates Brevities, the house organ 
of the Bates Manufacturing Company, 30 Vesey street, 
New York City, appeared the following item concerning 
the company’s vacation period: 

“This year the annual factory vacation period will 
be July 9th through July 23rd. As no orders will be 
filled during this period we suggest that you look over 
vour stock of Bates products and send in orders to 
tide you over. Our New York office will be open as 
usual,” 
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Geared to the times 
...@ sales pacer! 


Full-size JR. NON-SUSPENSION files, priced 
to fit the times—they’re real sales-makers— 
these big, full-size file cabinets—in both 
LETTER and CAP sizes. Built to meet 
modern demands—these Invincible Cabinets 
satisfy the most careful buyer’s needs for 
efficient filing service. But the feature that 
makes the biggest hit—and rings up the 
most sales—is the remarkably low price for 
such an exceptional value. Every dealer 
should have one or more of these Invincible 


Files on his sales floor! 


The illustration can only hint at how good- 


looking these files really are. Beautiful baked 


No. 1274 Four-Drawer Letter File 


enamel finish—new hardware—easy operat- 
No. 1274-L Same with General Lock 


ing drawer—and positive locking compressor. No. 1275 Four-drawer Legal Cap Bile 
No. 1275-L Same with General Lock 


Write for complete details and prices TODAY. 


FACTORY AND MAIN otnréen 


INVINCIBLE METAL FURNITURE CO. winmeuce, wisconsin: 
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HOOSIER DESK COMPANY ANNOUNCES A BRILLIANT NEW LINE 


* % CHIEFTAIN ~~ * 


LOOK AT THESE SPECIAL FEATURES! 


@® GENERAL DESCRIPTION—AIll genuine walnut 
exterior. Streamlined rounded edges throughout. 
Recessed base is heavy stock, strongly reinforced and 
grooved for protective heavy rubber band. Top is 
5 ply, 154” thick. Panels are 5 ply, 1” thick; edges 
banded with solid walnut rims. 


@ DRAWERS—Solid walnut fronts. Sides and back 
are solid oak with 3 ply oak bottoms. Center drawer 
has pen tray. All drawers equipped with adjustable 
loose partitions, with metal holders operating in 
drawers slides for utmost convenience. 


@ HARDWARE—Cast brass bar drawer pulls. Hand- 
some dull chromium finish with black lines and 
black catalin on ends of pull. Knee drawer has heavy 
paracentric key type lock. Exclusive metal locking 
device prevents drawers sticking, assures easy opera- 
tion always. 

@ FINISH—Soft brown walnut color finished with 
3 coats of Duco lacquer, dull rubbed. All drawers 
are finished inside. 


HOOSIER DESKS 


BUILT TRUE CLEAR THRU — HOOSIER DESK COMPANY, JASPER, 





Streamlined beauty! Superior selling features! 
Priced to give you real profits and 
easy sales. Write for full details today! 


@ You’re looking at a desk whose beauty is more than 
skin deep. Back of its eye-appealing streamlined design 
is Hoosier’s world-famous quality construction. Our 
new Chieftain series embodies selling features that you 
can really “talk”, and that whip competition. Like 
every Hoosier desk, the Chieftain is BUILT TRUE CLEAR 
THRU. The Chieftain is available in all standard styles, 
with a complete suite of matching pieces. Here is today’s 
finest example of the rich, warm, beauty in modern 
office furniture made of wood! Let us send you the 
attractive prices and complete information on the new 
is no obligation. 


Chieftain line. There 


Write today! 





INDIANA 
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DEALER SPONSORS RADIO PROGRAM 


A radio program of unusual interest and value is 
being sponsored over radio station KMAC in San 
Antonio, Texas, by the Central Typewriter Company 
of that city which, because of its advertising possibili- 
ties, will prove of interest to other operators of busi- 
ness machine firms. 

Operating under the title, “What every stenographer 
should know,” the program goes on the air at 11 o’clock 
each Sunday morning and continues for a half-hour. 
Recorded music is interspersed by interviews with 
stenographers and secretaries from local business 
firms. These young ladies are asked a series of selected 
questions associated with their work, such as the cor- 
rect spelling of words, the discerning of grammatical 
errors, the correct expressions to be used on certain 
occasions, etc. A small cash award is given for each 


correct answer, the average awards totaling not over 


$2 to each person, and not over $5 for the program. 

Three young ladies are interviewed at each weekly 
broadcast and, in addition to giving their answers to 
the questions, they are permitted to give a short talk 
about the firm by whom they are employed, its prod- 


ucts, its special services, or any other feature that is | 


distinctive about the business. 

Variety is sought in each broadcast so as to sustain 
interest. On one occasion a speed and accuracy test 
was held, arousing great interest because of the strong 
competition and the fine work turned out by the com- 
petitors. Machines used were, of course, furnished by 
the Central Typewriter Company.—BCR 

; ee ae 





ONE DUMMY AND LOTS OF CUSHIONS!—This fine display 
of cushions manufactured by the Perfect Rubber Seat 
Cushion Company, Philadelphia, with a _ ventriloquist’s 
dummy seated in the center, made up a novel window 
display of A. Pomerantz & Company, also of Philadelphia. 
Practically every type of chair cushion made by the com- 
pany was shown and resulted in a large number of addi- 

tional sales for the Pomerantz organization. 

2 
“MODERN SECRETARIAL TRAINING” 


A recent release of the Ronald Press Company is the 
book, “Modern Secretarial Training” by S. J. Wanous, 
assistant professor of business administration, Univer- 
sity of Arizona. 

The new book’s 474 pages are divided generally into 
four parts—the first section being devoted to “Secre- 
tarial Personality and Office Etiquette,” the second 
section to “Stenographic and Editing Duties of a Sec- 
retary,” the third to “Routine Duties of the Secretary,” 
and the fourth to “Secretarial Employment.” 

Organized in text book style, each chapter of the 
book is followed by a group of questions designed to 
aid the student secretary to test her knowledge. Each 
chapter is also confined to one particular phase as, 
for instance, chapter one deals, under a general head- 
ing of “Qualifications of the Secretary” with duties, 
qualifications, technical ability, work habits, etc. Other 
chapters in turn deal with telephone technique, letter 
styles and arrangements, writing business letters, re- 
porting and preparing minutes of meetings, steno- 













Like the 
1938 


| Automobiles 


Universal 
OFFICE MACHINE 


STAND | 


THE MARK OF QUALITY 
— is the utmost in operating efficiency 


Moves noiselessly on 38-inch rubber tired casters, 
in position with cam brakes. Mechanica! equalizer adjusts for 

any unevenness of the floor and the top can be adjusted for 

nearly all office machines now in use, holding them safely and 
securely, operating shocks being absorbed through rubber and 
felt. Side drop leaves 16 by 18% inches afford ample working 

space. Weighs 40 lbs. packed for shipment. | 
| TUSCO is the apex of quality in office machine stands, above 
| the profitless volume class. Retails at $24.50 up according 
| to drop leaves desired and finish of steel work. For saving 
time and energy and promoting accuracy, recommend TUSCO. 


| TUBULAR SPECIALTY MFG. CO. 


| 1940 STANLEY AVENUE DETROIT, MICHIGAN 


locks rigidly | 


REPRESENTATIVES: C. E. Ritter, 2451 E. 78th St., Chicago 
(phone REGent 1110); Western Wholesale Stationers, Ltd., 
| 307 E. Third St., Los Angeles, Calif. 


























WARSHAW Svrrit 
SUPPLIES 

Good steady sellers the whole year 

round, WARSHAW Filing Supplies have e 

great selling appeal at transfer time. GUIDES 

They are a whale of a “buy” for every INDEX CARDS 

man's money. 

WARSHAW Index Cards are always Rees 
fresh and clean in their Cellophane PROTEX 
package. Rotary cut on all four sides, STICKONS 
even margins, uniformly ruled. No MENDING TAPE 
fuzzy edges. UMMED 

WARSHAW Folders of heavier stock INDEX TABS 
are round cornered and perfectly SUPERDEX 
scored. ROLL LABELS 

Get samples and prices today. e 


WARSHAW MFG. CO., INC. 
| MAIN ST., BROOKLYN, N. Y. 























Permanent 


BINDERS 


Public demand cannot 
be ignored. The prac- 
tical economy of the 
Liberty Storage Binder 
has appealed to the 
common sense of busi- 
ness men and its sale 
grows steadily. Hun- 
dreds of leading sta- 
tioners know this from 
experience. 

6 

The unlimited profit field of 
SPECIAL SIZE LIBERTY 
Binders requires no invest- 
ment. And you can meet 


ALL calls... . regardless of 
size or quantity, a service 
possible only with Liberty 
Binders! 

& 


Steady repeat business .. . 
a service to your customers 
° . profit without heavy 
stock investment! 


COMPANY & 
Chicege ITT 

















HERE'S striking beauty and endur 


ing quality in this popular series 
combination walnut desks . and 
range that includes 
four-drawer and three-drawer desks in 
© 36” size, 60”, 55”, 42”, and 38” 
s typewriter desk: 
s in standard sizes 

We invite requests for catalogues 


Tell City Desk Company 


TELL CITY, INDIANA 
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graphic problems, office files, employment tests, and 
many other important factors of necessary secretarial 
knowledge. 

“Modern Secretarial Training” is available through 
The Ronald Press Company, 15 East Twenty-sixth 
street, New York, N. Y., price $2.75. 


~~ —____ 


DAWN ANNOUNCES DEALER CONTEST 


The Dawn Manufacturing Corporation, division of 
the Hall-Welter Company, Rochester, N. Y., has just 
started a novel summer sales contest whereby dealers 
handling the line of Error-No copyholders can obtain 
a beautiful and useful picnic ice-box. 

The contest was arranged for the twofold purpose 
of creating more dealer business during the summer 
months and, at the same time, impressing upon them 





THE MANNER IN WHICH THE DAWN, MANUFACTURING 
CORPORATION IS ADVERTISING ITS PICNIC ICE-BOX 
CONTEST AMONG DEALERS THROUGHOUT THE COUNTRY. 


the extra summer business which every dealer can 
obtain by making his customers Error-No-conscious. 

To acquire the picnic ice-box the dealer has but to 
promise he will sell six Error-No copyholders between 
June 15 and August 15. He is permitted to place his 
order for three copyholders immediately while the 
three remaining machines may be ordered as needed. 
The picnic ice-box goes to the dealer with the first 
shipment of copyholders. 

“The plan works two ways,” General Sales Manager 
F. E. Brown explained in describing the contest. “The 
dealer, should he desire, may receive the picnic ice-box 
and put it up as a prize among his salesmen, all of 
whom would more than appreciate such an article 
during the heat of summer.” 


—-<. 


DEALER TELLS OF ALLEGED CHECK RACKET 

Carl W. Welch, manager of the office furniture de- 
partment of G. A. Stowers Furniture Company, Hous- 
ton, Texas, reports being victimized by a man giving 


| the name of Melvin A. Hamerslag and claiming con- 
nection with a well-known San Francisco company. 


According to Mr. Welch the man, who is in no way 
connected with the California organization entered 
into a deal to buy a considerable quantity of furniture, 
making a down payment by check and asking that the 
invoices be sent to his “home office.” A short time 
later he asked Mr. Welch to cash a $50 expense ac- 
count check which assertedly turned out to be a for- 


gery. 
Mr. Welch describes the man as between forty-five 
and fifty, weight about 145 to 150 pounds, blue-grey 
eyes and light brown and grey hair. 
nicl 


GOLDBLATT SEEKS STOLEN TYPEWRITER 
Robert C. Goldblatt, proprietor of the Star Type- 
writer Company, 189 West Madison street, Chicago, is 
seeking a typewriter stolen from his place of business, 


| and is offering a reward of $10 for its return. The ma- 
' chine is a Remington portable, No. NZ26114, equipped 


with a Polish keyboard. Persons having knowledge of 
this machine are urged to communicate with Mr. 


| Goldblatt at once. 
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‘THE ACCEPTED 
STANDARD OF QUALITY” 





Bassick 


OFFICE CHAIR CASTERS 


; The largest selling quality ofhce chair casters 
in the world! 

Why—because of the patented two-level ball race design 
that gives greater efficiency and easier swiveling — because 


of guaranteed and proven satisfactory service in actual use. 


These casters and the complete line of BASSICK floor 





protection equipment are building good-will and profitable 


This BASSICK display will sell sales for leading office equipment dealers. 
QUALITY casters, and floor protec- 
tion equipment. It is available free to 


dealers stocking the Bassick line. CATALOG AND COMPLETE INFORMATION ON REQUEST 


THE BASSICK COMPANY °* BRIDGEPORT, CONNECTICUT 


Canadian Factory: STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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HERE ARE THE PROFIT MAKERS 
COMPRISING THE COMPLETE LINE 


Study This List—It Means More Business—Repeat Business—To You 














CARBON PAPERS CARBON ROLLS | INKED RIBBONS 
Cleangrip Tailor’s Marking Stormtex Silk 
Whitedge Photo Offset Le: | Stormtex Cotton 
Clean Pull Billing Rolls for Elliott- Cameo 
. ; Fisher Machines aeentes 
Cameo Billing Rolls for Burroughs cane ened 
American | Posting Machines Reliance 
Reliance 5 a9 a Ribbons for Addressograph- 
o » 4 7A1io Ss ia y 0 S : M Iti , h 
gee tcl ad siete Teletype Carbonized Rolls _ ws nag 
ere Rolls for Elliott-Addressing nat terventniegs% 
Machines Dupligraph, etc. etc. 
Special Rolls 





QUALITY GOODS FOR DISCRIMINATING USERS 
Write Today for Full Information 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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AUTOMATIC TYPEWRITER DRAWS OUTDOOR 
CROWD 

John Loser, proprietor of the Noiseless Writing Ma- 
chine Service Company, 95 Chambers street, New York 
City, knows the value of unusual advertising. He has 
seen waltzing mice in store windows, imitation Indians 
in doorways and live lobsters in cafes draw crowds that 
were crowds. 

So he hit upon a scheme to remind New Yorkers that 
his store is where it is and that it sells office supplies. 
High in the doorway of his store he placed an ani- 
mated display of a Royal typewriter with a figure of 
Albert Tangora apparently writing at top speed. This 
moving figure could be seen from far down the street. 





OUTDOOR DISPLAY WHICH ATTRACTED CROWDS TO THE 
NOISELESS WRITING MACHINE SERVICE COMPANY'S 
STORE 


Immediately below it Mr. Loser placed a Hooven auto- 
matic typewriter hooked up to continuously write a 
six-line sales message. 

For a trifling cost of two rolls of paper daily, plus 
three cents for electrical power, the unique stunt at- 
tracted a crowd estimated at 8000 a day and on one 
occasion resulted in 1000 advertising blotters being 
taken from a nearby rack within three hours. 

The unique stunt accomplished four major purposes, 
according to Mr. Loser—(1) impressed the location and 
business of the store upon thousands; (2) distributed 
thousands of pieces of literature from a stand set close 
to the machine; (3) brought many new customers into 
the store, and (4) introduced the Hooven automatic to 
hundreds who had never seen an automatic typewriter 
before and wished to learn more about it. 

The machine was one which the mechanical staff of 
the store had reconditioned. 

ae ete ae 
SOUTHERN TRAVELERS NEWS NOTES 

Featured by the election of officers, the Southern 
Travelers Club held its annual meeting at the Tutwiler 
hotel, Birmingham, Ala., May 25. The new officers for 
the year 1938-39 are Jess Haralson, president; A. L. 
Marschall, first vice-president; W. W. (Bill) Cole, sec- 
ond vice-president; Charles H. Hucke, secretary and 
treasurer; Alex Culpepper, corresponding secretary; 
Charles Small, honorary life president; Jack S. Gram, 
permanent chairman, and Albert Perry, director of 
publicity. 

* * + 

The club entertained the Fourth District N. S. A. 
convention with a dinner dance, featuring a clever 
floor show under the direction of Alex Patterson. Dur- 
ing the evening Mrs. Charles H. Hucke was presented 
a beautifully-fitted traveling case as a token of appre- 
ciation for her untiring efforts in behalf of the club. 
No one connected with the club is more deserving of 
honor than is Mrs. Hucke, as few realize the amount 
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Hitting New Peaks Daily |\° 
Customers recognize the advantages 
of the Faultless Slide-Operating Ring 
Binder: 
The Pull-Push device that opens the binder ! hr 
with an easy pull (no snap) and closes it VY see: 
with a gentle push; D 7 : 1 
The Cradle-Action Sheet Lifter that. lifts 
sheets over the rings reducing .wear and 
preventing jamming; 
The recessed Label Holder that makes 
identification easy; and 
The Flat Back when open that makes refer- 
ence and entries more convenient. 
That's why sales are maintaining anup- 
ward trend—hitting new peaks daily. 




















SHEET LIFTER 
STATIONERS LOOSE LEAF COMPANY 


NEW YORK 524 NORTH BROADWAY, MILWAUKEE CHICAGO | 
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New Leather 
Posture Chairs 


by BRIGHT 


Rich, luxurious leather is 
fashioned into the ultra com- 
fort of correct posture in 
these new. BRIGHT crea- 
tions. Harmonizing perfect- 
ly with the finest office fur- 
niture they have real sales 
appeal—Especially at their 
No. 58 attractive prices. Like all 
F BRIGHT numbers they are 
BRIGHT CHAIR CO.,Inc. made of fine materials by 
127-133 BLEEKER ST. honest craftsmen. Write for 
NEW YORK, N. Y. full information now. 
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CK 
BALANCED ACTION 
CHAIR IRONS 

















A COMPLETE LINE 


OFFICE-STOOL AND 
TYPEWRITER IRONS— 
EQUIPPED WITH RUBBER CUSHIONS 
OR STEEL SPRINGS, C-K PRODUCTS 
ARE WELL BUILT OF HIGHEST 
QUALITY AND SERVICEABLE. 


CATALOG ON REQUEST 











COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 








ARE YOU SELLING 


DOLAR 


SPECIALTIES? 


HAVE YOU RECEIVED OUR CATALOGUE 


It is not only a catalogue 
to be used by your buyer 
from which to order mer- 
chandise, but it is com- 
piled as an illustrated 
Salesmen’s Manual, to 
help you sell more mer- 
chandise and if it is prop- 
erly used by your inside 
sales force, as well as your 
outside salesmen, it will 
prove to be a priceless 
merchandising book from 
which to collect daily or- 
ders from consumers. 





WRITE FOR COMPLETE CATALOGUE TODAY 


POLAR MFG. COMPANY 


Terminal Commerce Building 


401 N. Broad Street PHILADELPHIA, PENNA. 














OFFICE APPLIANCES 


of work and time required to keep the records of the 
club. 
* * * 


The golfers of the club enjoyed the tournament held 
at the Birmingham Country Club. Frank Ryan and Al 
Marschall carried off top honors while S. R. (Cap) 
Evans won his first prize in any golfing event. The 
genial Earl Brown was also presented with a prize for 
entertaining the ladies. 

* * * 

Among those not present was a past president, 
Tom Riley, who has always had thoughts of the club 
uppermost in his mind. Many hearts were saddened 
to learn that his absence was due to the death of his 
mother. The Southern Travelers Club, as well as dealer 
friends, express their deepest sympathy in his loss. 

* * * 


Walter A. Boren, president of the Miami Stationery 
Company, Miami, Fla., announces the removal of his 
business to its beautiful new location at 144 N. E. First 
avenue, opposite Gesu Catholic Church. 

OK * * 


Alex Culpepper, of E. H. Clarke & Bro., Memphis, 
Tenn., recently spent a most enjoyable week-end in 
Louisville, Ky., as a guest of R. D. Pearce, of Eugene 
Dietzgen Company. While visiting famous Churchill 
Downs he succeeded in coaxing home a long shot, 
which paid him a nice dividend. As an added attrac- 
tion they drove to Cincinnati Sunday, visiting points of 
interest there. 

* 1 . 

Walter Winchell’s famous “Bundles from Heaven” 
continue to arrive—P. K. Smith, president of P. K. 
Smith Company, St. Petersburg, Fla., and Mrs. Smith 
received a fine daughter, Emmy Lou, on April 10, and 
Frank W. Hodgkinson, of Eagle Pencil Company, whose 
home is in Atlanta, Ga., and Mrs. Hodgkinson received 
their first baby, a fine young lady, Linda Lea. 

cd * * 


D. T. Ryce, Globe-Wernicke representative, took sick 
suddenly Thursday morning, April 16, in Mobile, Ala., 
and was operated on for appendicitis at 8:30 that 
night. Fortunately for Mr. Ryce, his good wife was 
with him on the trip. 
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FOR BATES DEALERS.— 
The Bates Manufacturing 
Company, 30 Vesey 
street, New York, N. Y., 
has available a supply of 
attractive miniature cata- 
logues to be imprinted 
with dealer's names as 
effective mailing pieces. 
Dealers stocking the 
Bates lines should apply 
to the company’s home 
offices for further par- 
ticulars. 


+» < —+ = 


BAKEWELL AND HANSARD IN NEW LOCATION 

George Bakewell and Evan Hansard, well-known 
manufacturers representatives, have recently moved 
into new quarters at 9 Third street, North, St. Peters- 
burg, Fla. Mr. Hansard was formerly general sales 
manager and export manager of the Victor Adding 
Machine Company. 
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HERE is no secret to the steady 






growth of Corry-Jamestown’s dealer 





organization. First we provide a complete 

























line of over 600 items of quality built 
stee! office equipment . .. each unit a 
plus value . . . regardless of grade. 

Then we render the kind of dealer co- 
operation . . . we would appreciate if 
we were at the dealer’s end of the log. 
A service that follows through until the 
dealer’s customers are satisfied. 

This close personal relationship with 
our dealer organization enables us to 
keep constantly alert to the equipment 
requirements of modern business. We 
make our dealer’s problems . . . our 
problems. 

You may wish to know more about 
our product and our facilities to serve 
you. If so, write us. Complete details 


will be furnished without obligation. 


CORRY-JAMESTOWN MFG. CORP. 
CORRY, PENNA. 
1105 Chester Ave., Cleveland, Ohio 










Export Address: 





ty (/amehtown 


Corry-Jamestown Equipment includes—BOOKSHELF UNITS... CARD INDEX CABINETS ... CARD TRAYS... CHAIRS. 
COUNTER HEIGHT EQUIPMENT ... DESKS... HIGH LINE EQUIPMENT .. . HORIZONTAL HALF-SECTIONS . . . HORIZON- 
TAL WIDE-SECTIONS ... LAW BOOK UNITS ... LETTER TRAYS... LOCKERS .. . PLAN DRAWER EQUIPMENT... SAFES 
° SECTIONAL BOOK CASES... SHELVING ... STORAGE CUPBOARDS ... TABLES... TRANSFER CASES... TYPE- 
WRITER STANDS ... VERTICAL FILING DEVICES ... WARDROBES ... WASTEBASKETS . . . Also Custom-Built Equipment 
for BANKS .. . COURT HOUSES ... HOSPITALS... LIBRARIES... PUBLIC INSTITUTIONS. 











OFFICE APPLIANCES 


104 





x 


Wen Suid pans wie | 





35TH ANNIVERSARY THE ANNUAL 


NATIONAL BUSINESS SHOW 


AMERICA’S EFFICIENCY EXPOSITION + OCTOBER 3-8, 1938 
COMMERCE HALL ¢ PORT AUTHORITY BUILDING, NEW YORK 





For particulars, write or wire: NATIONAL BUSINESS SHOW COMPANY, INC. 


NEW YORK: 50 CHURCH ST., TEL. CORTLANDT 7-1392 — FRANK E. TUPPER, Pres., E. O. TUPPER, Sec’y 
CHICAGO: C. H. HUNTER, Mgr., 1214 GRANT STREET, EVANSTON, ILL. — TEL. GREENLEAF 0125 
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NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 





Governor V. A. Hansen, District No. 7, is back on the 
job after his recent trip through the Mayo Clinic at 
Rochester. 

* * a 

Forrest W. Luff, the Sage of Virginia, Minnesota, was 
married to Miss Murle Eilertson of that same city, on 
June 4. After the ceremony the happy couple left for 
a two weeks wedding trip, destination not known. 


* * * 


Ned Safford of Superior was painfully injured during 
a handball game early in June and was confined to 
his home for several days. 


* * * 


Northwest travelers recently seen in Duluth... 
Dick Gingland, Roy Clarke, Glen Chambers, Ralph 


Maneval, Fred Fenne, Mac Mitchell, and his spar mate | 
Mac Schuster and last but not least Herb “Pierpont” | 


Morgan. 
- * + 
And by the way have you seen the nifty “Olive 
Green” slacks our next club president is wearing these 
days. H. Edward “Lighthorse” Harry Cooper, the blank 
book man had better look to his laurels, as the Beau 
Brummel of the Northwest Travelers Club. 


* * * 


At present it’s a tossup between Stan Griebel and 
Fred Fenne, as to being the best dressed golfer in the 
club. This title will be decided by a committee com- 
posed of Karl Kiesel, Karl Castle, Bill Smith, Ed Han- 
sen and Art Grayston at the annual Travelers and 
Stationers golf party to be held the latter part of 
August. 

+ * * 

Art Grayston was one of a large group of Shriners 
from Zuhrah Temple in Minneapolis who attended the 
annual Shriners convention held in Los Angeles early 
in or and reports a wonderful time in the movie 
‘apital. 


* * * 


Poucher Printing and Lithographing Company of | 
Minneapolis announced the closing of their retail store | 


at Sixth and Marquette, and will carry on the business 
from their building and warehouse at 322 South Fourth 
street. 
* * + 
Frank Peck, Ed Peck and George Vinton spent a few 
days fishing in the Arrowhead Country during the 
Memorial Day weekend. 
—_———o— 


MORHARDT COMPLETES 30 YEARS’ WITH ROYAL 

Frank W. Morhardt, factory superintendent of the 
Royal Typewriter Company, Inc., New York, on June 
8 celebrated the completion of thirty years with the 
firm. Mr. Morhardt has devoted his entire lifetime to 
mechanics and under his able supervision extensive 





F. W. MORHARDT 


changes have been made in the layout of many factory | 
departments bringing the Royal plant up to date on 
methods of manufacturing, engineering and equip- 
ment. 
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| PAPER-WELDER 
Uses No Refills 


"IT COSTS NOTHING TO PUSH 
DOWN THE HANDLE" 


| 








Write for full information 


SERVICE INDUSTRIES, 


TU tT 


z 
o 


1078 BOYLSTON ST. BOSTON, MASS. 
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Vertex 
FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 


Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
























































est buy in the long run. 


“Vertex” Pockets will 
satisfy your customers 


'ALVAH BUSHNELL CO. 


| 925 Filbert Street PHILADELPHIA 





| 
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DEALERS 
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BUSINESS IS PROFITABLE 












Our handsome and serviceable ring binders and zipper cases 
will help you t your share. Be sure you have sufficient 
STOCK take sre of it 

We manufacture a full line of quality ring binders and zipper 
cases for y business and profession. And our steadily 
ncreasing siness proves we are giving complete satisfa 






r and his customer. 





You will like our service 


Aapat 


27 S. Market St. Bi Chicago, Ill. 


THE PROFIT LINE for 1938 





Quality Products 
aw D 


AL 












Ts 


Smart in Looks— 
Smart in Action 





Has a distinctive name that the public will quickly 
learn—and remember. Packed in a handsome box 
to match. Uses True Blue Clipper Staples, 70 to 
a strip, also packed in special True Blue Clipper 
boxes. Unique folder to hand out and mail. Eye- 
catching display, showing many uses to stimulate 
sales. A perfect merchandising tie-up to cash in on. 


Write us for Advertising Material. 


Annual vacation period July 18 to 30. Cooperation of our 
dealers in anticipating their requirements will be appreciated. 
A small operating force in our order and shipping departments 
will be on duty to take care of your emergency requirements. 


HOTCHKISS 


Norwalk Connecticut | 
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CHARLIE CONSODINE LEAVES THE FIELD 

Charles G. Consodine, vice-president and chairman 
of the field division of The National Stationers Asso- 
ciation, and for many years Chicago manager for the 
Wallace Pencil Company, left the commercial station- 
ery industry June 15, 1938, and became affiliated with 
his brother in the J. C. Consodine Company, large 
distributors of flour and several well known lines of 











CHARLES G. CONSODINE 


| liquors and beers, Indianapolis, Ind. In his new work, 


Charlie is vice-president in charge of sales. 
For just about twenty-one years Charlie Consodine 


| has been functioning enthusiastically in the office 


equipment and supplies field. His first connection was 
as a representative of the S. S. Stafford Company; 
then for a number of years he was on the sales staff 
of Eberhard Faber Pencil Company. For the last nine 
years he has directed the sales activities of the Wallace 
Pencil Company in the Chicago area. 

Because of his activities in association affairs, both 
regional and national, Charlie has become widely 
known. Through his pleasant personality and generous 
contribution of time and ability to advancing the cause 


| of the industry in general, Charlie has made for him- 


self a place of high regard in the trade. 
S age ae 


GROVER RETURNS FROM LENGTHY TRIP 
Rodney O. Grover, special traveling representative 
of the DoMore Chair Company, Elkhart, Ind., last 
month returned to the home office following a long 
ambassadorial trip through the Middle Western states. 





RODNEY O. GROVER 


Throughout the journey he reported finding Do/More 
exclusive dealers exhibiting a great deal of optimism 


| and making fine progress. 


Mr. Grover has been connected with the DoMore 
organization for nine years doing special work in New 
York City and Buffalo, N. Y., New Jersey and in Chi- 
cago. This experience in selling Do/More products he 
places at the disposal of dealers everywhere by assist- 
ing them with new ideas and plans in selling Do/More 


seating. 
Se ee 
FABER TO RE-LABEL ENTIRE ERASER LINE 
During the past two months A. W. Faber, Inc., New- 


ark, N. J., has been testing a “See-what-you-buy” plan 
in eraser labels. Part of the A. W. Faber commercial 
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@ Genuine American Walnut or i sing fei o 


Sell the Years “Hottest” Desk Values 
and Step Up Your Hot-Weather Profits 


Put an end to summer slumps! 


@ 5-ply top, 1%” thick; rim se- 
cured to core with tongue and 
grove joint. Top edge moulded 
with rounded corners. Solid 
posts, 1%” square, tapered at 
bottom, with all exposed cor- 
ners well rounded. Pen and 
pencil tray in knee drawer. 
Vertical file frame in right. 
hand double drawer. 

@ Modernistic brass drawer pulls. 
Tumbler lock on knee drawer. 
Brass ferrules; anti-mar glides. 


Coax desk dollars out of hiding with 


Imperial’s fast-selling line of year-round business-builders. No. 561 (shown 


@ No. 500 Series includes 3 flat 
top desks, 4 typewriter desks, 
3 tables and a phone cabinet. 


here) is typical of the beautifully styled, expertly built, medium-priced desks 





“that are producing profits for Imperial dealers—NOW! Write for your free 





copy of the new Imperial 


catalog—and “make hay 


while the sun shines!” 








IMPERIAL 
DESK 
COMPANY 


EVANSVILLE, 
INDIANA 


jo. 561 Flat Top Desk— 
60” x 34” x 30%” high. 
































A New 
STATIONERY CABINET 
by ASCO 


Here's the real answer to the typist’s problem 
of accessible storage space for supplies. Five 
compartments each 1 inch high, 87% inches 
wide and 11 inches deep for letter heads, 
second sheets, carbon paper, invoices and 
copies. Two compartments for large and small 
envelopes. Double walled interior provides 
flush sides to avoid mutilation of stationery. 
Four rubber feet prevent scratching of desk. 
Made of heavy gauge welded furniture 
steel. In olive green, grained mahogany, 
walnut or oak finishes. 

Known as our No. 150 this new cabinet 
will make extra money for you. Get a 
sample on display now. 





No. 900 


Storage Cabinets 


We make a complete line 
of storage, wardrobe, 
combination and _ utility 
cabinets in regular height, 
standard file height, 
counter height and desk 
height. Made of high 
grade furniture steel 
welded. Pictured here is 
No. 900 an ideal cabinet 
for office supplies. 


ART STEEL CO., 


300 E. 145TH ST., NEW YORK, N. Y. 


Utility Stands 


For typewriters, adding 
machines, etc. these 
ASCO Utility Stands are 
ideal. Roll silently and 
easily on rubber tired 
casters. Sturdy steel con- 
struction with beautifully 
finished wood veneer top. 
Furnished with or without 
side tables. Finished in 
grained oak, walnut, ma- 
hogany and olive green. 


Inc. 
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Use the Greatest Selling Phrase in Duplicator History 
"ITS A GENUINE AUTOMATIC ROTOSPEED 


.. . GUARANTEED FOR 5 YEARS... ONLY $32.50" 


Complete with sup- 
plies including 
genuine Cellulose 
Stencils 












Cash in on this NEW RECORD BREAKING VALUE .. . and 
on ROTOSPEED’S QUALITY REPUTATION! 


















This is more than a new automatic duplicator . . . 
more than a sturdy, flexible, handsome machine. 
It’s a genuine ROTOSPEED, guaranteed for 5 years 
by ROTOSPEED, and that’s an extra-value 
that clinches sales quickly. To the thousands 
of Rotospeed owners and to the millions who 
know the Rotospeed reputation this machine 
is two-thirds SOLD! 


WRITE TODAY for complete information, or get 
the jump on competition by ordering a sample now. 
Ask also about our Top-Printed Typo-Graph Stencils 
available for all makes of duplicators at no increase 








Automatically feeds any size from postcards to legal size. 





in price. One turn of handle produces perfect copy. Simple device 


THE ROTOSPEED COMPANY 


161 S. Wilkinson St., Dayton, Ohio 


Manufacturers of Duplicators and Supplies since 1912 





raises or lowers position of print on paper. Feed table 






holds up to 200 sheets. Stream-lined, rugged, practical for 






every kind of duplicating. Also hand-feed Model at $25.50, 







and other Rotospeeds from $22.50 to $155.00. 








$ ror § 
Compare 


the Service 


For more than 6 () years 
Jasper Desk Co. has 
maintained an unvarying 
standard of quality. 
Close supervision, thor- 
ough inspections have in- 


iit sured the value we build 


Jasper Desk Co. 





into our desks. 





No. 1718 Genuine American black walnut or Catalog. 
genuine mahogany. Five ply beds and panels— 
beds 114 and panels 5% inches thick. 134 inch turned 
legs fitted with sliding shoes. Drawers finished in- Ja sper Desk Co. 
side and out and fitted with partitions, trays, etc. 
Standard walnut or mahogany finish. High grade JASPER INDIANA 


statuary bronze knob pulls. Three sizes: 60, 66 
and 72 inches—also made in three drawer pedestal 
{8 and 54 inches in addition to above. 


New York Warehouse: 573 Broadway. 


Chicago Representative: W. H. Brown, 6708 Glen- 
wood Ave., phone ROGers Park 3644. 
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and drawing erasers were re-packaged with halftone 
color reproductions of the erasers on each box. The 
name of the company, the stock number and the pic- 
ture of the eraser are handled in a uniform arrange- 
ment on each box. 

So satisfactory has the response been from dealers 
that the company has decided to re-label the entire 


eraser line. 
> o—_____—_ 


KAHN ANNOUNCES NEW PENCIL DEAL FOR TRADE 

Due to the wide sale and popularity of the Wearever 
“Personal” Pencil, manufactured by David Kahn, Inc., 
North Bergen, N. J., an additional trade deal has just 
been introduced. This is intended to make it easier for 
smaller dealers to buy, as well as to give all types of 
retailers who are interested, the opportunity of run- 
ning a sales test on this item. 

The new offer is planned to coincide with the fall 
sales and advertising campaign on this item as a large- 














KAHN’S WEAREVER “PERSONAL” PENCIL WHICH FIGURES 
IN A NEW TRADE DEAL DESCRIBED IN THE ACCOMPANY- 
ING STORY. 


volume seller to the student trade at the opening of 
schools and colleges in the fall. 

One dozen No. 342 Wearever “Personal” pencils are 
mounted on an attractive “selling” display card, which 
features prominently the “free initials” 
of the pencil. Six dozen gold initials are furnished to 
the dealer without any charge, so that he may slip 
them on to the clip of the pencil in the order which 
the purchaser desires. The new color combinations are 
striking, beautifully mottled maroons, sepias, and 
jades, and the more conservative grays and blacks 
with gold trim, for the many customers who prefer 
them. 

Suiinnctilpaiealiitllati aastciin 
PICKERING VISITING EUROPE 

For the purpose of ascertaining first-hand the busi- 
ness conditions and prospects abroad and their possible 
reflection upon American production, W. J. Pickering, 
president of the Allen-Wales Adding Machine Corpora- 
tion, is making a lengthy trip through Europe from 
which he expects to return late in August. 

Mr. Pickering, a keen student of economic conditions 
both here and abroad, sailed aboard the SS. Rex on 
June 11. At that time he said he planned upon tour- 
ing Italy, France, Switzerland, Belgium, Holland and 
England, although should the occasion require he may 
include other countries in his survey. 
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St. Johns Office Table No. 24 
Solid Northern Grey Elm; Office 
Golden Finish. Also School Brown 
Finish. Top is 1% inch thick. Legs 
2% inches square. Six sizes, from 
24 x 36 to 30 x 72. 











ST. JOHNS OFFERS THE 


|BEST BUY 


| IN OFFICE TABLES! 














VERY principle of smart buying points to the 

choice of St. Johns for office tables. The 
famous St. Johns line is well-designed, sturdily 
constructed, and moderately priced. It includes 
only four numbers, each in various popular 
dimensions. It is a line developed by seventy 
years of leadership in the manufacture of office 
tables. Write today for catalog and prices. 


ST. JOHNS TABLE COMPANY 


Cadillac, Michigan 
| Office Furniture Warehouse Company, 573 Broadway, New York 





FREE TONIC FOR 
TYPE CLEANER SALES 


Clarotype puts new life into your type cleaner sales. It changes 
one-time buyers to regular repeat customers. Once a steno- 
grapher uses Clarotype she will not be without it because it 
really cleans the type quickly, thoroughly and economically. 
Clarotype gives the stenographer service from top to bottom of 
the bottle and brings your type cleaner sales from bottom to 
top of your profit list on 50 cent specialties. Free advertising 
Order today from your jobber or direct from 


aids on request. 
16-H Hudson St. New York 


The Clarotype Co. Inc. 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 








THE BEST KNOWN— KNOWN AS THE BEST 
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OFFICE SUPPLY CO. OPENS NEW HOME 


, 3 a APPROVED PRODUCTS PAY PROFITS PROMPTLY : tone 
f Lae _ Marking an important step in its career in the 
ay) iy” industry, the Office Supply Company, well-known sta- 
Jv G . tionery house of El Centro, Calif., last month moved 
wy into a new home at 521 Main street. 
The event was celebrated by John B. McNeece, presi- 








eeaTURIn’ O 


CLEANER 






Lor. Bottle Bor Bettie 











LOUIS B. MCMANUS 






& 

%, dent of the company, and Louis B. McManus, manager 
\ ’ ' of the store and secretary-treasurer of the firm, when 
4 Y 4 2 : | they played host to a number of businessmen and 





friends on opening day. 

The store is modern in every detail with harmonizing 
walls, ceilings and floors. All fixtures are treated with 
“antique” finish while the modernistic front is finished 
in light green glass with an inlaid marbleized floor. 

The large stock carried by the store includes Parker 


Cleanereno Chemical Co. 108 W. Lake St. » Chicago, Ill. _ pens and pencils, Woodstock standard typewriters, Un- 
derwood portable typewriters, Carter’s inks, Mosler 
SOLD THRU DEALERS ONLY 


Order a trial dozen at our liberal discount, and get this 
beautiful three color display card free! 


' 
\ 














| NEW HOME OF THE OFFICE SUPPLY COMPANY AT 521 


solicited MAIN STREET, EL CENTRO, CALIF. 


safes, Montag stationery, Steelcase files, Dennison 
Manufacturing Company products and Harter posture 


from progressive dealers in position 


to do justice to the sale and dis- chairs. __ 
‘buti f lity li f Ty In addition to Messrs. McNeece and McManus the 
ee SF a eae y ae a hypo | company has a staff under the direction of Vice- 


writer Ribbons and Carbon Papers. president J. D. Foss, consisting of Winnifred MaclIvor, 
assistant manager; Elsie Maquar, officer manager; 


For 35 years, the responsibility and Jack Hensley, salesman, Jerry Handy, salesman, and 
resources of the manufacturer of W. L. Gaithers, typewriter department. 
‘ TR] = >-—__ 
CROWN Products have been equal 
‘ teeey ena SLOVES FORMS MECHANICAL BINDING CO. 
ee & “a Established for the purpose of rendering a modern 
siete : binding service to the printing and allied trades, a 
Write in for samples and full par- new organization, known as the Sloves Mechanical 
ticulars. Binding Company, has been formed by Jack Sloves at 
225 Varick street, New York, N. Y. 
" Coincident with the announcement | the new _ 
pany by Mr. Sloves, who was formerly vice-presiden 
$ ro-w n R | b b O n in charge of sales of the Spiral Binding Company, it 


was reported that the company will also be exclusive 
& C b Mf C international agency for Bho lige vad i mee is 
represented as a “flat-opening, perfectly-aligning 
ar on Sc: 0. binding” made from a Dupont plastic material and 
available in seven colors. Parallex, a coil type binding 
Rochester, New York, U.S.A. | will also be handled by the Sloves organization, while 
| still another type, the Slide-Binder, combining the 
| advantages of a permanent binding with the loose- 
| leaf feature, will be marketed in the Fall. 
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8Yroscope take off? That’s how the sales chart on SAPHIR 
S looks, A Steady Climb Straight up! We knew it was 4 great 

Mt, rounded corners, 2 for de Pencil. What’s More important Dealers know it 

Made in degrees 2, 2.5 ang 3. * like the Volume Sales ang long range ; 

2 Bross in box. items these days, 








An inquiry 


No. 461-F 
60 x 30 
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attern in : : 
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LOUIS XVI 


INDIANA DESK CO. 
1000 SUITE 


New . . medium priced . . popular . . embodying the characteristics of more 
expensive lines. A reproduction of the Louis XVI period, it presents a rare com- 
bination of beauty and practicability at moderate cost. American black walnut face 
veneers, posts and rails of red gum. Tops are 5-ply, I'/, inches thick, edges banded 
with genuine walnut . . interior materials of native hardwood. 









Take advantage of the extra values in this splendid series; write for our catalog 
supplement containing full details and illustrations. 


No. 1014 illustrated. Also available are four sizes 
of the three drawer double pedestal type, a double 
flat top, a single pedestal flat top, and typewriter 
desks, office tables, etc., to match. 








INDIANA DESK CO., icin 

















will be doing big business in September. 


Many Dealers IT’S NOT LONG and there are various in- 


dications of increased activity. It’s not too 


who prepare soon to get set. Why not put in a few of 
these fine NEW INDIANA Leather Uphol- 


S| O W stered office chairs for an effective display. 
Their moderate cost will move them 
quickly. Send for our catalog. 


New Indiana 
Chair Co. 


JASPER, INDIANA 












No. 701 
Genuine leather 
upholstery. Sub- 
stantial construc- 
tion. Large, easy 
rolling casters. 
Flotilt chair con- 
trol. 

















YOUR PROFITABLE STAPLE 
REPEAT BUSINESS WITH 


ITS ALL YOURS BECAUSE 
FASTENERS 

USE ONLY IMPROVED 

PATENTED ‘STAPLES. 


A MARKWELL STAPLER AND 
STAPLES FOR EVERY PURPOSE 


ATTRACTIVE DISPLAYS, LEAFLETS; 
MATS, ELECTROS AND OTHER 
SALES HELPS Pee TO AUTHOR: 
IZED MARKWELL DEALERS. 







Distributed through | 
select authorized 


Mnakwell, dealers 
TMM Ry (Mgities Solicited ~ lbrite for particulars | 


Pinning § Stapling Retail-*Z 2° 


MARKWELL MEG. Cine. new" Vor” n.¥. 
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ROYAL TO STAGE PHOTO CONTEST 

As a business promotion aid to its portable dealers 
the Royal Typewriter Company, Inc., New York, N. Y., 
will sponsor a $200 cash prize photographic contest this 
summer. 

Cognizant of the current interest in photography by 
practically everyone, and aware of the large market 
for Royal portables represented by the vast army of 
camera enthusiasts, Royal is offering cash prizes for 
the best pictures submitted showing people writing. A 
shot of any kind is eligible—a picture of a plane sky- 
writing or a girl tracing letters in the sand at a beach. 
An unusual feature of the contest is the offer of double 
money if the subject is writing on a Royal portable. 

Contestants are required to have their entry blanks 
signed by a Royal portable dealer. “This feature of 
the promotion,” states W. H. Beckwith, Royal advertis- 
ing manager, will result in countless prospect contacts 
and publicity opportunities for dealers in all parts of 
the country.” The contest will be extensively adver- 
tised during July and August in “Life”, “Look”, and 
photographic magazines. 

Complete contest rules are on the entry blank. En- 
tries must arrive on or before Friday, September 2, 
1938. The judges of the contest are the picture editor 
of Life magazine, editor of Minicam magazine, and 
the picture editor of Times Wide World Photos. 

Dealer promotion on the contest includes entry 
blanks, counter cards, displays and various other ad- 
vertising helps which will center interest in the por- 
table dealer’s own store. 





FEATURING VICTOR AND SPEED-O- 
PRINT.—This window of A. Pomerantz & 
Company, Philadelphia, Pa., recently won 
considerable comment for its fine display 
of Victor Safe & Equipment Company’s 
line of stencils, inks and duplicator sup- 


plies, and Speed-O-Print Corporation’s 
duplicating machines. Victor stencil boxes 
and reproductions made with Victor prod- 
ucts formed a practical and attractive back- 
ground for the Speed-O-Print machine and 
various display cards relating to Pomer- 
antz’ complete line of duplicator equip- 
ment. Officials of the company said the 
window was instrumental in getting them 
off to a flying start with the Victor and 
Speed-O-Print lines. 


——___—_¢-— 9 ———————_ 


POLAROID OFFERS DEMONSTRATION UNITS 
TO DEALERS 
Featuring an acetate “cancelator” that changes 
Polaroid light back into ordinary, glaring light, Polar- 
oid Lighting, Inc., West Haven, Conn., will offer special 
demonstration lamps to retailers through their manu- 
facturing licensees. When this acetate sheet is placed 


in front of the lamp, the reflected glare obtained with | 


an ordinary light source is plainly evident, but when 
the “cancelator” is removed, the full benefits of non- 
glaring Polaroid illumination become obvious. Black 


ink loses its gray, shiny appearance and colors stand | 


out vividly. 





These demonstrating units are in a special color and | 


are marked “Not for resale.” The company advises 
that any dealer buying six or more of the regular 
lamps may secure as many demonstration units as are 
needed for the sales force at $4 each. The list price 
of the regular units is $16.50. A “cancelator” will be 
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(in Guassr in hand isworth 
Drawer / 


Two in the 


ti THE HAND, 


Weldon Roberts Erasers in- 






















spite confidence, balance per- 

a fectly, erase superbly. Weldon 4 
Roberts Eraser No. 399 
‘ TriPly, favorite with typ- 
\ ists, has three plies, the 


outer ones red rubber for 

pencil marks, carbon 

smudges, the center ply 
gray rubber, for ink and typing errors 
(Note the Weldon Roberts Eraser 
Halter, a popular new item for keep- 
ing the eraser within reach always). 
Even in the drawer, Weldon Roberts 
erasers stay fresh. Send for data on 
the profitable and popular 88 styles, 


WELDON ROBERTS 
7 RUBBER COMPANY 


4 merica’s 
Eraser Specialists 


Newark, N. J. 
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A New PRrofrit ITEM! 
The Gaylo Utility Table 


FOR— 


Typewriter 
Telephone 
Adding Machine 
Dictaphone 
Special Filing 
Cabinets 
Catalog Stand 


Colors— 


Mahogany, Green, 
Walnut 





A new GAYLO product that is proving to be a real seller—a 
utility table entirely new and different, made by the manufac- 
turers of the famous GAYLO line of seating chairs. Serves many 
office and home purposes. 


UPHOLSTERED TOP 


Three-ply wood veneer top covered with Spanish leatherette 
to make it noiseless. Can also be furnished in a plain metal top. 
Baked synthetic enamel finish—frames shaped for the comfort of 
the user. 

The GAYLO table is priced remarkably low. 
your community to offer this outstanding table. 
for more information. 


THE GAYLO MFG. CO. 


820 NORTH MICHIGAN AVE, CHICAGO, ILL., U. S. A. 
Cable Address “GAYLOCO” 


O28 882888888 eel eee lee e lee 8 consents 


Be the first in 
Write or wire 
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Business Opportunity 


for Progressive Retailers 


WANTED: Retailers with vision to go into the catalog 
cover business. Acco Catalog Covers, of genuine press 
board (choice of five colors) bound with the well known 
Acco Fastener, are sold in large quantities for binding 
catalogs, price lists, sales and service bulletins, etc. 
The construction of Acco Binders provides all of the 
advantages of a bound book with the interchange- 
ability of a ring book. When embossed and imprinted 
with contrasting colors, press board covers present 
an unusually attractive appearance. They are so 
practical in use and so low in cost that any sales effort 
‘is bound to show gratifying results quickly. Sales 
opportunities are splendid right now as thousands of 
firms are now working on new catalogs for fall and 
winter. Get the profits on this business yourself! Write 
in for samples and complete particulars. Acco Products 


Inc., 39th Ave. and 24th St., Long Island City, N. Y. 

















Che Spirit of Hodernism 


CAPTURED IN OFFICE DESKS 


No. 3460 
Flat Top Desk, 
Size 60x34” 


The individuality of it's design creates 
new market opportunities for the EVANS- 
VILLE Lorraine Group. 

These desks are exclusive and unusual, with eye appeal far beyond 
their moderate cost. 

The Lorraine Group is nicely built and finished, with Walnut top 
and panels, V-Matched Walnut center drawer and Stump Walnut 
lower drawers. The hardware is solid brass, in Modern Gold finish. 

Here's that “executive” look in wood office desks, at prices fitted 
to current budget restrictions. 

Illustrated, with numerous other sales-building office furniture 
groups, in the Evansville Portfolio of Designs. May we send you a 
copy? 


EVANSVILLE DESK COMPANY 
BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 








OFFICE APPLIANCES 


packed with every Polaroid lamp so that the consumer 
may make this comparison for himself. 

The principle of the demonstration is based on the 
fact that Polaroid light contains only vertical light 
waves that penetrate the paper and ink, pick up the 
color message and detail, and convey it to the eye. The 
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THE POLAROID LIGHTING DEMONSTRATION UNIT 


horizontal waves that skip off the surface of the paper 
and cause reflected glare are absorbed by the Polaroid. 
When the acetate sheet is placed in front of the lamp, 
the light is diffused again and contains light waves 
vibrating in every plane including the horizontal ones 
that cause glare. ‘ 

o—_* sacra 


RUCK SAILS FOR EUROPE 
George Ruck, president of the Columbia Steel Equip- 
ment Company, Philadelphia, sailed June 15 aboard the 
SS. Manhattan for a lengthy tour of Europe. He plans 
to return to the United States in time to attend The 
National Stationers Association convention in Chi- 


cago. 
Upon his arrival on the other side of the Atlantic 











GEORGE RUCK 





| Mr. Ruck will journey through Switzerland, France, 


Belgium and Holland. While in these countries he will 
visit representatives of his company and make a gen- 


| eral survey of conditions with the end in view of 


establishing more representation. 


—>-—___— 


SMITH JOINS CAPITOL UPHOLSTERY CO. 
Howard A. Smith, for many years an executive of 
the Hale Desk Company, has been appointed manager 
of the office furniture division of the Capitol Uphol- 
stery Company, New York, N. Y. His many years of 
experience in retail office furniture merchandising 


| will be at the service of dealers in the Metropolitan 


district. 
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ES Only STEEL POSTURE CHAIR 


with all these advantages 






Exclusive “Dunlopillo” Cramer Chairs are leading in preference for 
. hundreds of dealers everywhere, the true 

Cushions AIR-COOLED form fitting chair... the most practical devel- 
EXCLUSIVE—tresh and cool as the opment in posture chairs in 20 years! 
air that circulates through the mil- 
lions of inter-connected cells—so 1, ONLY ONE MOVING PART. No pate. 
porous smoke can be blown clamps, wood—all steel construction. 
through it. Soft, yielding but re- 2, FINGER-TIP ADJUSTMENT. No tools 
gardless of your weight—you needed. Simply adjust plunger, po- 
can't hit bottom. Long life, pure sition stays locked. 
latex. never sags. 3, NO SIDE UPRIGHTS to interfere in 
R ble C movement about desk. 

a re 4, Two-inch, removable wheel, ball 





bearing casters—STANDARD EQUIP- 
MENT. 

Stenographic model shown—Cramer 
line includes Secretarial and Execu- 
tive chairs also. 


CRAMER 


Sold Only — 
Through | 1417-19 McGee St. ee All Steel 


Dealers 
Mo 


eal Kansas City, . POSTU RE CHAI RS 


agencies 
available 


Announcing a Dew Stencil 
THE STA-RITE STENCIL — "Made Right to Sta-Rite”’ 


Twelve years of actual experience in selling stencils to the user, BP en eid 


coupled with the most modern scientific chemical research, as- 
sisted by the latest automatic equipment available in our air 
conditioned factory, gives you a 100°/, American made product 
—STA-RITE stencils. 

Uniformly perfect in every respect, a stencil that need only be 
shown to sell. 


STA-RITE embodies the following points of superiority: 


for cleaning— 


SANITARY ff! 
6 Sizes y: C 






U. S. Pat. No. 2,054,557 
Other patents pending 



























1. Absolutely uniform. Each stencil ex- 5. Climatic proof guaranteed in any 
actly the same. climate under all conditions against 


. ; deterioration. 
2. Producing exact reproductions of de- 


sired copy. 6. Perfectly drawn illustrated rule forms 


drawn directly on surface of stencil. 


3. Freedom from type filling. 
7. Viso-guide silver top printed to save 


4. Durability built in—guaranteeing thou- eye strain and assure perfect align- 
sands of perfect copies per stencil. ment of copy. 


To sum it up, MADE RIGHT TO STA-RITE. Our representative, ae taser 
Jack Tracy, is now in the east assigning territory. For full par- ites 
ticulars wire or write 


J. G. Gingg Supply Company, 214 Mission Street, San Francisco, Cal. 


It is a pleasure to serve you. 














116 





i 


] 
E 


PURCHASING DEPT. 


OFFICE APPLIANCES 





WHO DOES THE FILING.... 
ITS HER EXPERIENCE THAT 


REALLY COUNTS 





PEERLESS STEEL EQUIPMENT co. 
PHILADELPHIA 


OFFICES 


NEW YORK BOSTON 













| EXCLUSIVE AGENCIES 
AVAILABLE 


We are seeking established dealers in 
unassigned territory to act as exclusive 


distributors of the Cesco Line. To 
such, we have a most intcresting prop- 
osition carrying full territory protec- 
tion, an advantageous discount ar- 
and special datings on 


Send for details and 


rangement, 
stock orders. 
catalog. 










THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
(Re) cea \, Dasma. A 






CHICAGO 











LOS ANGELES BALTIMORE 


300 new :TEMs 


IN A SINGLE YEAR 


In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 
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U. S. MAKES SECOND ORDER OF DR. SCAT 


The Dr. Scat Chemical Company, 178 North Franklin 
street, Chicago, last month was the recipient of an 
order from the United States government for 10,000 
bottles of Dr. Scat typewriter cleaner and finisher. 
This marks the second large order for typewriter 
cleaner received from Washington in recent weeks. 

According to officials of the company the new order 
was sent after government chemists made a series of 
tests of Dr. Scat and, after approving the double action 
of the cleaner-finisher, made recommendations that 
use of the liquid be extended to other governmental 
departments. 


—_o— 9 —__—__ 





TO ASSURE CAREFUL HANDLING.—The Globe-Wernicke 
Co., Cincinnati, recently took steps to assure careful handling 
of its products as they leave the factory bound for every 
section of the country. The company printed a number 
of cleverly-worded labels with which every outgoing ship- 
ment is plastered. As an example, one of the labels read 
“Let me down easy, boys, customers are kicking. Thanx.” 
Others read as follows: “Thanx. Treat this high grade office 
furniture the same as your wealthy old maid aunt (handle 
with care),” and “How to win friends—handle this office 
furniture with care. Thanks.” Inspecting a labeled box are 
(L to R) C. W Hamilton, sales promotion manager; George 
Vosmer, general superintendent, and James Ackerman, 
traffic manager. 


Or 


ARTHUR WILLIAMS WITH EXPORTING COMPANY 


Arthur J. Williams, for twenty-two years export 
manager of the Woodstock Typewriter Company, has 
joined the staff of H. M. Kenyon & Company, 9 South 
Clinton street, Chicago, with the intention of develop- 
ing an office appliance division in Kenyon & Com- 
pany’s export business. 

Mr. Williams has probably been longer in corre- 
spondence with typewriter distributors abroad than 
any one else in the industry. Prior to joining the Wood- 
stock Company, he was connected in the same capac- 
ity with the Fox Typewriter Company, to which he 
came from the Densmore Company. During forty of 
his forty-five years in the typewriter field, he has 
been engaged in developing business abroad. He has 
naturally accumulated a fund of information about 
business customs and trade practices. Mr. Williams 
hopes to employ the information he has accumulated 
in developing accounts abroad for various lines of of- 


fice utilities. 
a 


} 
| 





PALESTINE NEWSPAPERS TELLS OF N. Y. WORLD'S | 
FAIR 


In the June 8 issue of the “Haboker,” a Palestine 
newspaper, appears an article dealing with the New 
York World’s Fair in general and the part to be played 
in the exposition by the Underwood Elliott Fisher 
Company in particular. 

The story declares that as part of its exhibit, space 
for which cost the company $36,000, the Underwood 
Elliott Fisher organization will display a giant type- 
writer weighing fourteen tons and equipped with type- 
bars weighing forty-five pounds each. A letter typed 
on this machine was recently received by the Palestine 
Orient Company, UEF agents at Tel Aviv, the article 
concludes. 
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THE WORD’S @ GOING ’ROUND: 





: 
Fkasied a . 
N OT until just lately have we been stressing 

. ‘ , e hd ry , 
Imperial Carbon Paper’s superior quality. That's 
because we took several years to prove it first. 

e But you can’t hide such quality and performance 


as Peerless Key-Imperial Carbon Paper is giving to 
users everywhere. Dealers just have to acknowledge 
that it is showing them the way to better sales and 


more profit. 

e Have you tried it? Send for some sample sheets 
to test yourself or to try out on your customers. 
Get the facts and you'll be sure to make Peerless 
Key-Imperial Carbons your leader. 


PEERLESS KEY-IMPERIAL Mfg. Co., Ine. 
The manufacturer with the dealers’ viewpoint 
General Office & Factory: 
401-407 Mulberry St. Newark, New Jersey 
BRANCHES 
New York City, 321 Broadway 
Detroit, 1000 American Radiator Bldg. 


Chicago, 19 S. Wells Street 
Los Angeles, 1127 Wall St. 














cbebed 


Trigger 


Action 
PAPER FASTENER 







Trigger 
= Action 
TACKER 


for Easy, Simple Manipulation 


FASTENS 40 sheets as easily as 2. Compare 
the performance. Try the 333 Automatic in 
any competition. Satisfaction guaranteed if 
No. 333 staples are used in the fastener and 
No. 444 staples in the tacker. Sure winners 
in demonstration. Send us your order. 


FASTENER Corporation 


2531 N. Ashland Ave. Chicago, Illinois 


A. G. ORTON, West Coast Factory Distributor 
1108 South Hope St., Los Angeles, Calif. 























NO SMUDGING ALLOWED | 





+ 
Hy EN though 


your customers’ re- 
quirements call for 
the rapid use of 
rubber stamps, 
there’s no excuse 
for having smudged 
: impressions. 

Earn the enthusiastic approval of your customers by 
eliminating smudging at its source. Instead of selling 
just any stamp pad, sell Dri-Kwik Stamp Pads—a 
positive necessity where the rapid use of rubber stamps 
is concerned. Impressions dry quickly; clean and crisp. 
No “stamp pad odor.’ Dri-Kwik positively will not 
injure rubber stamps. 

Various sizes and colors of inking to fill every 
requirement of your customers. 


FULTON 
SPECIALTY CO. 


Factory: Elizabeth, N. J. 
Sales Office: 200 Fifth Ave., New York City 








“aa 





Write for full 


information 











Aniline Russet Brief Case 





ANOTHER NATIONAL HIT 


There’s snap to this case. And the quality is supreme. 
It is made of genuine Aniline Russet Cowhide, lined 
with washable maroon calf leatherette. Has two vertical 
pockets on each side. Disappearing handles. Size 
16xll. Ask for No. 584. 


Send for Catalog 


of Brief Cases, Zipper Envelopes and Dres-Kits 


National Brief Case Mfg. Co. 


Chicago, Ill. 


512 S. Peoria St. 

















OFFICE APPLIANCES 





COLE RETURNS HOME FROM WESTERN TRIP 

Ira Cole, vice-president and sales manager of Mittag 
& Volger, Inc., Park Ridge, N. J., last month returned 
home from an extended tour most of which was under- 
taken via airplane. 

Leaving Newark airport Mr. Cole visited Chicago 
and Minneapolis and then on to the Pacific Coast via 





cite + 


THREE CABALLEROS AND A DESERT DIESEL.—From left to 
right are Senors Vernon Stark, Ira Cole and H. A. Andre, 
assistant treasurer, vice-pesident and sales manager, and 
Los Angeles office manager respectively of Mittag & Volger, 
Inc., Park Ridge, N. J. Nobody knows where the three Dons 
picked up the props and local scenery but Senor Cole says 


| the picture was taken “in Mexico.” Senor Andre does NOT 
| sell cabon papers this way even if he is holding a box of it 


up to the camera. The Desert Diesel? Oh, yes, burro to you! 


Kansas City and the Painted Desert where he was 
struck by the beauty of the country and remarkably 
well-kept fields of the Navajo Indians. 

After a little side-trip into Mexico where the accom- 
panying picture was taken, Mr. Cole visited San Fran- 
cisco, Los Angeles, Phoenix, El Paso, and neighboring 
towns. 





COLOR CHANGE ANNOUNCED.—The Bates Manufacturing 
Company, 30 Vesey street, New York, N. Y., recently followed 
out a suggestion of several of its dealers and has changed the 
finish of its line of perforators from gun metal to olive green. 





oo 


SERVICE INDUSTRIES PLANS TWO NEW MACHINES 

Service Industries, Inc., Boston, Mass., manufacturers 
of the Paper-Welder described and illustrated in the 
June issue, has recently announced two more machines 
which will be introduced to the market soon. 

The first is a bag-sealing machine using the same 
principle as the Paper-Welder. This device, it was said, 
will be used for sealing glassine and cellophane bags 
and will be produced in two models, a foot-operated 
and a power-operated machine. The second device, 
which will likewise operate on the same principle as 
the Paper-Welder, is a shirt band welder. 

Officials of the company point out that work on 
these two machines was considerably hastened due to 
the large number of inquiries from every part of the 
country regarding the Paper-Welder, and the estab- 


| lishing of several dealer outlets which has already de- 


manded increased production of the office item. 
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Add to your Sales...make extra profits 


e @ @ with these unconditionally guaranteed Investigate the profit possibilities Speed-O-Print 


Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 


sale leads to continuous and profitable repeat in every town and city. Write today for illus- 





business on Speed-O-Print Supplies. trated catalogue and full details. 


SPEED-0-PRINT CORPORATION...153 N. MICHIGAN AVENUE, CHICAGO 





oor 








NEW Wes soldered non- _ Equipped to take any stands 
edn cme drum...NEW stencil . . 


st 
impression roller impression roller . . . Adjyu 


ge id .. Adjustable . 
ey ue tencil side g es. : * BY é 
. pod-end Mew oo stop ... Inside inking .. . 


Equipped for counter attach- 


ment... Accurate registration 


..+ Fully guaranteed. Le 








. Simple device for 

: ising printed po- 

ing tra os lowering or rats : 

—— ase aediailinias ahen . « « Instant removal of 
ingle simple 


DEALERS KNOW 
THEY CAN SELL 
SPEED-0-PRINT 
DUPLICATORS 


iden! 


This new achievement in 
duplicating machines 
offers Speed, Simplicity 
and Convenience such as 
you have never known 
before in any duplicator. 
Check the Sp2ed-O-Print 
Pointfor pointagainstany 
quality - built duplicator 
in the world selling at or 
near its low Price, and 
you will soon see why 
it has become America’s 


fastest selling duplicator. 


THE SPEED-0-CABINET 






For beauty and 
utility the roomy 
SPEED-O-CABINET 
is the ideal base for 















your duplicator. 





Substantially made of electric 
welded steel construction — 


adequately reinforced — all 








joints and seams entirely 


welded. $ | " y 5 
























SPIRAL BINDING NAMES DONNELLY 


MANAGER 


William T. Donnelly, formerly connected with the 
sales promotion department of the Spiral Binding 
Company, Inc., 148 Lafayette street, New York, N. Y., 
last month was promoted to the position of sales man- 
ager. Before joining his present firm Mr. Donnelly 
was with the Taylor Company, Hammondsport, N. Y., 
and the Brewer-Cantelmo Company, Inc. 


SALES 


—-e 





THIS COVER HOUSES A NEW CATALOGUE AND REFER- 

ENCE BOOK PUBLISHED BY THE ROYAL METAL MANUFAC- 

TURING COMPANY, CHICAGO, AND FULLY DESCRIBED 
ELSEWHERE IN THIS ISSUE. 


o—© 


HOTCHKISS ANNOUNCES VACATION PERIOD 

The Hotchkiss Sales Company, Norwalk, Conn., has 
just announced the vacation period for factory and 
office as being the last two weeks of July. At this time 
the factory will be practically closed down to enable 
the company to make necessary repairs, adjust ma- 


chinery and set the plant in order for the resumption | 
As in previous years it is ex- | 


of work on August 1. 
pected that dealers will codperate with the Hotchkiss 
organization by anticipating their wants and sending 


their orders early to enable the small operating force | 


left in charge to carry on successfully. 





A WINDOW TO THEMSELVES.—Private files and expanding 
files have proven so popular with A. A. Schwartz Company, 


well-known stationery firm of Richmond, Va., that the organ- 
ization recently devoted an entire window to the display of 
these items as shown in the above illustration. 


— ee 
COLUMBIA EXHIBITS TEMPERATURE TESTED 
RIBBONS 


The Columbia Ribbon & Carbon Manufacturing Com- 
pany, Inc., Glen Cove, N. Y., was well represented at 
the 1938 Informa-A-Show of the National Association 
of Purchasing Agents in St. Louis by Henry B. Holmes, 
of the home office, R. C. Moore, manager of the Kansas 
City branch, and representatives Frank Ruland, Lester 
Hutson and Walter Russell who demonstrated Colum- 
bia’s unique machine for testing typewriter ribbons. 
This machine is used to determine what typewriter 
ribbons will do under varied and specific conditions of 
temperature and climate. The exhibit attracted very 
favorable interest and was awarded honorable mention 
as the most informative display. 
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OFFER YOUR CUSTOMERS 
“HEIGHT THAT’S RIGHT 


Without g adg ets, set 
screws, rate he ts, or 
wrenches, Kewaunee 
Ever-Hold Stools can be 
instantly adjusted to the 
height that’s right. Tall 
people, short people all : 
can have comfort while working by 
simply lifting the seat to any desired 
height. It’s an automatic adjustable 
stool your customers will prefer. Write 
for Special Folder, prices and dis- 


counts on 


FVER- 


Automatic Adjustable Stools and Chairs 





Simply lift seat 
to height that's 
right. Auto- 

matically locks 
in place. Anyone 
can do it. 








Stool No. E-1824 
Adjustable from 
18 to 24 inches. 





Chair No. C-2030 Chair No. A-1721 


Adjustable from Adjustable from 
“lial 17 to 21 inches. 
faunnnees FURNITURE Cor 


G. CampBELL, Pres. and Gen. Moar. 
“S008 8 Center St., Aprran, Micu 


| Leaders in the Manufacture of Laboratory and Library Furniture Since 1905 











New Improved AIRMAIL Model 


TRINER 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 





Capacity 1 lb. x Y oz. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 


TRINE 


Write for Circular X. 


SCALE & MFG. CO. 


2714 W. 2\st St. Chicago, Ill. 


















— 
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Our 1939 Catalog 


Shows several new numbers we have added in 
the last two years. The line is COMPLETE 
in every detail on all styles and sizes of desk 
calendars, stands with rubber bumpers and pads, 
“DAILY DATE” pads and “TODAY-IS” 
calendars for resale commercial uses, as well as 
for advertising. High grade materials and work- 
manship, plus unusually long runs in our fac- 
tories, create a remarkable combination of quality 
and low price. A three cent investment will 
convince you that these statements are facts. 


Perfect Peerless Calendar Co. 
203 Seuth Dearborn St. Chieageo, U.S. A. 











SHIPMAN-WARD 


Service! 


PLATENS AND PARTS: 
All parts and platen orders are shipped the 
same day, even if received on the last mail in 
the afternoon. 


NICKELING: 
All nickelplating received in the morning is 
shipped back the same day. If received in the 
afternoon it is shipped the next morning. 


ENAMELING: 

All enameling is shipped the next day if re- 
ceived in the morning, or the third day if re- 
ceived in the afternoon, as it is necessary to 
take off the old enamel, rub down the parts, 
put on a new coat of enamel, bake it, put on 
a second coat, again bake it, and, finally, put 
on the transfers. 


For PROMPTNESS, 
QUALITY and SATISFACTION 


send all your orders to 


SHIPMAN-WARD MFG. CO. 


325 N. Wells St. Chicago, IIl. 
LOS ANGELES MINNEAPOLIS MONTREAL 
Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. Shipman-Ward Mfg. Co. 

314 W. Olympic Blvd. 116 S. Fourth St. 20 St. James St. 











OFFICE APPLIANCES 


DENOUNCES IMPROPER POSTURE 


Calling improper posture one of the greatest health 
hazards to the white collar office worker, Dr. Walter J. 
Tims in a recent talk broadcast over WKBN, Youngs- 
town, Ohio, under the sponsorship of the Mahoning 
County Medical Association, listed unfavorable posture 
at work as a health hazard. Constant bending over a 
desk will favor the development of various abdominal 
diseases, while the daily assumption of a hunched- 
over position crowds the lungs, and favors shallow 
= which may result in lung diseases, he said. 





DUREZ PLASTIC FOR THE CORONA ADDING MACHINE.— 
The Durez plastic case, manufactured by General Plastics, 
Inc., North Tonawanda, N. Y., is said to be an ideal material 
for this type of L. C. Smith & Corona Typewriters Inc., add- 
ing machine in that it retains a high lustre which will not 
peel, chip or wear off, and reflects the minimum of light. 
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SEMPER WINS MUSIC DEGREE 


Otto Hermann Semper, who is head of the printing 
and engraving department of Leonard & Company, 
Detroit, was honored last month by the Detroit Foun- 
dation of Music Guild when he was awarded a Bachelor 
of Music degree. 

Mr. Semper’s career in the musical world is impres- 
sive and enviable. He was formerly soloist in the 
Wagnerian Opera Company, and for sixteen years 
soloist of the Royal and Municipal Companies of 
Europe. He graduated with honors from the Leipzig 
Royal Conservatory of Music and received both the 
Helbig prize and the Mendelsohn Stipendium. He 
has sung important parts on the operatic stage. 


oe - 








FULTON STRESSES “DISPLAY AND SELL” IDEA WITH NEW 
ADVERTISING PIECE.—The Fulton Specialty Company, 200 
Fifth avenue, New York, N. Y., and Elizabeth, N. J., is offering 
this striking new display container which holds one dozen 
Fulton daters to dealers on the theory that sales would be 
greatly increased on date stamps if they were attractively 
displayed. Dealers interested should communicate with the 
company’s sales offices at the New York address given above. 
ee 
MIDWEST TRAVELERS CLUB ROSTER PUBLISHED 
Dressed in a bronze-tinted cover and containing 
fourteen pages, a new, 1938-39 roster has recently 
been published and issued to the membership by the 
Midwest Travelers Club. Members are listed alphabeti- 
cally with their addresses and company connections 
and a roster of manufacturers gives their street and 
city addresses and list of representatives. 
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With Error-No it's a sale 


everytime! Customers 


that you contact regu- 
larly are your best pros- - 
pects. Just call this copy- 
holder to their attention 
and demonstrate its easy 
operation and outstand-- 
ing features! 


ISION OF THE 


HALL-WELTER CO, INC. 


181 ST. PAUL ST. ROCHESTER, N. Y. 
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Eyelets inserted and 
Standard inner sections fastened in counter- 
are added to chain-posts sunk holes in_ top 
to increase capacity. metal after bindiag. 


Drawn steel end-caps, 
nickel plated and highly 
polished — assembled 
after binding and fast- 





ened in place by means 
fluted 








Thimbles to guide 
chain- posts in and 
out of tube. 





Right-and-left-hand Right - and - left - hand 
blocks to move screw-rod to move 
chain-posts in and chain-posts in and —————— 
out. Made of rust- out. The threads are Hinge lugs have 
proof metal. produced by rolling, four projections 

which makes smoother which pass thru 
surfaced and easier holes in tube and 
working threads than 
cut (or chased) ones. 


CHAIN 
POST METALS 


A New Service for Manufacturing Stationers 


Strength, security, light weight and economy 
recommend this new metal. It is becoming more e = 2 
and more in demand among bookkeepers and 


are very securely 
clinched inside 
the tube. 


accountants. It is furnished with protruding or non-protruding 
posts, in eleven stock sizes with 3 inch posts and seven stock 
sizes with ;; inch posts. Special sizes are also obtainable. 


We manufacture an extensive line of metals for memo and price 
books, loose leaf catalogs, ledgers, transfer binders, etc. Stationers 
who operate their own binderies should write for our illustrated 
eatalog and price list. 


LOOSE LEAF METALS CO., INC. 


6816 Arsenal Street St. Louis, Mo. 











“LIKE GOING 
THROUGH MUSH!" 





That's the fitting observation of a recent user of the new 
Power-Lever Attachment for No. 13 Heavy Duty Speed 
Fastener. 


The No. 13 Speed Fastener is the only popular-priced 
Heavy Duty stapler using chisel pointed staples with '/4 
inch, ¥% inch and '/2 inch legs. In casual use, it doesn't 
require additional leverage. But in production work, where 
continuous driving through bulky materials tires the user's 
arm, this stalwart stapling auxiliary, in black crackle enamel, 
steps in to reduce necessary driving pressure by one half. 
List price of No. 13: $7.50 List Price of Attachment: $7.50. 


SPEED FASTENER CORP. 
Long Island City, N. Y. 


PARROT 
37-18 Northern Bivd. 














They’re 


KIND 


to the 
Operator! 


Because they save her eyes! her time! her energy! With the 
margins and scales printed right on the stencil, the operator not 
only sees what she types or draws, but where. Thus she saves 
time, avoids errors and eliminates all fatigue from eyestrain. 
Such advantages are kind to the operator! Result: better work- 
manship. Here is an opportunity for dealers. Introduce Tempo 
Surprinted Stencils and you are sure to increase sales. Mail 
coupon for samples and details today ... for an early start. 


MILO HARDING CO. LTD. 


Manufacturers of Tempo Duplicators, Stencils, Ink, etc. 





PITTSBURGH ° ST. LOUIS ad LOS ANGELES 
MILO HARDING CO., LTD Reliable 

617 Commonwealth Annex s Dealers \ 
Pittsburgh, Pennsylvania \ Solicited { 


Send Free Samples Tempo Surprinted Stencils [] 
Also include details of your Dealer Plan (] 


(Please pin to your Letterhead) 7-38 








| 
| 


j 








Peo 
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STATIONERS / 175 vollr 


LINE... EXCLUS/VELY/ 


“STEEL-STRONG”’ PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY. a 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable. . . 
secure . . . with the guaranty of Members of The 
Nat’! Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 








STEEL STRONG PRODUCTS 


- 









COIN 





com NUL) 


TRAYS ee 











BILL STRAPS 


THE C.L.DOWNEY CO. cincinnati.o. 


| MANUAL 


“! COUNTER 














KELEAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
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Bentson 


700 


Designed and Equipped 
for Modern Business 
All Standard Sizes 


Top Utility Grade, Smooth Opera- 
tion, Rigid Frame, Moderate Cost. 


You can recommend Bentson 
700 without qualification for all 
general office filing. Rigid frame, 
easy operation, handsomely fit- 
ted and finished — durable. Its 
splendid reception by the trade 
enabled us to extend production 
to provide five, four, three and 
two drawer letter and legal cabi- 
nets. Check, card and ledger 
sizes also available, all 26%4 in. 
deep. Drawers move on cradle 
type suspension slides, ten ball 
bearing and case hardened rollers 
to the drawer. Baked enamel 
finishes; olive green and natural 
See the Bentson wood grain mahogany and wal- 
catalog or write us nut lacquered. Solid bronze 
for full details. hardware. 








_Bentson Mfg. Co. Aurora, Il. 


| 











EXAR A 
PROFITS 





DARNELL 
PRODUCTS 


Reminding your customer of the increased 


efficiency and savings he can enjoy by 


using Darnell Double Ball-Bearing Casters, 


Noiseless Glides and other Quality Darnell 
Products, will bring you Extra Profits and 
create a customer-confidence that will add 
WRITE FOR LATEST materially to your prestige 
DARNELL MANUAL and permanent good-will. 


DARNELL CORPORATION, LTD. 
BOX 4027, STA. B, LONG BEACH, CALIF. 
36 N. CLINTON STREET, CHICAGO, ILL. 


24 E. 22nd STREET, NEW YORK, N. Y. 
DARNELL CORP. OF CANADA, LTD., TORONTO, ONT. 
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1938 


CENSUS SURVEY SEEKS THE COOPERATION OF 


RETAILERS AND WHOLESALERS 


Retailers and wholesalers in all industries through- 
out the country who have been called on by the Bureau 
of the Census to furnish pertinent facts concerning 
their operations during the year 1937 and the first 
two quarters of 1938 are urged to cooperate fully by 
filling out, immediately, the questionnaires which have 
been supplied for this purpose. The schedule form is 
simple, and furnishing the information will not entail 
a great deal of work on the part of the reporting 
establishments. It is of particular importance that 
retailers and wholesalers fill out the questionnaires at 
once and mail them in sufficient time to reach the 
Philadelphia, Pa., office on or before July 15, where 
arrangements have been made to tabulate and publish 
the results immediately. This Survey is of a current 
character and the early publication of the results is 
essential in order to be of maximum value. 

Prompt return of the questionnaire will enable the 
Census to begin publishing, during August, 1938, the 
first releases showing such basic facts as sales and 
pay rolls by quarters. In addition to obtaining informa- 
tion on sales and pay rolls by quarters for 1937 and 
the first two quarters of 1938, the inquiry will seek to 
obtain facts concerning cash sales, credit sales and 
instalment sales, and stocks on hand for specified 
periods. 

There should be no hesitancy about furnishing the 
data as the Bureau of the Census will adhere strictly 
to its usual policy of keeping confidential all informa- 
tion furnished by an individual establishment. The 
returns will be used solely in conjunction with other 
similar reports in the preparation of statistical tables. 

The current Census is voluntary as were the Cen- 
suses of 1933 and 1935, in both of which the Bureau of 
the Census obtained the cooperation of almost 100 per 
cent of the retailers and wholesalers. The Director of 
the Census is counting on the same wholehearted co- 
operation in this Survey. 





NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 


material recently released) 


company is also releasing new sam- 
ple books of its line of Advance linen ledger which is described as 100 
per cent new, white linen and cotton clippings. The organization offers 
a sample swatch book showing the entire range of stock lines. The 
swatch is affixed to the inside back cover of the 1938 Brown catalogue 
also shows colors. The catalogue, which fits a No. 9 envelope, will be 
sent on request. 


L. L. Brown Paper Company——This 


L. L. Brown Paper Company, Adams, Mass..-Sample books of Advance 
Bond and Greylock Bond are now being distributed to agents for these 
grades. The former paper is made from 100 per cent new white linen 


latter from seventy-five per cent of this raw 
company or its distributors. 


and cotton cuttings and the 
material. Copies may be obtained from the 


This company has re- 


Capitol Upholstery Company, New York, N. Y. 
for distribution to the 


cently published a new catalogue which is ready 
trade. 


The Eagle-Ottawa Leather Company, Grand Haven, Mich.—A four-page 
attractive folder stressing a new service for users of leather is the latest 
advertising offering of this company. The folder explains how the Eagle- 
Ottawa line of leathers is being surveyed and analyzed, new colors added 
and changes in tone, shade, hue or finish made wherever found necessary. 
A postcard attached to the folder gives the reader opportunity to write 
for the company’s 1988 swatch books, ‘‘chair-of-the-month” service, and 
designer’s special advisory and counsel service. 


The Macey Company, Grand Rapids, Mich.—This manufacturer of steel 


desks, tables and accessories has just issued a new forty-four page 
catalogue designated as the No. D238. The book is enclosed in an 
attractive cover in colors and nearly every page is illustrated in color, 


showing the various numbers manufactured by the Macey organization. 


Royal Metal Manufacturing Company, 1108 South Michigan Avenue, 
Chicago, Ill. A new and complete catalogue and reference book covering 
a comprehensive line of industrial and chairs has recently been 
published by this company. In addition the book presents interesting and 


stools 


practical information on correct seating and posture for factory workers 
and contains an instructive section on the company’s line of Royal- 
chrome furniture for the office, reception and rest rooms. 


organization has just 
of universal interest 


Spencerian Pen Company, New York, N. Y.— This 
completed a new issue of its convenient compilation 


tables. The book includes simple interest tables at four, five, six, seven, 
eight and ten per cent, as well as a table showing interest on $1.00 to 
thousandths of a cent and a table showing $1.00 at compound interest. 


The book is bound with Align-O, manufactured by the Spiral Binding 


Company, Ine. 
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A look won't tell it all 
but a tryout will ! 





ZEPHYR office 
DESKS 


the keynote! A study of desk technique 
showed us a great deal about where a business man’s minutes 
go. Lost motions, round about methods and involved processes 
have been taking up his valuable time because no designer gave 
thought to producing a desk that would eliminate them. 
ZEPHYR actually helps the desk worker to greater output. Its 
striking, modern appearance gives the visitor a suggestion of up 
to date, eager and effective service. 

ZEPHYR is also produced with 4-drawer pedestals in the larger 
sizes as well as typewriter desks and single 
pedestal sizes. Let us send you full details. 


Accomplishment is 


Jasper Office Furniture Co. 


JASPER, INDIANA 














HG POINT 


o. 7814 
icarone CHAIR 





COMBINES 


scientific working com- 
fort with attractive and 


engaging design. 


In MOST offices, a 
pleasing harmony of ap- 
pearance is considered 
important, especially with 
regard to chairs. This High Point number presents 
good quality and looks right. It is well worth featuring. 


It is made in quartered oak, pecan walnut and mahog- 
any. Besides the style shown here, it is made with 
upholstered seat (No. 7414), with upholstered panel 
back (No. 7914), and full upholstered back (No. 7714). 
New, improved posture chair control with rubber com- 
pression unit—large, easy rolling, noiseless casters. 
Full details and prices on request. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 
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We thank you for your inquiry... . 


These are the opening words of our 
letter to dealers who have written us 
for particulars on our sterling line of 
inked ribbons and carbon papers. 


The letter continues on of course, 
but actually it isn’t necessary, for the 
PRICE LIST we send is what counts 
with dealers .. . as it spells GREATER 


PROFITS! 


. 


Write for particulars today .. . it 
will pay! 


U. S. TYPEWRITER RIBBON 


MANUFACTURING CO. 


Tenth & Sansom St. 
Philadelphia, Pa. 











Ate 
KEYS 


THE ACCEPTED 
STANDARD 
OF 


QUALITY 
©2220 200 606. 
A 
FINGER NATL S “orem CONTINUOUS 
TRADE BUILDER 
AND 


MONEY MAKER 





vn 6 Oo ™ 


INTERNATIONAL 


Tw Pe wastcre & 


CO0G000060609 


MUNSON SupPpLy Co., 348 Hudson St., New York City 


Please send information about the New Key 
—New Package and Counter Display to 


Name.... 


Address 








ee SR ET State...... 
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ADDING MACHINES 


Chicago, I11.—The local branch office of the Marchant Calculating Machine 
Company, under the management of H. E. Shifflette, last month moved 
from 407 South Dearborn street, to a new location on the fourteenth floor 
of a building at 211 West Wacker drive. 











FURNITURE 


Elkhart, Ind.—H. Ben Williams, General Manager of the DoMore Chair 
Company, last month returned from a trip through Tennessee and North 
Carolina on an important business mission. His golf game showed won- 
derful improvement. 





Marysville, 0.—Walter Otte has sold his interest in the Davis Chair 
Company, to his partner, Lloyd Small. The two have operated the wood- 
working factory together for sixteen years, and prior to that Mr. Otte 
was sole owner for five years. The company does an extensive business 
in manufacture of office and school equipment, exporting much of the 
office equipment to most European countries as well as to all states in 
this country.—AK 


Elkhart, Ind.—H. ‘‘Rod’’ Grover, traveling representative of the DoMore 
Chair Company recently finished the best month’s business among DoMore 
dealers that he has experienced in nine years with the company. 


Elkhart, Ind.—The Stationers, A. C. Mund, proprietor, sold to the 
Miles Laboratories 100 Air-Duct chairs, manufactured by the DoMore Chair 
Company, which were installed last month. 











PENS AND PENCILS 


Janesville, Wis.—The Parker Pen Company has been granted an injunc- 
tion against the Philip H. Caplan Company, Harrisburg, Penna., under 
the Pennsylvania Fair Trade act. 





New York, N. Y.—Frank D. Waterman, Jr., was elected president of 
the L. E. Waterman Company, succeeding his father, the late Frank D. 


Waterman, Sr. 








STATI ONE R F 


Grand Forks, N. D.—S. J. Bina, who for ten years traveled for The 
Pierce Company, Fargo, recently resigned and has opened his own business 
known as the S. J. Bina Company, 102-103 Security building. The new 
organization will specialize in filing systems, loose leaf and bank account- 
ing forms and Mr. Bina will cover a territory consisting of northern 
North Dakota and northwestern Minnesota, a district with which he is 


thoroughly familiar. 





Richmond, Va.—Harris Hart was elected president of the Baughman 
Stationery Company. He was formerly superintendent of public instruc- 
tion of the state of Virginia. Mr. Hart fills the vacancy created by the 
election of John L. Boatwright to the position of chairman of the board. 


San Francisco, Calif.—The forty-third annual convention of the National 
Association of Credit Men was held at the St. Francis Hotel, June 5-10. 
Among the special group meetings was that of the stationers, office equip- 
ment and supply manufacturers. The chairman of this group meeting was 
H. T. Kelly, of the Envelope Corporation of San Francisco. 


Chicago, 1l._—The Murray Varat Company, well-known manufacturers of 
leather brief cases, portfolios, ring binders and envelopes, has recently 
moved into new and larger quarters at 25 South Market street. The com- 
pany, which has a-.national distribution and maintains a staff of ten men 
covering the country, was established twenty-eight years ago and since 
its inception has manufactured leather goods, catering principally to 
professional people. 


Fort Wayne, Ind.—Lehman’s Book Store at 128 East Berry street, has 
been purchased by Allan McMahan from Miss Bertha W. Griebel and 
Mrs. A. J. Detzer. Mr. McMahan is well known in Fort Wayne, having 
been distributor for Ediphones for northeastern Indiana for the last ten 
years. He will continue sales and service of Ediphones in connection with 
operating the store, which will be remodeled extensively and _ redec- 


orated. 








MARKING DEVICE $ 


Deerfield, 1l.—The American Evatype Company has a trailer and auto- 
mobile combination which tours the highways and demonstrates its 


products. 





New York, N. Y.—-The annual vacation period of the Bates Manufac- 
turing Company, 30 Vesey street, will run from July 9 through July 23. 
The New York office will be open as usual. 

San Francisco, Calif..The Louis Melind Company, 591 Market street, 


has undertaken the distribution of Parrot speed fasteners. J. L. Yager, 
the manager, states that merchandise is on hand for immediate delivery. 
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Popular Office Chairs 


QUALITY CRAFTMANSHIP .. . 
MODERN STYLING... 
EXTRA COMFORT 


Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and de- 
tails on request. 














Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 















BARKLEY 
STA-GUIDES 


SEND FOR 
COMPLETE 
INFORMATION 








OFmE Fan -7.05 0.0 2b Gr. OOF 


STABLISHED 1921 


Vlanufucturers of Filing Supplies 
CHICAGO. ILI 


$17 S. JEFFERSON STREET 








Have You 


a Friend—., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 
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STEEL COSTUMERS 
* 


Sanymetal Steel Costumers sell 
' steadily all year round because of 
' the extra convenience they offer. 

Sanymetal Steel Costumers with 
their modern lines, enduring imita- 
tion wood finishes, and “balanced” 
construction are guaranteed to stay 
upright even when the load is all 
on one hook . . . do not loosen or 
warp ... have no rough edges to 
catch at clothes, 

List Prices F.o.b. Cleveland, Ohio, 

are as follows: 


Green or gray................--.. $10.00 
Mahogany, walnut or oak 11.00 
White enagiet .::..0823 13.50 


Write for dealer discounts and de- 
scriptive folders showing full range 
of colors. 


THE SANYMETAL PRODUCTS 
COMPANY, INC. 


1681 Urbana Road, Cleveland, Ohio 


* 

















COOL and COMFORTABLE 


Ventilated by 
ReEspriraTION 


U. S. Patent 
No. 2,025,712 





Don’t wait for your customers to ask for a seat cushion 
before showing them a Respirator Cushion, but i d 
explain and demonstrate Respirator Cushions whenever you 
have an opportunity and you will be surprised at the num- 
ber of Respirator Cushions you will sell. 





A SATisfied customer and a SATisfactory profit for the 
dealer is a mutually SATisfactory transaction. 


Manufactured by 


L. M. BICKETT COMPANY 


WATERTOWN, WIS., U.S.A. 
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For GREATER PROFITS—Sell Skyscraper Desks 


HE Shaw-Walker Skyscraper Desk is easy to sell be- 

cause D it is modern in desis 2) it beautifies any 
office, and (3) it automatic: illy increases the productive- 
ness of the user. 
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The Skyscraper Desk is only one of many items of 
exclusive design that bring greater sales and extra profits 
to dealers who have the enormous Shaw-W alker fran- 
chise embracing 8,000 items, on an exclusive basis. 


GHAW-WALKER 


Muskegon, Michigan 


“Built Like a 























_—_ ¥ a) 
PROFITS IN 52”. SupPLies ! SPECIALS 


Many direct process duplicators have been 
sold. The supply business for those machines 


is profitable. 


PEN RULED - PRINTED - LITHOGRAPHED 





Let us help you solve those special order problems in car- 
bon copy books, unusual record and accounting sheets, 


United has a complete line—Liquid, Carbon : : , 
Paper and Master Sheets. The prices are a leaf sets, numbered work, Lithographed Business 
right—a good margin of profit for the dealer. Stationery. 


Write for more information. Quality Work - Attractive Prices -Dependable Service 


Write for samples—Send all special copy for pricing. 








UNITED BUSINESS MACHINES, Inc. 
515 S. Laflin St. Chicago, Ill. STATIONERS MANUFACTURING CO. 


800 E. MONUMENT AVE DAYTON, OHIO 
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| # The “Aluminum” Pocket Seal | Make Your Bank Contacts Profitable 
, and other MARK! NG DEVICES " SELL NATIONALLY ADVERTISED 
| ; F POCKET CHECK CASES 
| : : and BANK BOOKS 
r " Get the facts about our local distribution plan 
| ‘ POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS i that ties in with our National Advertising. 

i t x 

x " Write for complete details today. 
| 3 MEYER & WENTHE- CHICAGO & om saeiiuaasaediataaad 
i ® OFFICE & FACTORY - 24to30 S. Jefferson St. & Yj 

% LOOP STORE - 31 North Clark Street = & Yet ill am (Gxt ne Sne: 

" WEST SIDE STORE - 30S. Jefferson St. " “2 WAMILTON AVENUE 
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BINDER CLIPS 


The original and genuine clips, 
in all four sizes, 


No. 2, No. 5, No. 6, No. 10 


These clips are so well tem- 
pered, they will expand to the 
capacity of the clip or will se- 
curely hold two or three sheets 
of paper. 


Write for Free Tube 
& Profit Story 







Tis special 


adhesive holds with a 
sinewy grip —yet Grippit 


can never wrinkle paper . . . it strips 







off like adhesive tape. . . it is so clean 





Write for revised price list. 


PASA 
4 CUSHMAN & DENISON MFG. CO. 
241-243 West 23rd St., New York City 
Established 1884 


that any excess rubs off, leaving work 
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and fingers unsoiled 





Harriman-Welts Products Co., 200 Summer St., Boston 
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RIBBONS AND CARBONS 


San Francisco, Calif.—William Bohn, of the Pacific Carbon & Ribbon 
Manufacturing Company, has been making a detailed canvass of the entire 
western territory. He expects to return about the first of September. 





San Francisco, Calif.—Ira Cole, sales manager of Mittag & Volger, Inc., 
Park Ridge, N. J., an’ Vernon Stark, treasurer, recently spent a week 
with the local branch. Another week was spent in Los Angeles, calling 


on stationers in Arizona, and other points east on the return home. 
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Austin, Tex.—The Wilson Typewriter Company, 129 West Seventh 
street, is the name of the business formerly known here as the Barrow 
Typewriter Company. The business was purchased by Carl M. and 
Marian Wilson on January 1, 1936, but continued under the old name 
until June 1 of this year when the change became effective. The firm is 
representative in the Austin territory for L. C. Smith & Corona type- 


writers, Dictaphone machines and Niagara duplicators. A line of type- 


writer and office supplies is also carried.—BCR 

Charlotte, N. C.—George S. Vest is a new accounting machine sales- 
man here for the Underwood Elliott Fisher Company. 

Chicago, Ill.—Arthur J. Williams has joined the H. W. Kenyon Com- 
pany, an export house, 9 South Clinton street. He had been export 


manager of the Woodstock Typewriter Company twenty-two years. 

Fort Smith, Ark.—C. R. Gatewood, of the Royal Typewriter Company, 
Inc., is a new salesman in this territory. 

Fort Wayne, Ind.—The Central Office Equipment Company has leased 
the storeroom at 1118 South Calhoun street and moved there on July 1 
from its former quarters at 120 West Washington Boulevard.—AK 

Indianapolis, Ind.—J. K. Wheeler, an active new salesman here for the 
Royal Typewriter Company, Inc., is a good pathfinder. 


Nashville, Tenn._N. L. Hackney has been appointed manager here for 
the Underwood Elliott Fisher Company. 
Columbus, O.—Charles D. Lee has joined the Standard Typewriter 


Company, 20 South Third street, in charge of typewriter sales in several 
counties of Central Ohio, announced H. C. Faringer, owner. Mr. Lee 
was formerly associated with the federal government administration 
supply officer for Ohio, and entered the typewriter business about a year 
ago. c 

San Francisco, Calif... C. 


as 


Clewell has taken charge of the accounting 


machine division of the local branch of the Underwood Elliott Fisher 
Company. 

Seattle, Wash.—L. W. Pickler has been transferred to the Seattle 
branch of the Underwood Elliott Fisher Company as manager. 

Seattle, Wash.—The E. W. Hall Company has moved to 1111 Second 


avenue. 

Spokane, Wash.—L. A. Weitz has become manager here for 
wood Elliott Fisher Company. 

Omaha, Neb.—V. V. Ayer, local manager of L. C. Smith & Corona 
Typewriters, Inc., branch, made a business trip to New York last month. 
He was absent for two weeks.—BART 

Omaha, Neb.—The All Makes Typewriter Company has designated 
Thomas Sample as superintendent of the duplicating and supply division. 
He has been in the office equipment business for over fifteen years.—BART 

Portland, Maine.—_D. D. Felter taken for the Under- 
wood Elliott Fisher Company. 

San Francisco, Calif.—F. G. Fink has returned to the management of 
the local office of the Underwood Elliott Fisher Company. 

Syracuse, N. ¥Y.—R. E. Ward has been appointed manager here by the 
Underwood Elliott Fisher Company. 


the Under- 


has charge here 








MACH EWES 


Boston, Mass.—W. ©. Raftery, for many years Multigraph sales agent 
at Atlanta and more recently at Boston, has been promoted to New 
York manager of the Multigraph division, Addressograph-Multigraph Cor- 
poration. His new address in New York is 329 Fifth avenue. 

Oklahoma City, Okla._L. J. Taylor of the Addressograph Sales Agency, 


OTR Es 





was recently transferred to this city by his company from his former 
location at Cincinnati. 
Minneapolis, Minn.H. F. Bray, for some time connected with the 


Multigraph Sales Agency, has recently been transferred to the Louisville, 
Ky., branch of the same organization. He will be located at 309 Guthrie 


street, Louisville. 
Los Angeles, Calif._The Perfect Sealer Products Company, Madison, 
Wis., has appointed C. J. Schubert, Jr., 339 East Third street, as its 


Pacific Coast representative. 








Rochester, N. Y.—E. Hampshire, Jr., has returned to the sales organ- 
ization of the Standard Mailing Machines Company, Everett, Mass. He 
will cover the Rochester territory, with offices at 119 East Main street. 

Austin, Tex.—A. C. Baldwin & Sons, 205-11 West Eighth street, has 
taken on the line of Shaw-Walker all steel office furniture 


and filing 
equipment as part of an expansion program now under way. CR 
Omaha, Neb.—The Orchard & Wilhelm Company recently made a large 
installation of desks and chairs in the new Omaha University of Business 


which was formally opened June 7.—BART 

Philadelphia, Penna.—George Ruck, president of the Columbia Steel 
Equipment Company, is on an extended tour of Europe. He will return 
to the United States in time to participate in the convention of The 


National Stationers Association. 











CARBON 
PAPERS 
TYPEWRITER RIBBONS | 


Made right — Priced right — 








| Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS *” STATIONERS 





Complete details on request 


ALLEN & COMPANY 


| 
DEPT. M 





11-13-15 Vandewater St., 
? New York, N. Y. 

















STEADY SALE 
STATIONERS’ SPECIALTIES 


“Burro” PAPER 
CLIPS 


The ‘‘aristocrat’’ fasten- 
ing for letters, invoices, 
enclosures, etc. Four 
sizes including the Cling 
i ‘Burro’ Paper 





Clips have special 
— tongues, which prevent 
side slip of papers. 





uae ¥ 
“Burro” INDEX TABS 


Detachable for cards and ledgers. Patent 
tongue insures firm grip. Of spring steel 
well nickeled Supplied with alphabets, 
days of the week, numbers 1-31 and months 
Also available with blank inserts. 


“Bull Dog” PAPER CLIPS »—> 
..- AND VACUUM CLIPS 


‘‘Bull Dog’’ clips for classifying work, holding 
stacks of papers. etc., are made of tough spring 
steel in five sizes Jaws brightly nickeled. 
Body in three standard colors in addition to 
regular black finish. ‘‘Vacuum Cup Clips’’ are 
regular No. 1 ‘Bull Dogs’’ fitted with rubber 
suction cup for attaching to glass or other non- 
porous surfaces. 


Also STAINLESS STEEL FILE SIGNALS 


FOR EVERY MODERN FILING NEED 






At your 
jebbers 








20 21 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 











' 
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TWIRLIT 
Drills 150 sheets 


at one operation. 





Simply place paper in position and 
turn the handle. A tremendous force 
is thus exerted on the hollow steel 
drill and its sharp edge cuts smooth 
ly down through the paper. The cut 
tings push up through the top 


$2.50, $6.25 and $10.75 for one, 


two and three hole models. The two Mounted on rubber feet, TWIRLIT 
and three hole models are fitted cannot scratch or slip. Folder with 
with etched scale and side guide full details on request Ask about 
Choice of four hole sizes, % to the TWIRLIT counter display dem 


13/32 inch onstration. 


MITCHELL BINDER C0 Virginia & Bower Aves. 
. HAGERSTOWN, MD. 


We make, you sell. Oxford does not sell 
direct. And filing supplies are ALL we make. 
That’s why quality is higher, why we give 
extra service, why the Oxford line is complete 
—everything you need to meet any compe- 
tition. 

There’s profit in selling filing supplies— 
when you handle the line of “your filing sup- 
ply specialists” — 


OXFORD FILING SUPPLY COMPANY 
340 MORGAN AVENUE BROOKLYN, N. Y. 
125 South 8th Street St. Louis, Mo. 





A set-up that dealers like: 











Self Fitting Posture Chairs 
by HARTER 


new posture chairs—absolutely self adjustable 
“are received with enthusiastic approval 
wherever they are shown. They know that this 
interest is easily turned into genuine desire 
Harter Dealers know that these wonderful new 
posture chairs are easy to sell to a public al 
ready thoroughly sold on the value of posture 
seating 
Other alert dealers—the type who are making 
sales and profits the Harter Way—are invited 
to join us. 


THE HARTER 
CORPORATION 


STURGIS, MICHIGAN 
MODERNIZE—HARTERIZE 





Harter Dealers know from experience that these 











Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
adit iatentn bah 44.0001 ways right side up. No need to hunt 
ey re 4 and fumble to find the place where 
Mart the ring opens, if it’s an Adams ring. 

Eight Sizes Here is the simplest, quickest-operat- 
Inside Diameters: ing and most satisfactory ring ever 
invented for perforated sheets or 





| binders of all sorts. Allows binder or 


No. 00, % in. No. 2, 1% in. a 
No. 0, % in. No.3,2 in. sheets to lie flat when open at any 
N 6. 1 a N 4, 23% ii point. The enlarged joint, nicely 
relia = ane gltdieticedh- am rounded and smoothed, keeps ring 
No. 1, 1% in. No. 6,3 in. right side up in position to be in- 

Come also boxed assorted stantly unlocked. : 
in seven sizes. Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals 


Henry T. Adams Mfg. Co. 3),5° fiir’ 4 


@ WANTED 


Dealers 


TU BUY  atso sen 


Addressographs, Multigraphs, Mimeo- 
graphs, Adders, Typewriters, Check 
Writers, Dictaphones. Big Profit—No in- 
vestment. Write 


XXXXXXXXXXXXXXXXXXXYYYN) 





CXXXXXAAAAAAAAAAA AA IA AAAI AAAAAAIAIIII 


XXXXXXIIXXXXXXXXXXXY 


° p H J | T T % (] 771 Pruitt Bldg. 
° - Chicago 
(XX XXXXXXXXXXX XXX IXY IY YYrYyyxyxxyryrr 





Dealers Wanted 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED REYS 


(no rubber to wear out) 


Write for our interest- 
ing proposition. 











290 Columbus Place 
BROOKLYN, N. Y. 


























WAGEMAKER CO. - GRAND RAPIDS, MICH. 











Card-eases, any size; loese-ieat envelopes, punched; 
menu covers, factory record protectors, ‘ag holders, 
bill-fold envelopes; stamp containers, ete. Made of 
acetate (slow-burning) transparent cellulose. We 
build to fit your particuler need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633 S. Recine Ave. Chicago, U.S. A. 
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There is a big demand 
for DR. SCAT 


Order DR. SCAT, for the 
typewriter, and get your 
share of this profitable, re- 
peat business. 


Cleans, Refinishes, Polishes 
and Protects the Typewriter. 


Sold Nation-wide by the best Stationers. #, 
Office Supply and Typewriter Dealers. OTN, 














Manufactured by 


DR. SCAT CHEMICAL CO. 


178 N. Franklin St. Chicago, Il. 


“REFINISHER” 
Reg. U.S. Pat. Off. 








A SMART ITEM 
FOR 
SMART DEALERS 


—— @ 
THE ROCKIT ARCH 


Reasonably priced, it meets 
the demand for “something 
better” @ Attractive design 
@ Handsomely finished © 
@ Only one moving part © 
Arch rocks, not swings @ Pat- 
ented @ Fits standard boards 
and punchings. @ Sell the 
best and hold customers @ 
Dealers write today for prices 
@ Territories for agents. 





ROCKIT 
FILE 


ARMSTRONG & WHITE pittseurGH, PENNA. 
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SPEED-MO 


the only 
DUST-PROOF 


STAMP PADS 


Speed-Mo Pads are popular among 
all users because they are DUST- 
PROOF. Also because Speed-Mo 
Pads are available in any size and 
model up to 20 x 20. Ask for Cata- 
log No. 138 for listing of our com- 
plete line. DEALERS—for attractive 
offers, write 


RIVET-O MFG. CO. 


64 Jason St. Orange, Mass. 


THEY LEAD 
THE WORLD 


dats 


CARBONS AND RIBBONS 


—a complete and dependable service for 
the writing and copying needs of Amer- 
ican business. When you undertake to 
sell Codo, you join a group of men who 
combine quality and cooperation to 
make success. Codo Carbons & Ribbons 
are worth more because they give bet- 
ter results. And Codo salesmen earn 
more because they serve better. 


Codo Mig. Corp. 
CORAOPOLIS, PENNA. 
New York 




















Chicago 




















SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 






Simply tip 
the card 
and copy 


Meilicke. Systems, Inc. 


3468 N. Clark St. 
Chicago, Ill. 


TYPEWRITERS 


CONVENTION SPECIALS— 
ON ALL MAKES 


Thousands of typewriters for immediate de- 
livery at rock bottom prices. Buy your stock 
now for the Fall season. 











WHOLESALERS FOR OVER 25 YEARS 


J. S. MORSE TYPEWRITER CO. 


529 BROADWAY, NEW YORK, U. S. A. 
CABLE: TYPEMORSE, N. Y. 





AIRLINE DESKS * SPECIAL PURPOSE DESKS 
DYNAMIQUE DESKS + VOCATIONAL DESKS 
EXECUTIVE DESKS * 1500 LINE DESKS * SAFES 
PROTECTIVE CABINETS » WARDROBES * TABLES 
BOOKSTACKS + 2 
SHELVING » MeAYeeaeVee) 
PLANFILES +N 


WIDESEC #8 SS 1939 
ame 8, FILES + D R FILES 


TRANSFER CASES + POSTING TRAYS « CARD 
INDEX CABINETS »* PROJECTO CABINETS 
POSTINDEX VISIBLE FILES * VAULT TRUCKS 


beth hhh hh heheh th th th hh444,4444444444444444 444444 
AAA AAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAD AAA AAAS 


CLIP-ONS 
= @ 
? D 


satisfy particular people for good looks, applic- 
ability, neatness and economy. Three sizes brass 


or nickel finish. Prices and samples on request. 


Clip-On Corp. Oswego,N. Y. 


AAA BABA BABAARAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAL 










* HIGHLINE 
ECTIONS 


Jamestown: New York 
5 iA 
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AUTOMATic 


EXECUTIVE 
FILE 


—KNOows NO SEASON’ 











/ 


The hot summer 
days ahead will 
not slow up your 
sales on this pop- 
ular personal fil- 
ing unit — Let us 
tell you why—Just 
write: 


| 
| 


} 


— OR AUTOMATIC FILE & INDEX CO. 


629 W. WASHINGTON BLYD., DEPT. 787, CHICAGO, ILL. 








? 


You can Actually Staple 
2 “ from 2 sheets up to 
a Pile of Paper 


t= tess) STENCILS AND INKS This Thick (%" ) 
AND CORRECTION FLUID with the New 
e oo. ACME No. 1 
m= =©Want full details? \. ss Heavy Duty 
Send today for QQ Hand Stapler 
VICTOR SAMPLES SN 
DUPLICATOR e . 


abei@iees The Victor Safe & 
Equipment Co., Inc. COMPANY 


NORTH TONAWANDA, N. Y. 1643-1647 Haddon Ave. 
CAMDEN, N. J. 










































”m NEW PRICES 
yo adding + billing + 


Stes bookkeeping + 


Flat Heads 


20 colors 


rumored + Calculating machines 
Graffco TYPEWRITERS CHECKWRITERS 


MAPTACKS MIMEOGRAPHS — DICTAPHONES 
Sell your trade the best. Unequalled for visualizing AND OTHER OFFICE DEVICES 





Sizes 
Spherical Heads 
20 colors 
1000 combinations 











maps and charts. Packed in boxes of 100 or in spe- Rough and Rebuilt Write for Latest Price List 
cial display cartons, 20 tacks to block, 25 blocks to 
the carton. Rk li bl, 
Write for sample display box and price list é la @ TYPEWRITER & ADDING MACHINE CORP. 
GEORGE B. GRAFF CO. 303 W. MONROE ST. CHICAGO, ILL. 
64 Washburn Ave. Cambridge, Mass. 








DEALERS 
WANTED 


! No stock to carry. Price 





Pesuttraceak maaecaeatted 





list easy to understand 
Lowest prices in America 
FREE DIES FREE PROOFS > 

LETTERHEAD SAMPLE BOOK FREE Attention to Detail— 
: Social a aS ee | aga pee i for deposit of $1.00 — as ‘sam led by discerning and critical buyers, is responsible for the constantly 
} a Re Re SE PE | aS. HOON increasing demand for StamperKraft inks, pads, rubber type and 
3 other marking needs. They want Just as much service, attractive- 
| NATIONAL ENGRAVING COMPANY | | jm ip 1ersranes tnd fredim trom tation ing slam pad ne 
| BIRMINGHAM, ALABAMA THE SUPERIOR TYPE COMPANY 

3940 Ravenswood Ave. Chicago, Illinois 
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The standard 
for over thirty 
years for re- 
moving ink from 
paper and white 
cloth. 


Now in greater 
demand than 
ever before. 

For Sale at Leading Stationers. 


H A INK ERADICATOR COMPANY 


Cable ''ERADICATOR" 






1707 Zerega Avenue 
New York City, N. Y. 


AAA AAA Ahhh hhh phpbb papa) 
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Sell More 
Hanson 
Scales! 


There is a wide market for 
shipping, postal ani air 
mail scales—and there is a 
Hanson for every scale use. 

Hanson scales are me- 
chanically perfect and the 
Hanson merchandising plan 
helps the dealer build 








No. 


70 Ib. profitable distribution. Send 
Heavy Duty for Bulletin No. 5. 
Parcel Post 

Scale HANSON SCALE CO. 


Est. 1888 


525 N. Ada St., Chicago 

















Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 
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| iii ii Ie see 
TECHNYGRAPH ANNOUNCES... 
Five New Clear Vision Shading Wheels. 

LL DEALERS: Write for latest circular. 


THE TECHNYGRAPH, TECHNY, ILLINOIS 
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A few good territories 
still open for alert 
dealers. Write today! 






@ Sturdily built, correctly designed, guaran- 
/ il \\ teed furniture for the modern office, reception 
and rest room. Royalchrome is both popular and profitable. 

Write for catalog. Attractive brochure showing selected reception 
room groups sent free on request. 
1109 S. Michigan Ave., Chicago 
onal METAL MFG. CO. New York 
cS Los Angeles 


“ Metal Furniture Since’97" Toronto 








ZIPIT 


THE NEW 
TIME SAVING 
CARBON 


Territory now being 
allotted. 


Send for samples and 
agency proposition — 


IT SELLS 


MODERN 


CARBON PAPER 


PHILLIPS PROCESS CO. 
AOCHESTER, 
".¥. 


PHILLIPS PROCESS CO., Inc. 





194 MILL ST., ROCHESTER, N. Y. 








CLOYES 


REPLACEMENT PARTS for Adding 
Bookkeeping and Caleulating Machines 
Over 500 items now available from 
stock. All new parts manufactured 

in our own plant. 
Fast Service .. . Quality Parts Only 
Write for our new revised catalog. 


CLOYES GEAR WORKS 


17214 Roseland Rd. N. E. Cleveland, Ohio. 
CABLE ADDRESS ‘“\CLOYESGEAR” 








GET DEALER PROPOSITION 


The ELLIOTT ENVELOPE SEALER 
is the fastest office appliance in the 
world and easily automatically 
feeds, seals and delivers 400 
envelopes per minute with an 


Os thickness of 









average 


contents. It was greatly 
changed and im- 
| proved in 1937 


S | and is a desirable 
~~ ) item for station- 
“// ery stores. 


144 Albany St. 
Cambridge, Mass. 


THE ELLIOTT ADDRESSING MACHINE CO. 

















Jere cESEEENRCEENEEETEENTERERREEEEEEreRe 


Jeane teen 
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DESIGNED for Efficiency 
BUILT for Durability 

TESTED for Accuracy 
GUARANTEED for Satisfaction 


mrs 


| Ib. capacity 
POSTAL SCALE 


STOCK UP NOW 


On Your Summer Specialties 


Many of our dealers tell us that 
our line of scales is a “WOW.” 
Your outside men will do a 
dandy job on these items and 
you will cash in on extra profits. 





Manufactured by 


MARVEL SCALE CO., INC. 
3010 W. Wells St., Milwaukee, Wis. 


LIST $1.50 


IF YOUR JOBBER CANNOT SUPPLY YOU, ORDER DIRECT AND SEND US HIS NAME 











113 BER 











The Strength of an Eight Leg Desk 
The Convenience of a Four Leg Desk 
all combined 
in the New 


Browne- Morse 


6 LEG 
STEEL DESK 


The Modern Desk for the Modern Office 


Write for Catalog 
Browne - Morse Company 





Muskegon Michigan 








CEL-U-DEX CORP 


WRITE OR TYPE SUBJECT ON INSERT- 


CUT TO SIZE -MOISTEN and APPLY - 


1 Main Street 








sj BROOKLYN, N. Y. 


OFFICE APPLIANCES 


| Are You 
interested in 
trade doings in 


GREAT 
BAETAIN 


q 





If so, there is only one way of keeping 
abreast of the times and that is by the 
regular monthly receipt and perusal 


of the 


| BRITISH 
| STATIONER 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 
are unique for news, instruction, orig- 


inality and general interest. 


=<-<-==== SEND US THIS COUPON -=======, 


To the Proprietors THE BRITJSH STATIONER. 
Grand Bldg., Trafalgar Square, 
LONDON, ENG. 


Send to the address below FREE SPECIMEN COPY of ‘The 
British Stationer’’ for examination. 


Name .. 


(Please attach your business card or letter-head) 


Address ... 


Date 
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IN EVERY COUNTRY 


You will fine ONE leading office equip- 
ment trade journal of national importance. 


IN FRANCE 


METHODES 


First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 





FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 

Include “METHODES” in your ad- 


vertising appropriation: It pays. 
Send for free copy today. 





‘“‘METHODES” 
SUBSCRIPTION RATES 


To France, Colonies, Belgium and Luxem- 
Aa vipa edSmGbTS cide nknsten seats 50 Francs 


Countries adhering to the Stockholm Con- 
NN 6 cola casavsseavawexe 55 Francs 


Countries not adhering to the Stockholm 
Convention (including the U. S.)....... 60 Francs 











METHODES 


27 rue des Petites Ecuries 
Paris X° France 








We will pay cash 


for a retail office supply busi- 

ness in or around Chicago. 

Ground floor or upstairs 
location acceptable. 


Address V-144 care Office Appliances, 
20 North Wacker “Drive, Chicago 








ROLLING UP PROFITS FOR YOU 


A Al No. 2479 Double Ball Bearing Caster is in 
if use in most of the country’s leading indus- 





trial and professional offices and institutions. 








7 Cedlberee." Op log and facts about this profit-earning line. 













Hal It is a leader to sales of other Faultless floor 


. protection equipment shown. Write for Cata- 











FAULTLESS CASTER CORPORATION 
Evansville, Indiana 





(above) Faultless Unbreakable Rockite 

and Ruberex Cups. Round or Square. 

ef) Faultless quiet Cushion Chair 
i 


des are mounted in live rubber. 


FAULTLESS CASTERS 














... for MORE 
summer sales, 


show the NEW 


DE LUXE Convertible custion 


One piece sponge rubber filler, 14% and 2 inches thick, boxed 
edges. Two sizes, No. 5 regular swivel, 17x18 inches and No. 3 
steno size 144%x15% inches. Five colors: brown, green, maroon, 
taupe and blue. A well made cushion neatly upholstered—rich 
pile velour on one side and fibre on the other. 

Dealers: Write for full details on this profitable item. For an 
early display place your order at once and be assured of prompt 
delivery. 


The Perfect Rubber Seat Cushion Co. 


1412 UNITY STREET PHILADELPHIA, PENNA. 






































IT’S VERSATILE! 








THE AMERICAN 
“5 IN ag 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 
PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 
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OFFICE APPLIANCES 


ROYAL OFFERS $2,000. 


TO HELP YOU GET MORE SUMMER SALES 


— 













AMATEUR PHOTO CONTEST 


Launched by the RoyalTypewriter Company 
to Bring NEW Prospects to your store! 


YOU HAVE A DATE 


. .. 13th Annual Conven- 
tion of the National Type- 
writer and Office Machine 
Dealers’ Association, Hotel 
New Yorker, July 25, 26 
and 27. You'll have a grand 
time, meet old friends, pick 
up money-making ideas. 


10,000,000 CAMERAS .. . hundreds of thousands of “fans” ready 
to take pictures at the drop of a hat—with money to gratify this 
popular hobby! 

That’s the vast market Royal is tapping with its $2000 Photo 
Contest—beginning right away, ending early in September. 

The Contest is being advertised in July and August camera 
magazines; in Life and Look, the great picture weeklies. 

Here’s the hook—your opportunity to sell Royal Portables, 
make real money! ... Every contestant, and there will be thou- 
sands, must have his Entry Blank countersigned by a Royal 





Portable dealer. 

Get back of this great Contest—it’s another Royal DEALER 
FIRST! Feature the posters and displays which will be furnished 
you. Distribute the Entry Blanks as widely as possible. Remember 


—each may mean a sale for you! 


““IN BUSINESS TO STAY!” 


... says Miss Marjorie Vowell, pro- 
prietor of the Central Typewriter 
Exchange, 219 West Washington 





Street, Chicago, III. 


“Otherwise, I wouldn't worry about good- 
will. But the machines I sell this year must 
help build business for next year and the 
year after. I've sold a great many Royals 
and they've always given complete satis- 
faction—there never has been a complaint 
from any customer I couldn't settle. Royal 
is for me—and I'm for Royal.”’ 














FOR INFORMATION about any of Royal's plans or activities, address Royal 
Typewriter Company, Inc., 2 Park Avenue, New York City. World’s largest 


company devoted exclusively to typewriters. Factory: Hartford, Conn. 















































“Thanks 
for the new 


UNDERWOOD 


I ypemaster Portables,” Jeeta 


OF THE ADA TYPEWRITER CO., 
ADA, OKLAHOMA. 











RE Dealers enthusiastic 
about the new Underwood SEVEN BIG 
Typemasters? Well, read what TALKING POINTS 
Jack Kindred says about them 
and rest assured while you're 
doing it that his statement re- 


1 New Sealed Action Frame 
providing quieter operation 
and maximum protection 





Underwood Typemaster Portable 
Champion Model, retailing at $64.50 


flects the opinion of responsible against dust. 

Dealers who have seen and tried > tee Cin eet 
these new Underwood Port- ... kinder to typing finger-tips 
ables. ... saves broken fingernails. 


“The ease and speed of opera- 3 “1 uned to the Fingertips 
...two adjustment features as- 


tion, high quality print work, sate waitin saab weeds. 
new modern design, and de- 
pendable service make them 
by far easier to sell than any 


4 100 per cent Typing Visi- 
bility. 





Poti ~ . . . 
indore 7; aap Moveah ahs : = 5 Complete accessibility to 
U age + gained apa a pee Ae Oe type-bars and ribbon spools. 
niversal Model, retailing at $54.50 the market today. Both the 


6 Keyboard Controlled Rib- 


Champion < > Univers np pate 
umpion and the Universal inns Shliiade Diaeken. 


models are mighty fine type- 
7 Back spacer on left hand 


DEALERS FIRST writers.” side—normal typing position. 


In the Underwood Portable If you are not already stocking the 
sales policy the Dealer a/ways asd ’ . 
— ‘ complete Underwood Portable line, 
comes first. 
Underwood Portables are 
sold “over the counter” through an Underwoo yrtable Typewrite Portable Typewriter Division 
Sa a till Bild “ch Unde d Portable Typewriter UNDERWOOD ELLIOTT FISHER 
; 5 for every purse and pu rpose, each COMPANY 
able Dealers. All Underwood ; o ‘ : 
a eae oe a ‘ Typewriters. . Accounting Machines. . 
promotional activity is designed (dding Mechines .. Carbon Pater . . 


to send customers into the of Underwood quality, each supreme Ribbons and other Supplies 
One Park Ave. New York, N. Y. 
Sales and Service Everywhere. 


write headquarters at once. There’s 


representing the same high standard 





Pe sae in sturdiness, writing qualities and 


wood Elliott 1 eailiie : ease of Operation. Underwood Elliott FisherSpeedsthe W orld’s Business 
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